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The Bowset Man 


TOUALE SAEBSMEN- 


Since the launching of our Farm 
Sales Campaign we have received 
quite a number.of farm orders. Bab- 
son says: “The farmer ts coming 
back as a buyer—a factor well 
exemplifed by sales of matl order 
houses the past year. The farmer 
will be a better buyer in 1924 than 
has been the case since the turning 
point in 1920.” Nearly half the 
people of the United States live on 
farms and if your contract gives you 
— the right to sell this classification you 

ought to get behind this proposition 
“and dig right into a fertile, virgin 
held. 


BODE RIN GIL EY 
Sales Manager. 
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STEEL ENGINEER DISCOVERS 


NEW FUEL 


ye & HE Milwaukee Jour- 
nal recently carried 
an article which will 
be of general interest 
| to Bowser salesmen 
and ane selling and using gaso- 
line. The article follows: 


“A refinery with a capacity 


of 1,000 barrels a day is to be 


constructed in Wauwatosa soon 
to manufacture a new motor 
fuel discovered by E. O. Linton, 
engineer and fuel expert of the 
Inland Steel Company, and de- 
veloped by E. A. Burrows, Chi- 


cago, a consulting engineer. 


“The new fuel is controlled 
by the Linton Oil Co., which 
holds a dozen or more patents 
on the fuel, by-products, proc- 
ess and machinery. The Mil- 
waukee plant will be operated 
by a subsidiary to be known as 
the Best Test Oil Co., which 
will be incorporated in Wiscon- 
sin. It will be the headquarters 
of the Linton Oil Co. also. 


664311 


IN: CONFERENCE? HR 


“The first information about 
the new fuel leaked out at 
Washington Saturday and was 
published widely Sunday. Wed- 
nesday it was learned Mr. Bur- 
rows had been in the city to 
confer with representatives of 
his company, who have been 
here about a month. Mr. Bur- 
rows said Wednesday, when in- 
terviewed in Chicago, that he 
will return to Milwaukee on 
Thursday or Friday to develop 
further the plans for the forma- 
tion of the Best Test Oil Co., 
and construction of its refinery 
in Wauwatosa. 


“Charles S. Burdick, an engi- 
neer, who was associated with 
Mr. Linton at the Inland Steel 
Cow Mindiana =Earbor = plant, 
when the new fuel was discov- 
ered, is in charge of equipment 
of ithemleinton: Ou: Co. on; the 
site in Wauwatosa. He has been 
here for about a month and will 


femialimieren) lore. ios. .Kem= 
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per, one of the best known 
geologists and research chemists 
in America, left Wednesday, 
after having been here about a 
month. According to Mr. Bur- 
dick, Dr. Kemper is not con- 
nected with the new oil com- 
pany) olliciallys. but has been 
very much interested in the new 


fuel. 

» LP heinton sl Co.naccord- 
ing to Mr. Burdick, is headed 
by R. J. Beatty, a former officer 
and large stockholder of the In- 
land Steel Co. James Wall is 
vice-president, and Mr. Burrows 
is secretary-treasurer. 


CEE ATE ates st GAS, CLAIM 


‘Mrs Burrows said that he 
and his associates plan to con- 
struct a refinery here with a ca- 
pacity of 1,000 barrels a day 
and. sard r that the company 
would be known as the Best 
Test Oil Co. He declared the 
new fuel can be marketed con- 
siderably. cheaper than gasoline 
and is a better motor fuel. Mr. 
Burdick also claimed that more 
mileage than with gasoline can 
be obtained, 


“A miniature refinery, with a 
capaciay of; >On barrels aday, 
and a small laboratory are un- 
der construction on the Wauwa- 
tosa site now, for use in mak- 
ing further experiments with 
by-products of the new fuel. 


This* fuel7is really a new- 
process gasoline. It is made 


Pie PROM L OLIN Y: 


from what is left of crude oil 
after first run gasoline has been 
taken off. ‘The refinery to be 
built in Wauwatosa will make 
true gasoline in addition to its 
patent fuel. 
not produced by ‘cracking, as 
the ordinary gasoline is pro- 
duced after the true gasoline has 
been run off. ‘Cracking’ is de- 
structive distillation of fuel oil 
or hydrocarbons under pressure 
of high temperature. | 


“The new fuel is produced in — 


the form of isomers, under at- 
mospheric pressure by preparing 
the oil slowly and filming it 
over sloping planes at heat suf- 
ficient to develop certain vapors. 
‘These vapors, condensed, yield 
a reddish-yellow distillate con- 
taining 60 to 70 per cent trans- 
lucent motor fuel. ‘The dis- 
coverer of this process contends 
it does not change the structures 
of molecules in fuel oil and lose 
carbon atoms as in ordinary re- 
fining. 


DISCOVERED BY AGGCIDENT 
“Mr. Burdick said the fuel 


was discovered quite by accident. 


"During the warfehe said, 
‘we were forced to use poor 
grades of fuel oil on the open 
hearth furnaces at the Indiana 
Harbor plant of the Inland Steel 
Co. The oil sprayed on a cold 
steel plate down below and con- 
densed. One day we noticed 
this condensation had formed a 


The new fuel is.. 


a, 
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liquid none of us had _ seen 
before. When a match was 
touched to it, it flashed. Mr. 
Linton took it to a chemist and 
learned we had a new fuel. We 
\xperimented and _ discovered 
tow to make it. 


If this new fuel proves suc- 
cessful and can be produced and 
marketed in a commercially suc- 
cessful manner, this discovery 
will be another factor in in- 
creasing the market for Bowser 
products. 


Pridey Made Sales 
Superintendent 
With the abolishment of the 
Kansas ity District) C. H. 
Pridey becomes District Sales 
Superintendent. It will be his 


C.F.) PRIDEY. 


duty to direct sales efforts in 
parts of Kansas, Missouri, Ne- 
braska, lowaand South Dakota. 
The. old Kansas City District 
will therefore operate on prac- 
tically the same basis as the Har- 
isburg District. We congratu- 
late Pridey on obtaining this 
promotion. 


Colwell Becomes Assistant 


Sales Manager 


R. S. Colwell, Manager of 
the Eastern Oil Company Sales 
Division, has been appointed 
Assistant Sales Manager of the 
company and has returned to 
Fort Wayne to take up his new 
duties in association with T. D. 


R. S. COLWELL 


Kingsley. Colwell has had a 
long and brilliant career with 
the company. He entered the 
employ of Bowser 6 Company 
in 1906 as a clerk in the mail 
order department and since then 
has held various responsible po- 
sitions with the company, first 
as Assistant Manager and later 
Manager at Chicago, Manager 
at Harrisburg, Eastern Manager 
with headquarters at Albany, 
and lately Manager of the East- 
ern Oil Company Sales Division. 


Colwell has a host of friends 
in the organization and in the 
city who will be greatly pleased 
to learn of his recent promo- 
tion. 
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THE SALESMAN’S VIEWPOINT 


By C. M. CARPENTER, 
Albany Special Representative 


PF PJHEN they accept a ter- 
yi] ritory, do they vis- 
Q 2 ualize it as a sales- 
eS) man selling a staple 
=I line of merchandise 
where they work for a job- 
bing house and are required to 
call every week | 
or two? If they 
do, it’s a wrong 
impression, as the 
writer sees it. A 
Bowser salesman 
goes in business for 
himself and family 
in a certain pre- 
scribed territory, 
the same as a man 
who hires a store 
in a town or city, 
only that his goods 
all come from the 
same firm and he 
has no overhead 
expenses such as rent, light, heat, 
telephone, insurance, clerk hire, 
advertising, etc. His business 
is done on a commission basis, 
same as the merchant’s, only 
that the merchant expresses his 
income in terms of profit rather 
than commission. 

When he approaches a pros- 
pect to solicit his business, does 
he do it with a feeling as if he 
had the article right there in his 


PLES ae 
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hands to deliver, or does he d, 
it as if he had been sent to rer 
resent someone else? If he dc; 
not assume a personal inter 
in transacting the business, th 
prospect does not meet him with 
the same feeling of obligation. 
It gives the impres- 
sion that you are 
more or less sim- 
ply showing some- 
thing for his con- 
sideration, rathe 
than somethin 
you expect to se 
him right then a 
there. That's w 
you went there 
You are the m 
that furnishes a 
the Bowser pump 
and, tanks that a: 
to go in that ter 
tory. Say to you 
self: “I’ve got to sell him now., 
The successful merchant gi 
acquainted in the town and | 
he conducts himself properl 
morally, socially and financiall 
he becomes a real factor in the 
civic life of the community. So 
should the Bowser man. And 
when anyone thinks of oil and 
gasoline equipment, they think 
of Mr. Jones, the Bowser man 
—he’s the right man for us to 


; 
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vatronize——he is one of us and 
1e spends his money with us. 
Vbhen Frank Jones sells you an 
oil system, you know it’s right, 
or will be, for he has the name 
ot only of selling the best arti- 
je of its kind on the market, 
Jit he will see that it is kept in 
He comes around 
very once in a while and says, 
‘How's everything going?’’— 
which makes me think of Smith, 
the dry goods man, or Sam 


' Brown, the grocer—always have 


__ eee 


a pleasant word; and it’s worth 
a lot to do business with ‘them. 


When you consider that the 
zoods you sell are all shipped 
'irect to the people you tell the 
‘fice Managers to send them 


“™, and they take your word for 


@eir responsibility or ask for 
lit report on “‘so and so,” it 
wiv<s to me like you were 
‘Some boss’ in those counties; 
nd if anyone wants to prove 


t, just let another salesman 
‘om an adjoining territory 
ork in another salesman’s 


“me town a day or two—-say, 
| would stir up more of a rum- 
)-4s than for six or seven equally 
, ell-known fellows to go be- 
_ nd a storekeeper’s counter and 


2lp themselves and ring up the 


sales. 


Since the above proves that 
the Bowser salesman is master 
in his territory and as such, is 
responsible for the business that 


‘comes out of it, he should then 


say to himself: “I’m Bowser & 
Co. here and let’s see if I’m the 
kind of a man needed for the 
job. Suppose I was the Detroit 
Manager, and knew all about 
this territory, would I hire such 
a man as myself to look after 
it for: me, or’ would ‘Tewant:a 
man such as Jones, the dry 
goods merchant, or Brown, the 
grocer? The goods I am selling 
to my customers perform almost 
human functions, year in and 
year out. Now, the big thing 
is, am I measuring up to the 
high standard of the goods I 
am recommending to my pros- 
pects?’ 

If we all, as an organization, 
will consider the goods we han- 
dle as an example for our own 
way of conducting our sales, the 
fifteen million Mr. Kingsley has 
been talking about will be easily 
realized. 


Crandall Up to Old Tricks 


W. V. Crandall, who recently 
left the Kansas City Office to 
go West and recuperate from a 
nervous breakdown, has _ evi- 
dently gotten all of his old 
“Zin wabatragainy 


The other day he sent in an 
order from out West for five 
hundred gasoline outfits. Cran- 
dall always was a bear among 
those western people. 
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THE SILENT PARTNER 
BytMRee 1. GeORR, 


Corsicana, Texas 


N reviewing my career 
as a salesman’s wife, 
and thinking of the 
definite things I have 
done to help Mr. Orr 

in his sales work, I am carried 

back some fifteen years to the 
beginning of that 

Garect. 5 “Att nat 

time Mr. Orr was 

in the employ of 
one of the large 
oil companies, be- 
ing local agent in 
ay small- stow faain 
north Texas. An 
agency such as 
ours required one 
man to do every- 
thing. He was 
salesman, cashier, 
bookkeeper, and 
warehouseman 
combined. As the 
town was small, he covered 
considerable country territory, 
often coming in at night cold, 
tired and hungry. But no mat- 
ter how tired he was the routine 
work of reports (and _ their 
name was ‘“‘Legion’’) had to be 
done, so it came about that | 
began to consider it a part of 
my day's work to help with 
these reports, and do any other 
writing necessary. In this way 
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I learned quite a bit about ths 
oil business. ~We stayed wit) 
this company ten years. 

When we severed our conne | 
tion with the oil company anc} 


went to work for Bowser % Co., | 


it was natural that I should con- 
tinue taking care 
of the correspond- 
ence. Let me say 
right here there is 
nothing ‘that will 


with your hus- 
band’s work like 
doing His writin ® 
for him? 7th aoe 
any reason I ‘am 
compelled to get 
out of harness for 
even a few days, I 
am completely lost 
and can’t carry on 
an intelligent con- 


keep you in touch, 


_ ay - . 
ee ee 


versation about business, until. 7 


I get back on the job. 


We have never maintained: 


any office, other than the one if 
our home, so of course | mus 
answer the telephone, and whil 
I have never made any specia. 


effort to sell Bowser equipment 


outright, I am always sincerely 
interested and try to convey my 
interest to the prospect calling, 
finding out if possible exactly 
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what he wants. Sometimes he 
is inclined to be very reticent 
and it’s a little difficult to de- 
termine whether he is in the 


| second-hand, or whether he 
| merely wants repair parts for 
) his present equipment. ‘This 
information often proves eco- 
nomical as well as helpful, sav- 
j} ing Mr. Orr long, expensive 
| drives that he would otherwise 
| have to make. If the client 
_ wants repair parts or a piece of 
| hose, he may be in a hurry and 
| I can order these things, helping 
| to give the customer prompt 
} service and at the same time re- 
_lieving Mr. Orr of a little detail 
| work. If I am unable to get 
| satisfactory information from 
) the customer over the phone, I 
)) try to make a definite date with 
)bim for Mr. Orr, then if he is 
jout in the territory, I get in 
} touch with him by phone and 
| have him communicate with the 
| prospect, showing the prospect 
| that we are both on the job and 
| anxious to serve him. I have 
jin mind one instance when we 
tsold an $1800 order in just 
jthis way. Mr. Orr was in the 
Hnorth end of his territory. 
} Prospect in southern part of ter- 
(iritory called me. In order to 
Wi fill the date I had made for him, 
|Mr. Orr had to catch a train 
land go right on through, for 
jhe would have missed the sale 
jif he had taken time to drive 


market for new equipment or 


through in his car. Another 
thing in connection with the 
phone is that we have never 
economized in the use of it. 
Sometimes, of course, we call 
prospects by phone and at the 
time it seems like money wasted, 
but considering it from every 
angle, we find that it pays to use 
the phone. 

We keep an indexed file of 
every prospect in our territory, 
the equipment he is in the mar- 
ket for, and his location. When 
he is sold, his card is so marked, 
and if he moves out of the terri- 
tory and is still a prospect, the 
information is passed on to the 
salesman covering that territory. 

But it is not always easy to 
be a salesman’s wife, and often 
your comfort and inclinations 
have to. be sacrificed if you have 
your husband's interest at heart. 
After all, his success is your suc- 
cess also, so what do a few sac- 
rifices amount to in the end? 
My friends have learned that 
their sympathy and pity is 
wasted on me, because my hus- 
band is away from home so 
much; lof lecanethinhmoras lot 
of things much worse than be- 
ing a salesman’s wife, and when 
asked what business my hus- 
band is in, there is no apology 
in my voice when I say he is a 
Bowser Salesman, as was the 
case of one woman I knew. Her 
husband sold “‘snuff’’ but she 
never would tell it; she always 
said ‘“‘tobacco.”’ 
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However, I am proud to be 
one of such an organization as 
Bowser © Co., and our motto 
will continue to be, as it has 
been ‘in the past, ‘‘Co-opera- 
tion.” 


EDITOR’S NOTE: Comment- 
ing on this splendid example of 
co-operation Paul W. Lawther 
says: “I was working Corsi- 
cana, I exas, territory, driving a 
‘Hup 32; atithe time pVom.Orr 
was Manager of the Pierce Oil 
Corporation, which was then 
known as The Waters Pierce Oil 
Company. In those days we 
had no service men in our part 
of the country and I carried a 
set of plumbing tools with me. 
It was also necessary to carry an 
ax and shovel on the running 
board, because in a number of 
instances we had to either dig 
the car out or cut a tree in two 
which had fallen across the road. 


“Tom Orr worked with me 
most of the time and I want 
to say that he was one of the 
best salesmen Bowser &% Com- 
pany had at that time, although 
he wasn't on the Bowser pay- 
roll. Later when he went with 
Bowser & Company, he came 
in and got his sample case one 
Saturday afternoon, bade us 
good-bye and started to work 
Monday morning. He never 
failed to make the Pacemakers’ 
Club and has been, and is to- 
day, one of the leaders of the 
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Dallas organization. He is a 


square cut, honest business man. 


and a very capable salesman, and 
could fill most any position in 
the Bowser Organization. 


“‘T have visited his home num- 
bers and numbers of times and 
Mrs. Orr is not only a wonder- 
ful assistant to T’om in his sales 
work, but believe me, she is a 
dandy little housekeeper and a 
wonderful cook. With a home 
like this and a wife like this and 
a man who is willing to work, 
there is nothing left but suc- 
cess.’ 


Visitors at Fort Wayne 
Among those whom THE 


BowsER MAN caught sight of — 


at the home office during the 
past month were Don Kingsley, 
Assistant Manager at Dallas, 
who spent about a week at Fort 
Wayne. E. M. Savercool, West- 
ern Manager at San Francisco, 
also spent a week in conference 
at the home office. Bill Gillette, 
of Kansas City, was in for a 
couple days and all of his old 
friends in Fort Wayne were 
mighty glad to see him. Bill 
Sutton strayed in one day the 
latter part of the month with a 
new hat on—says he got it 
made special. 


old cronies at Fort Wayne were 
mighty glad to see him. 


2 Paul Krider was > 
also down from Chicago for a © 
couple of days and all of his % 
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THE STATION ON THE WALL 


WN Cleveland they have 
a new idea whereby 
filling stations can be 
installed, taking very 

| little building space, 
and are both economical and at- 
tractive. | 


which occupied but a portion 
of the lot. The remainder, 
however, was too narrow for 
the usual run of business build- 
ings. An idea was finally con- 
ceived whereby this frontage of 
46 feet could be made a profit- 


The Playhouse Square Gar- 
age Company are the owners of 
this original station to which we 
refer. Ihe architect who worked 
up the idea was Philip Lindsay 


Small. On a corner in a busy 
downtown district the above 
company owned a_ building 


able possession. Mr. W. J. Cole 
tells the story of the transforma- 
tion: 

‘The station was painted on 
the wall of the building, erect- 
ing just a shelter for an attend- 
ant against the building wall. 
The painting, which covered 
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nearly the full height of the 
building, shows a tall, castle- 
like building in life-like colors. 
A stucco structure just large 
enough to accommodate the at- 
tendant was erected in such a 
manner ithat.atsia eglancesat 
looked like the entrance to the 
tall building pictured. Pumps 
were installed, driveways put in, 
and all in all the station cost 
only about $3,000, according to 
Mr. Cole. 


The novel station has drawn 
many visitors, among them S. 
F. Bowser. It is most attrac- 
tive to motorists, being illumi- 
nated at night. ‘The station 1s 
of more than common interest 
to Bowser people as the whole 
of the equipment for the place 
was sold by one of our best 
salesmen, ili Ou otts: 


New York World a 


Customer 


Another interesting sale this 
month was) madem bya W ee 
Malette when he sold a Figure 
172 to the New York World. 


Almost all of the larger daily 
newspapers maintain a fleet of 
trucks and the salesmen who 
are privileged to work this class 
of trade should not overlook 
the newspaper garages and also 
sell lubricating outfits for their 
pressrooms. 
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Introducing N. A. Phillips 


Among the newer salesmen in 
the Bowser firm is a live wire 
at Bluefield, West Virginia. His 
name is N. A. Philligseeand 
he entered Bowser’s employ on 


February 4, 1924. | 
Now just roll your optics : 

over his record from that time 

until this issue went to press: 
Feb. -7—One C-55, Three 

62185) 

- Feb. 12—One 241, One 59. 
Feb, 27—-One Fig. 241. 
Feb. 28-——One Post Sentry. 
March 1—One Chief Sentry. 
March 3-—One 19; 

March 5— T wo (G-110's, 


One 1000 gallon tank and got 
them *h GW sae 


March 7—One Fig. 19. — 
March 10—One Fig. 19. | 
March 14—One Fig. 241, @ 
One Fig. 59. 


That is what we call a fine @ 
record for a new man and we | 
wish to congratulate you and 
wish you continued — success. 
We congratulate you also for 
working on Saturday and 
thirdly for making a big sale 
BE&GoWe O: 


And by the way, Hal Storr 
wants you automotive salesmen 
to know that this F. C. W. O. 


sale was made to a coal com- 
pany. 
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SELLING KEROSENE EQUIPMENT 


By J. E. HOMSHER 


WHEN approaching a 
! customer, I always 
try to impress upon 
his mind first, that in 
this modern age, he 
cannot possibly afford to be 
without a kerosene equipment; 
second, that he is 
paying on one 
every day he is 
without it, and 
Pinca uth) a teeethe 
Bowser tank is the 
one he should buy. 


After entering a 
store and intro- 
ducing myself to 
the storekeeper, | 
inquired) hey is 
using a Bowser 
kerosene equip- 
ment, and if he re- 
plies in. the nega- 
time, J intimate 
that I am greatly surprised; ae 
in most up-to-date stores, such 
as his, I find them fully equip- 
ped in the Bowser fashion. I 
express my firm belief in his 
ability as a business man, and 
that it is not good business 
judgment for a man to pay for 
a kerosene equipment with the 
overmeasure, spillage, leakage 
and loss of time, and not experi- 


ciple. 


HOMSHER 


ence the convenience and pleas- 
ure of having his store fully 
equipped in an up-to-date man- 
ner. | 

I then advise him that, al- 
though the Bowser costs a little 
more, it is always cheapest, in 
the long run, to 
buy the best; that 
Bowser is known 
all over the world 
and that Bowser 
quality cannot be 
surpassed. | 

This formula 
for selling kerosene 
equipment I got 
from my esteemed 
friend Bill Sutton, 
whose picture you 
see on the cover of 
this magazine. Bill 
keeps right on after 
the business, rain 
or shine, but you can bet your 
small change that I am going to 
give him a merry chase in 1924. 
In fact, it is my secret ambition 
to reduce the weight of my 
corpulent friend to such an ex- 
tent that he will hardly make a 
shadow when 1925 is ushered 
in. It will take some chase to 
do that, won't it Bill? 
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Bring Back Those Bonny 
) Days of CHILDHOOD | 
The BOWSER. MAN in his youth | 


PAUL LAWTHER. 
was a chubby 


reascah 


CARL Hoseock 


Rage Sil 


SHEVELOCL 
oe, ie | 

hee Frst SC. 

OF Chicago - a 
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WORKING TERRITORIES 


By A. H. Dorscu, 
Manager Fort Wayne District 


JORKING territories is 
a=estpjecti. that . has 
been covered thor- 
oughly by others of 
this organization, and 
while I do not feel that I can 
offer very much in addition to 
what has been said 
or suggested be- 
fore, yet there may 
be some points in 
my article that you 
have never thought 
of before that will 
Womdoupt be. . of 
some help to the 
new salesmen 
within our organi- 
zation. 


Sener Vids 
necessary in work- 
ing your territory, 
if you want to 
work it properly 
and thoroughly. System is just 
as necessary for the salesman, as 
it is for the company in keeping 
systematic records of their busi- 
ness, if it is the salesman’s de- 
sire to get maximum results. 


Salesmen who are working 
rural territories, or territories 
consisting of approximately 
four counties or more, should, 
I believe, make it a practice of 
selecting two counties in his 


me ti, DORSCH 


territory, and then work them 
thoroughly, until he has finished 
them. He should not leave 
these two counties until finished 
excepting when he has prospects 
in another part of his territory 
which needs attention. When 
necessary to leave 
these two counties 
for prospects at the 
other part of the 
territory, he should 
work that par- 
ticular section for 
avin Cay OLS CWO 
and get additional 
business if possi- 
ble, before return- 


ing to the two 
counties which he 
has not finished 


working. When 
you have finished 
two counties, then 
select two more and work them 
thoroughly, and then the next 
two, and so on, until you have 
covered the entire territory. 


I would recommend that 
every salesman secure a Dun or 
Bradstreet hand book, as they 
are very valuable assets in help- 
ing you work every county 
thoroughly. These books will 
not only give you the ratings of 
different business establishments, 
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but you can check up on your- 
self, and learn how closely you 
are working your territory. 


A great many salesmen can 
decrease their traveling expense, 
and earn far more money, if 
they will get away from the 
hapits.of skip) 448 hop aan 
“jumping” all over their terri- 
tory for business. [hat means 
time and money to the sales- 
man, and I believe that far bet- 
ter results will be secured if the 
salesman will confine his efforts 
to two counties, and work them 
thoroughly, and then go to two 
more of his counties. 


In 1915 I worked a territory 
in the Shenandoah Valley of 
Virginia, and I will always re- 
member a town there by the 
name of Harrisonburg. I made 
the town several times, and 
while I was fortunate in getting 
business out of that town nearly 
every time I visited it, I could 
never manage to leave it with 
any live future date prospects. 


One day I came into the town 
and could not get an order. I 
had worked all the stores and 
garage trade, and other business 
establishments, and finally went 
back to the hotel. I then found 
that I could not get out of town 
Unt Vups m.Ksoml decided te 
start out again. In those days 
most of the general line men 
handled the dry cleaning line as 
well. However, there were very 
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few of us that knew it, and 
knew how to sell it, as the sys- 
tem then was far more compli- 
cated, higher priced, and harder 
to sell, compared to the present 
day dry cleaning systems. I 
knew very little of dry cleaning 
systems, so I concluded that | 
would call on a few tailors 
and cleaners purely for the pur- 
pose of learning something my- 
self about our dry cleaning sys- 
The first tailor I called 
on, advised in a very polite, 
abrupt way, ‘‘not interested.”’ 
‘The next one I called on was 
interested, but nearly had heart 
failure, and fairly ran me out 
of the place, when he found that 
the system would cost approxi- 
mately $2,500. By this time I 
concluded that I was not learn- 
ing very fast—-getting thrown 
out of stores. However, I took 
another chance on a tailor across 
the street. When I “‘pulled up” 
in front, I took a good look, and 


it looked like a Texas cyclone 
had hit it, and my dreams of 
selling him faded fast, but I 
went in, and I had no more 
than mentioned my house, and 
—"‘just the fellow I am looking 
for—yjust wrote your house 
yesterday. How did you get 
here so quickly? I want to buy 
one of those four-tank PRE- 
MIER systems of yours. My 
new building is finished, and I 
want it right away.”’ I quickly 


from the appearance of his place, - | 
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realized that I was ‘‘in for it”’ 
as I did not know enough about 
they-system to. really .sell it. 
However, I explained to him 
that I was not thoroughly fa- 
miliar with it, but he could rest 
assured that the company would 
not ship it if it were not ‘‘sold 
right and complete.’ It cer- 
tainly proved very good judg- 
ment on my part in telling him 
that I was not thoroughly fa- 
miliar with it, as I did forget 
to sell approximately $48 worth 
of gate valves, which he bought 
later, when advised to do so by 
the house. 


The point I want to bring 
out with this story is this: I 
was through working all other 
lines of trade in Harrisonburg 
about 3 p. m., and instead of 
staying at the hotel waiting the 
rest of the afternoon until train 
time, I decided to go out and 
learn something of our dry 
cleaning line, and as a result I 
secured an order for approxi- 
mately $2,000, which I cer- 
tainly would not have secured 
lounging at the hotel. 


It pays to work all lines 
of trade, and if the salesman 
will do this he will get big- 
ger and better results. Don't 
pass up any store, regardless .of 
how small or dingy it may look. 
You can never tell when you 
will get an order. Some of these 
small dingy stores are your 


quickest sales, and incidentally 
the best credits. “he salesmen 
working the store line trade es- 
pecially—work both sides of the 
street, and you will find that 
you will be “running into’’ or- 
ders that you had not expected. 


Anderson to Manage New 
York Office 


HUES @Andersonpeondent 
Manager, has returned to the 
United States, partly for per- 
sonal reasons, and during his 
stay has consented temporarily 


H. E. ANDERSON 


to take on the management of 
the New York Office. Ander- 
son started with Bowser in 
1907 and has been Manager at 
Boston, New York and Denver. 
In 1913 he was sent to Eng- 
land as Manager. [he many 
Bowser men who know him 
will be glad to learn that he is 
back in the States with us again. 
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A Good Sale 


W. E. Grooms has made an- 
other unusual sale, for which 
he should be congratulated. 
This time he has gone into a 
field as yet practically over- 
looked by most salesmen. He 
has sold a St. Louis undertaker 
a 101-C-3, full cash with the 


order. 


W. E. GROOMS 


Undertaking establishments 
offer a new group of prospective 
customers. It is easy to see that 
calls coming in at hours when 
filling stations were closed, 
would be most inconvenient if 
the gas tank were empty. Ifa 
Bowser pump is handy, the 
question is solved. 


It would undoubtedly be 
more economical, convenient 
and more time-saving to fill the 
tank of the car before starting 
out rather than to depend upon 
going to the nearest filling sta- 
tion. 


Grooms’ experience gives a 
hint to other salesmen to sell 
these establishments in their ter- 
ritory. 
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Real Teamwork! 


The Diesel steamer ‘‘Loki’’ at 
New York had to sail on short 
notice. Twelve Model M lubri- 
cators, each of six feeds, were 
needed for the ship’s engines. 
The owners, the Standard Oil 
Company, phoned Mr. May of 
the Division’s New York Office, 
to determine if the lubricators 
were available. The latest stock 
sheet said, ““Yes.’’ Standard Oil 
Company's New York Office 
wired their marine department 
manager, then in Milwaukee, to 
see our Milwaukee Office. Next 
morning at seven o'clock the 
twelve lubricators were boxed. 
An hour later they were aboard 
a Chicago train as baggage of 
the marine department manager. 
At Chicago they were put 
aboard the Twentieth Century 
Limited as baggage. “hey were 
in New York within forty-eight 
hours after the first call upon 
our New York Office. 


Dorsch Back at Fort 
Wayne 


Gus Dorsch is back on the job 
again at Fort Wayne after his 
sojourn of several weeks at 
Kansas City. He says that Kan- 
sas City is a wonderful town, 
but when the summer season 
draws near he would rather re- 
side in the lake region of In- 
diana. He enjoys those cooling 
lake breezes, we suspect. 
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THE ROAD FROM PLEASANT MILLS 
TO WILLSHIRE 


F course, you cannot 
see it all in the pic- 
ture. Seber oad 
comes from some- 
where; and it leads 

somewhere. Behind you a little 
way is Pleasant Mills, Ind. Be- 
fore you about one mile is Will- 
shire, Ohio. But back of Pleas- 
ant Mills and beyond Willshire 
the road continues. 


The road is old. And the 
old trees by its side could whis- 
per many an interesting tale if 
our eats but understood their 
language. One of the most re- 
markable stories has been inter- 
preted to me. I can tell it to 
you briefly: 


The day was biting cold. 
Snow covered the ground. Since 
that day nearly forty snows 
have been melted by as many 
springtime suns. Sleigh bells 
tinkled down the road—beyond 
the bridge came a team-drawn 
cutter with a bundled man hold- 
ing the lines. 


His business—better say, his 
mission—was the selling of 
wrapping paper, on his own ac- 
count. He ~-was not steady 
enough at work to enable him 
to hold a job for anyone else. 
He was wrecked in health—on 
the down-grade—a drear road 
behind, unpromising ahead. 


Perhaps—only perhaps—some- 
one in the hamlet of Willshire 
would buy some wrapping 
paper. No one in Pleasant 
Mills had. What a lie there 
Was) in that “namers bleasant 
Mills’—for him! 


Back in Fort Wayne the fam- 
ily had been forced into a most 
unpretentious house. ‘There 
were the growing demands of 
growing children—to be reared 
in a Godly and in a decent fash- 
ion—with a little schobdling 
perhaps, though schooling had 
been denied him. The years 
had left, him only debts—=and 
fading health. His mother had 
but recently passed to the great 
Beyond. The daily struggle 
seemed only to carry him deeper 
into the vortex of an uncompro- 
mising world. 


He was “‘carrying on’’ but 
steadily losing ground against 
great odds. A sorry sight he 
was that bleak winter morning. 


‘The* rest of7 the 
quickly told. 


story is 


His weak and nerve-racked 
body housed a Spirit—an in- 
domitable, stubborn, unflinch- 
ing Something which was strong 
—hbeyond the strength of mus- 
cles and organs. He had Grit. 
The burden of life in no way 
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stopped the machinery of his 
brain; he was alert. 


Out of the sub-conscious 
came an Idea. Urged on—not 
dismayed—by misfortune there 
came to. him—here on this very 
road—between Pleasant Mills 
and Willshire—a Thought 
which he seized upon and held 
close. He nourished it and 
helped it grow, even as he 
turned the curve in the snow 
past the old log cabin in his 
lonely travel. 


It is not recorded whether he 
sold wrapping paper in Will- 
shire. But it is a matter of his- 
tory that there and then a new 
industry of the nation—yes, of 
the nations—was conceived. 
The modern world credits him 
with the first self-measuring 


Death 


A. W. Love, one of the com- 
pany’s most capable salesman on 
the west coast, died in an Oak- 
land hospital on February 15th. 

E. M. Savercool, Western 
Manager at San Francisco, says 
of him: ‘‘He was one of those 
strong characters, an old-time 
salesman, a good fellow all 
around and at the same time 
always on the level, ready and 
willing to go anywhere and to 
do anything when requested.”’ 


Deep regret and sorrow is felt 
throughout the entire organiza- 
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pump, a crude, ugly thing which | 


today has developed and grown 
to an enterprise with thirty mil- 
lions or more of investment and 
with representatives in the four 
corners of the Earth! 


Remember this when the dis- 
couragements of the years seem 
to be piled—all in one heap— 
and flung at. you.’ It Aserne 
Spirit in you that counts. You 
too must travel the road from 
Pleasant Mills to Willshire. 
No man escapes it. [here is no 
convenient, easy detour. You 
must go throughit. Then your 
Spirit will tell. But mark this: 
With the example of S. F. Bow- 
ser before you, you can have no 
decent excuse for failure. 
Spirit in you must compel you 
to win. 


tion for the loss of one of its 
fine workers. 


Stoddard Seriously Ill 


Many Bowser salesmen who 
knew Steve Stoddard, who for 
many years was a Bowser sales- 
man on:-the Pacific coastyewall 


be grieved to know that “‘Steve’” 


is. critically’. 1] and -itiarenic 
chances of recovery are slight. 
He has not been with us for 
several years, but we have a 
mighty warm spot in our heart 
for “‘Steve.”’ 


The 
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BOWSER BASKET BALL TEAM WINS 
FORT WAYNE CHAMPIONSHIP 


Another Bowser victory will 
be of interest to our salesmen 
who are basket ball fans. This 


is the recent victory of the Bow- 
ser Basket Ball Team over all 
of the other teams in the city of 
Fort Wayne. 


‘The Fort Wayne basket ball 


season is divided into halves of 
seven games each. Bowser won 
the first series and the strong 
team of the General Electric 
Company won the second series 
and in the final game between 
Bowser’s team and the General 
Electric team-our boys nosed out 


Standing, from left to right: 
and Shull, manager. 


Bowman, coach; Clausser, Kreigbaum, Wimmers 
Seated: 


Young, Holwerda, Shank, 


Guilford and Williams. 
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the electricians by a score of 22 


to 12. We take great pride in 
this victory because the General 
Electric boys have always been 
“cock of the walk’’ and there is 
a great deal of satisfaction in 
winning a hard fight. This 
victory gave the Bowser boys 
the championship of the Indus- 
trial League. 

Following this victory they 
won the City League champion- 
ship by defeating the Pennsyl- 
vania Railroad team by a score 
of 14 to 13. This was perhaps 
the most interesting game of the 
season. It was played fast and 
was close to the end. We con- 
gratulate our boys on their suc- 
cess and feel sure that our sales- 
men and service men will also 
be glad to see them win. 


Evolution 
Teacher-—- Johnnie) ‘whatus: 
an egg? 
Johnnie-—— An egg -is) 4 


chicken’ not yet.” 


Makes Good Start 


Another new man who has 
started off with both hands on 
the wheel and his foot on the 
accelerator is R. M. Whiting, 
our new representative in Michi- 
gan. After being out but two 
weeks he turned in four separate 
orders in six days for Sentry 
Visibles. “That certainly is hit- 
ting the ball, Whiting, and we 
wish you continued success. © 
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Promotion 


Roy E. Lounsbury, of the 
Sales Department, has recently 
been appointed Assistant Man- 
ager of the Fort Wayne Dis- 
tric Peas 


R. HE. LOUNSBURY 


Lounsbury began his career 
with Bowser last May, as Sales 
Correspondent, and in that ca- 
pacity gained some experience 
which will be very valuable to 
him in his present work. | 


We congratulate you, Louns- 
bury, on your appointment, and 
wish you the greatest success in 
your new position. 


Carriger in the Ring 


Dud Carriger is another Bow- 
ser ‘‘Babe Ruth’’ who knocked 
a four-bagger by wiring in an 
order for nearly a hundred Chief 
Sentries. Seems the old 102’s 
are going good this month. We 
congratulate you, Carriger. 
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GAWEHN JOINS ADVERTISING STAFF 


SHE Advertising Man- 
sll ager is greatly pleased 
to announce the ad- 
dition to his depart- 
ment of George R. 


Gawehn, well known artist. 
Gawehn was for twenty-one 
years artist 
for the Gen- 


erale lace ric 
Company, and 
Bowser 
Company are 
proud to se- 
cure an artist 
of the ability 
which he has 
manifested for 
many years. 

Gawehn— 
he pronounces 
it Gwain—has 
his studio in 
the sixth floor 
of the Home 
Office building 
and here he 
will draw all 
of the pictures 
that go into 
Bowser advertising matter— 
catalogues, bulletin books and 
THE BOWSER MAN. ‘The pic- 
ture on this page shows him 
making the pen and ink draw- 
ing from which the cover for 
this issue of TITHE BOWSER MAN 
was made. 


‘That part of his work in 


GEORGE R. 


which the salesmen will perhaps 
be most interested is the re- 
touching of photographs. A 
great majority of the photo- 
graphs of installations of Bow- 
ser equipment must be retouched 
before a cut is made from the 
picture. Oft- 
times an en- 
graving could 
be made from 
the original 
photograph, | 
but it would 
not show. off 
your installa- 
tion to best 
advantage. So 
the artist must 
take his brush 
and touch out 
the grease spots 
on the floor or 
wall, must 
touch up the 
pumps so that 
the finished 
picture shows 
up as it ought 
TOL LOOK eri th 
taking pictures of installations 
the lense of the camera often dis- 
torts the perspective and the 
artist must .make the necessary 
corrections before a cut is made. 


In this connection notice the 
retouched photograph of the 
Sagowitz Paint Oil Installation 
which we ran in last month’s 


GAWEHN 
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Cut made from an unretouched photograph. 


BOWSER MAN to illustrate Mr. 
Cheney’s splendid article. Com- 
pare with this the unretouched 
picture. Notice how the artist 
has cleaned up the floor, re- 
painted the wall, brightened the 
pumps and has made the drip 
pans round instead of oval as 
the camera makes them appear. 


Retouching photographs is a 
long, tedious and expensive job 
and consequently whenever you 
have a photograph taken of any 
of your installations, the Ad- 
vertising Manager would great- 
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ly appreciate your thoughtful- 
ness in arranging the setting so 
that it looks like you want it 
to look. For instance, in pho- 
tographing a paint oil installa- 
tion it is well to roll any empty 
barrels to one side, to carry 
away any empty tin cans, pails 
or anything else you do not 
want shown in the picture. If 
you will bear this thought in 
mind you will save the adver- 
tising department a great deal of 
art work on the photographs 
which they use of the number 
sent in. 
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New Man Doing Good 


Among the orders received 
this month we take pleasure in 
‘mentioning the business secured 


by H. Hinkley of the Milwau- 
kee Office. 


Hinkley is a new man in 
our organization and during his 
first month closed over $2,000 
‘worth of business, upon which 
his district manager comments: 
Slfsthis can be taken<as any 
criterion he is surely going to 
wind up with a nice volume and 


This cut was made from the photograph shown on the opposite page after it 
had been retouched by an artist. 
different job, doesn’t it? 


It looks like an entirely 


give a good account of himself 
during his stay, which we hope 
will be for many years to 
come,’ 


Just the other day we received 
a blanket order from him cover- 
ing twenty-five outfits and on 
this order five 101’s were to be 
shipped immediately. 


This is good work for a new 
man, Hinkley, and we wish you 
to know that the entire organi- 
zation shares in the hopes of 
your fine district manager. 
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HE PROFITS MOST WHO SERVES BEST 


By EDWIN M. May, 
District Manager L. & F. Division, New York City 


<=] N advertisement re- 
| cently appeared in 
the subway cars of 
the Brooklyn Man- 
hattan- Transit Com- 
pany, which read in part as 
follows: 


eva ch wdracys 
12,000 men and 
women work to- 
gether on the B. 
Mia sont iat 
2,500,000 pas- 
sengers may ride 
safely to their 
destinations. 
ith es e.al27000 
employees in- 
clude motor- 
men, conductors, 
trainmen, ticket 
agents, shop men, 
power plant men, 
electricians, sig- 


ss 
St 


4 
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nal men, engi- aR 
neers, office em- 
ployees, car cleaners, porters, 


>? 


etc, 


In this we see a form of co- 
operation which we may classify 
as ‘involuntary co-operation.” 
That is, while each particular 
one of these 12,000 men and 
women is doing a certain co- 
operative work, by far the 
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greater percentage of them are 
only co-operating without hav- 
ing that thought uppermost in 
their minds or, in fact, we doubt 
if they are thinking of it at all. 

Perhaps this article should 
have been entitled 
PAM e dis areas 
Co-operation,” 
which we may 
interpret as that 
form of effort 
leading towards 
the assistance of 
others which is 
not primarily 
caused by persua- 
sion, coercion or 
the thought of 
ultimate self- 
gain. ‘his is the 
kind that counts 
and is what we 
want in our big 
Bowser organiza- 
tion. | 

Do you know, Mr. Tank and 7 
Pump Division Salesman, that 
our Lubrication and Filtration 
Division has a device for eff- 
ciently lubricating paper mill 
machinery? Do you know, Mr. 
Lubrication and Filtration Di- — 
vision Salesman, that our Tank 
and Pump Division has a small 
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oil pump and tank that is in- 
expensive and should be in every 
private as well as public garage? 
Do you know, Mr. Clarifilter 
Salesman, that the Railroad 
Sales Division is in a position 
to furnish a complete oil house 
equipment for the largest rail- 
road systems in the country? 
Do you know, Mr. Railroad 
Salesman, that the Clarifilter 
Division has a system which 
should be in every dry cleaning 
establishment? 


‘There are very few of our 
men who know in general every- 
thing that is in the entire Bow- 
Serueline.) Im casey you,. dear 
reader, are not one of these few, 
did you ever stop to realize that 
it would be to your own indi- 
vidual advantage to learn in a 
more complete way what our 
company has to offer, because 
then you will be in a position 
to co-operate more fully with 
your brother salesman. You 
will probably say ‘“Why should 
I worry about what the other 
salesmen or divisions do; I have 
enough to learn in my own 
line.’ If this is your view- 
point, please read further be- 
cause you will then realize how 
helping the other fellow will 
help you. 


Webster says that co-opera- 
tion is “concurrent effort or 
labor’ or “‘the association of a 
number of persons for their 
common benefit.’’ 


In calling on a. prospect, let 
us “notystop,, if 1t be, say, <an 
industrial plant, when we have 
sold him his gasoline pumping 
equipment and an oil tank, but 
let us also tell him that we have 
a complete line of power plant 
lubricating appliances and that 
we are in a position to furnish 
him paint oil storage equipment 
and gasoline or kerosene hand- 
ling equipment for industrial 
purposes, and so on down the 
line. You might think that 
your time is being wasted, but 
the writer has known any num- 
ber of cases where what might 
seem to be co-operation in the 
smallest degree, such as this, has 
brought in some very nice or- 
ders for men of the other di- 
vision. [he natural reaction to 
this is to awaken, in the sales- 
man who is thus benefited, his 
sense of obligation and you will 
find that he will go out of his 
way to seek business for you. 


To cite a specific case, in one 
of our eastern offices, a Lubrica- 
tion and Filtration Division 
man had been calling on one of 
the engineers of a large engi- 
neering concern. He merely 
spoke to this man in a general 
way and mentioned that besides 
being able to furnish him with 
oil filters, lubricators, etc., we 
had a most complete line of oil 
storage and gasoline handling 
equipment. In less than one 
month this engineer called up 
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the office and wanted to see the 
L. © F. Division man on an 
oil storage proposition. It was, 
of course, immediately turned 
over to the Tank and Pump 
Division, and an order for $600 
worth of equipment, without 
any competition, was the result. 


The aftermath of this was 
that wut caused Mheralankaand 
Pump Division salesman, who 
was benefited, to keep his eye 
open for business which might 
help the Lubrication and. Fil- 
tration Division salesman and 
very shortly he was able to turn 
over a nice oil filtration propo- 
sition to him. “This became a 
$1,000 order. 


The spirit of co-operation is 
also exemplified in one of the 
ethics of Rotary International— 
which reads in part: “To be not 
more obligated to a brother Ro- 
tarian than I am to every other 
man in human society, because 
the genius of Rotary is not in 
its competition but in its co- 
operation.’ “The motto of Ro- 
tary, ‘He profits most who 
serves best,’’ has as its keynote 
“‘co-operation.’’ This motto 
should apply to all of us and 
let us take it seriously to heart. 
If we help one another, we are 
helping ourselves and in help- 
ing ourselves, we profit, perhaps 
financially, perhaps mentally, 
but the profit is there and it can 
be reaped at our will. 
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Do you know intimately all 
of the men in your district of- 
fice, regardless of what division 
they are in? Get acquainted 
with them more thoroughly, 
tell them what your division has 
to offer, ask them about the 
things that they are selling, ab- 
sorb all of the information in 
regard to the entire Bowser line 
and you will find that some day 
it will stand you in good stead. 


Nine times out of ten, when 
a Bowser man makes a call at 
an office, he is asked for infor- 
mation on something that our 
company makes but which is 
not in his particular division. 
Be prepared to give, in a gen- 
eral way, such information, se- 
cure all facts pertaining to the 
proposition and arrange to in- 
troduce your brother salesman 
so that he can close the business. 
You will find this to be an ex- 
cellent investment. It will be 
like bread cast upon the water, 
and will come back to you many 
times over. 


We are all members of one 
large family, working for a 
common end, so let us make the 
most of it, study the line— 
study the complete line, whether 
your contract permits you to sell 
all of it or not—know all of it 
that you can, so that when you 
go forth as a Bowser man, you 
will be prepared to answer al- 
most any question that will be 
asked of you. 
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The writer feels certain that 
if you will follow these sugges- 
tions, you will not only prove 
yourself more valuable to our 
company but to yourself and to 
society in general, by being in a 
position to render service such as 
no One connected with any simi- 
lar organization is in a position 
to do. 


PmurOn swiINOMEs in. 1923 
May closed a larger amount of 
accepted business than any other 
salesman in the entire Bowser 
organization. He sold 271%4% 
more than the second highest 
man and more lubricating sys- 
tems for turbines than any other 
salesman. He has been in the 
business of selling lubricating 
equipment longer than. any 
other man in the business— 
either in our organization or 
others. For the past fifteen 
years he has been selling the 
R-P Line in New York City. 
May is a Purdue University 
graduate, a Rotarian, and with 
Mrs. May and his two little 
girls makes his home in Mount 


Vernon, New York. 


Lounsbury Sells "Em 


Another nice little order was 
brought in this month by Roy 
E. Lounsbury. His sale cov- 
ered two Sentry Visibles and 
five 59’s which he sold at Find- 
lay, Ohio. Congratulations! 


Savercool Enjoys Visit 


E. M. Savercool, our veteran 
Western Manager, has just spent 
a couple very enjoyable weeks in 
Fort Wayne. He did not tell 
us that he had a wonderful time, 
but from newspaper reports we 
take it that he did. 


In order that you western 
salesmen may not think that 
your manager did nothing but 
work and sit in the counsels of 
the wisemen, just take a look 
at these two clippings which 
were taken from the Fort Wayne 
News-Sentinel of March 12. 


Sr Oe eee Uk wes aeamuernd 22H UTS UVT- 
vad, Genevieve Duddleson, Hele: 
IKimrjick, Vera Grosjean, Ruth Kel!:, 
Mary Stanford, Edna Novick ay 
_ the hostess. 


Mr. and Mrs. Robert W. Fowler, : 
of West Washington boulevard, are! 
entertaining Mr. E. C. Savercool, of | 
San Francisco, Cal., formerly of this | 
jcity. 


Miss: Helen Lauer, of South Io- 
fuyette street, will entertain her 


hvidoso _cluh at her home —taniwrraw, 
ere eg and salary expected. BOX «44.-', 
We “.s-Sentinel. 
WANTED 
IMMEDIATELY 


Competent girl for general house- 
work; good wages; family of two. 
Phone Main 6426, 


MRS) RAW FOWLER, 
1320 West Washington. 


VIF A ATMA 


The upper clipping was taken 
from the society section and 
then when in the help wanted 
section we found the advertise- 
ment for a cook we were sure 
that Mr. Savercool was having 
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a good time and evidently being 
well taken care of. 


During his. visit in Fort 
Wayne he was entertained by 
Mr and \Mers; «Robert swe 
Fowler. Many of you perhaps 
know Bob Fowler—he is one of 
Fort Wayne's insurance kings— 
and a \regular (sort of 2a7cuy. 
Whether the appearance of these 
two items were just coincidents 
or not, is open to conjecture— 
but anyway we will venture to 
say. that Mr. Savercool had a 
good time during his stay in 
Wayne. 


Quoting Prices 


Do you quote a customer a 
price the first time he asks you 
what an outfit is worth or do 
you merely consider such an 
inquiry as indicating interest? 
Perhaps you have told the man 
enough about your outfit to 
create some interest, but have 
you told him enough about it 
so that he will not be shocked 
by the price? 

This was forcibly brought 
out to me by a little experience 
I had a few days ago. While 
walking down the street I saw 


what I considered a pretty nice- 


tie and mentally appraised it at 
about $1.00. I went in to buy 
1b eehe clerk tied thon His 
finger and explained that it was 
manufactured from an imported 
fabric. Mentally I increased my 
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appraisal to $1.50; then he 
went on to show that it was a 
non-wrinkling fabric and fur- 
thermore that a scarf pin had no 
effect upon it. “The appraised 
valuation immediately increased 
to $2.00. ‘Then he quoted a 
price of $1.50 and I of course 
immediately told him to wrap 
itup. Very likely had he quoted 
me the price first of $2901 
would not have purchased, but 
instead have decided the price 
was too high. 

How many times have you 
ruined a good prospect by quot- 
ing price too soon! ay have 
stubbed my toe many times and 
I expect everyone has. An in- 
quiry for price on the article is 
indicative of interest, but it is 
usually best to fan that spark 
of interest quite a little before 
quoting price.—Springer’s Sales 


LetterwN on}. 


Hobrock Brings in Nice | 
Order 


Another order that made the 
sales manager feel good this 
month was one which: Carl 
Hobrock brought in covering 
three score Chief Sentries. 

Congratulations, Hobrock! 


She Missed One 
Madge — ‘Charlie proposed 
twice before I accepted him.”’ 
Marjorie—‘‘Didn’t you hear 
him the first time?”’ 
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RING CLOSES BIG ORDER 


NE of the finest pieces 
of work done this 
month was turned in 
by N. A. Ring, vet- 

& eran Bowser sales- 

‘man. Ring’s big order consisted 

lof the following equipment: 


a7 1 O008Gal-shig. 99 pumps 

be O0sGaly big 97 pumps 

| 2—1500 Gal. Fig. 99 pumps 

#.1—1500 Gal. Figure C-110 

pumps 

17865 Gal. Fig. 62 pumps, 

lubricating 

ig4— 65 Gal. Fig. 63 pumps, 
meters and locks 

4-09) Cal Fig. 172s pumps, 
meters and locks 

3—Companion flanges, 

: 326 : 

| 4—Fill boxes, Fig. 158 

| 1—Transfer pump, Fig. 20 

1, 1—Hose connection, Fig. 325 

'@i1—Tlank car connection, Fig. 

SAE 

| 1—15 ft. length 2” hose, 3” 

| couplings 

| 1—2” Fig. 1709 with 2 h.p. 
motor, phase 3, voltage 

| 550, cycle 60 

| 4—Fig. 175 fill boxes 

| 2—Lengths Bowser hose 12” 

| with couplings 12 ft. 

} 1—Tank wagon. 


Fig. 


And to show some of the 
newer salesmen how an old time 
Bowser man works, we men- 


tion that Ring attached to this 
order a check for over eleven 
thousand dollars. 


The above equipment will be 
installed in a_ recently con- 
structed filling station up in 
Maine and several others which 
this customer now has under 
construction. This filling sta- 
tion was designed by C. W. 
Bullard, Bowser architect, and 
in a recent letter to him the 
owner wrote: 


“I wish, by this, to express 
to you my appreciation of your 
endeavors in your work of the 
placing in my hands of the blue 
prints of my Central Filling 
Station. 


“These prints were handed 
me by Mr. Ring. I immedi- 
ately placed them in the hands 
of my contractors. Word came 
back from them that the plans 
were complete and would not 
have to be changed one particle. 
They also reported that they 
were the most complete set of 
plans that had been in their 
hands for some time. 


“In view of this I have placed 
the order for my entire equip- 
ment with Mr. Nathan A. Ring, 
representative of your company. 
This order not only included 
equipment for this one filling 
station, but for all my different 
filling stations outside this one. 
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I wish to thank you for your 
attention given me while I was 
in Fort Wayne, also for your 
work in getting these prints in 
my hands, so I could get right 
to work on this building. 


“T have not yet received plans 
of Hammond St. station and I 


N. A. RING 


would appreciate it very much 
if you would send these to Mr. 
‘Ring at once. 


“Providing if you should ever 
happen to be in Maine, I would 
appreciate it very much if you 
would look me up.”’ 


Bowser Company is very 
proud of securing this fine 
account, and hopes that our 
customer will always receive 
complete satisfaction from our 
equipment. And we also wish 
to heartily congratulate you, 
Ring, on making such a splen- 
did sale and we know you will 
take good care of his needs. 


Don't insinuate the buyer is 
a silly ass by knocking the 
goods he bought from a com- 
petitive house. 
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Darling Wins the “Spring: 


Lid” 


The problem of a new “‘Eas-. 
ter bonnet’ need not worry A. | 
E. Darling, for he has won the 
hat that was awarded as a prize 


ee: 


A. E. DARLING 


for the largest amount of sales | 
made during the two weeks end- | 


ing March Ist. 


We wish to congratulate Dar- | 
ling upon his prize and espe- | 
cially -upon the fine record he | 


made during those two weeks. 


Shifting Responsibility 


A. merchant, unable to sleep, | 
tossed fitfully on his couch. His | 
wife asked why the insomnia. | 
“You should not | 
expect me to sleep when my note | 
to Cohan in the bank comes 
due tomorrow for $5,000 and | 
there’s only $2,000 to meet it.”” | 


“Then | 
- I tell you what I should do, Ike. 


He replied: 


“It is?’’ she replied. 


You should get up and go over 
too Cohan’s house and tell him, 
and then come back and go to 
sleep. Let Cohan stay awake.”’ 


——" ee ett 
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ee YEAR ago this month 
Pro :| 

eM] the Bowser sales or- 
7 gan, which had been 
ia temporarily _sus- 
pended, was again is- 


sued under the new name of 


‘THE BowsER MAN. The pur- 


pose of this publication was to 
disseminate news of the organt- 


zation and to serve as a clearing 


i house for the ideas of the sales- 


‘men and managers. It was to 


‘be the common meeting ground 
for forum for the exchange of 
ideas. 


During the past year many 
articles dealing with various 


sales problems and matters of 
}general interest have been writ- 


ten by our salesmen and man- 


agers and published in THE 


‘BOWSER MAN. 


Volume 24 
‘contains contributed articles by 


ithe following persons: S. F 


‘Bowser, S. B. 


Bechtel, T. D. 
Kingsley, I. L. Walker, La- 
Vergne Blue, G. A. Smith, Tom 


WWarner, J. K. MacDonald, H. 
HC. Storr, C. H. Bromley, A. W. 


morschaeed.© Rourke, F.. K. 


‘Rowley, R. R. Safford, E. B. 


reich, lars’ Rand,. V.. W. 


(Davies, H. E. Dobson, D. W. 
'Kingsley, E. C. Marsh, P. W. 
feawthersF: Lb, iehl, W. Vv. 
randall, Pie: Stoufter, [. C. 
motts, Ho W. Luhmann, C. J. 
‘Worden, L. W. Cheney, Mar- 
| guerite Fleming, E. E. Springer, 


YOUR MAGAZINE 664314 


L. F. Johnson, W. E. Grooms, 
Rabie: Sherlock Gaacie lavies: 
G. S. Bacon and R. W. Maxey. 


And as you reflect on the past 
issues of THE BOWSER MAN 
you will realize what a fine lot 
of stories these people have con- 
tributed. In this, the first num- 
ber of the new volume, we have 
contributions by C. M. Carpen- 
ter, Joe Homsher, Edwin M. 
May, Arthur H. Dorsch and 
Mes.) Gee@rrianDurings tne 
coming year it is the desire of 
the editor to have a large pro- 
portion of the magazine written 
by the salesmen. He feels that 
this is the salesman’s own maga- 
zine, and their ideas and ideals 
should be represented in its 
pages more and more. ‘The suc- 
cess of this magazine and its 
usefulness to the organization is 
measured to a large extent by 
the proportion of its contents 
which is written by those who 
read it. 


Not every man who is a suc- 
cessful salesman is adept at put- 
ting his knowledge down on 
paper, but every salesman who 
is privileged to be called a Bow- 
ser Man can put down his 
methods of selling and his ideas 
in a letter and around these facts 
the editor is always glad to build 
a story, or render the salesman 
any possible assistance in pro- 


Page Thirty-five 


T he 


Bowser 


Man 


ducing an article that expresses 
his thoughts and his personality. 


It is the policy of THE BOW- » 


SER MAN to give publicity and 
credit where credit is due, and 
play no favorites. Oftimes the 
results of a good sale do not re- 
ceive mention in the magazine 
because the sale has not been 
called to the attention of the 
editor. It is impossible for one 
man to know everything that 
happens in an organization of 
400 men. It is always a pleas- 
ure to print accounts of good 
sales and the unusual sales are 
the most interesting and we try 
to confine these short articles to 
sales of interest. If Tom War- 
ner sells a couple Chief Sentries 
we would not write it up—that 


BOWSER IN OTHER LANDS 


This is a picture of a sea~going garage which appeared in the Toronto World 
and was sent in by the Canadian Office. We can’t say just how it operates, but 


say—do you notice that it has a Bowser Square Sentry up at. the front, that 


chimes out ‘‘All is well!’’ 


Loa fe Lar t Yast 


is nothing new or unusual. But 
when N. A. Ring sends in a fill- 
ing station order with $11,000 
attached to the order—well, 
that isn’t done every day. 


In short, TITHE BOWSER MAN | | 
is your Own magazine, written | | 


by and for you, and its columns | 
are open to every Bowser sales- 
man. Your ideas may be worth 
a great deal to your fellow sales-_ 
man. If you have discovered or 
developed a particular method 
which has proven successful in” 
selling Bowser products—why | 
not pass the idea along? It 
may help some other fellow | 
who is not as successful as you 
are. Send in those stories—they + 
will be mighty welcome. 
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The above picture, taken from the London News, shows a Bowser pump 
holding its own in the great flood in Paris of January 6, which was their worst 
flood since 1900 and made 4,500 homeless. “The level of the water was twenty- 


i four feet above normal. 


How to Advertise Gasoline 


and Oil 


# #©That’s the name of the latest 
book issued by the advertising 
| department. This book con- 
tains a great deal of very valu- 
able information for those who 
are in the business of selling 
gasoline and oil. It contains a 
great many ideas on selling and 


advertising these products—it's 
worth real cash to them and a 
careful study of this book will 
possibly give our salesmen some. 
new ideas on this subject. Ad- 
vertising is a subject with which 
very few filling station men are 
acquainted; it is one of the big 
things in their business—Bow- 
ser shows the way. Read the 
book yourself and we are sure 
you will make good use of it. 
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Do You Remember Way Back When--- 


S. F. Bowser, the founder of our bust- 
ness, looked like this. Of course you. 
don’t. This picture was taken of ‘The 
Old Man” when he was a boy sixteen 
years old and ‘THE BOWSER MAN is 
proud to “‘scoop” all other publications 
in printing this photograph. 


EDITOR’S NOTE: This is the first of a ‘‘Way Back When’ 
series of pictures which will be run in your magazine. If you 
have any pictures of ‘‘old timers’’ in our organization—salesmen, 
managers or executives—send them in to THE BOWSER MAN. 
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A True “Part Time’ Salesman 


} 
GUESS ILL LAY OFF 
TODAY GOT IN LATE 
LAST NIGHT ANO 
BESIDES THERES NOTHING 
DOING ON MONDAY. 


RF THURSDAY 


WELL ! GUESS 
IDBETTER START 
TO PERCOLATE. 


Page 


Thirty-nine ' 


1B I co... ve we oa in ace i 
|§| Every man who holds a big |f 
if| job gets there through tuck. 
| All he has to do ts to culti- 
Bl vate a pleasing personality; | 
|§| make himself well liked by 
{ a1 others; SOW. seeds of kindness 
f| and good cheer wherever he — 
Rl goes; perform his work bet- 
181 ter than the © ‘unlucky’ man 

e oes. render the most and — 

best service possible, regard - 


ae less of the salary het 1s getting. 


) S : Luck does the rest. a 
a = —United Shield, a 
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To All Salesmen: 


Spring has opened up now in all 
its glory and we are now tight at the 
door of the peak of the buying sea- 
son in the pump and tank business. 


I urge you to be up and at itt — 
make hay while the sun shines 
— work every day, work early and 
late and get the business while the 
getting ts good. Every Bowser 
salesman should do a whale of a 
business this month. 


T. De KINGSLEY; 
Sales Manager. 


Sos: SS _ ee 


Bu sal in the interest of the Sales Organization of 


[ SrpeoO WSER & COminc. | 7 
FORT WAUNE, ~ ~ ~ INDIANA 
Edited by O. E. HOPFER, Advertising Department 


May, 1924 


Printed on 
Bowser Press 
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A MAN'S STATE OF MIND 


N matters of business a 
man’s mental attitude 
is important. If his 
general trend of 

| thought is optimistic 

jor pessimistic, prudent or ad- 
jventurous, righteous or wicked, 

‘Whe is ruled by it in most of his 

‘Wdecisions. In all these things 

“Wthe emotions are very powerful, 

and the will must be strength- 

ened to resist them when they 

“Jurge unwise or bad conduct. 

4 Many momentous crises in 

‘}business and in life are sudden, 

}in which action must be decided 

‘upon instantaneously. It is 

‘then that the habitual state of 

‘mind counts for good or evil, 

for it will surely control. 

Temptation comes to all men, 

not only to immoral and sin- 

ful acts, but in business, which 

} presents many insidious allure- 

| ments which may lead to finan- 

} cial disaster or unprofitable acts. 

| ‘These thoughts arise from a 

‘} news story of a service of music 

} at the Park Avenue Baptist 


Church, New York, one Sun- 
day. [here was no prayer, no 
scripture reading, no sermon, no 
hymn, no singing. It was in- 
strumental music only — the 
violoncello and the organ alone 
were used in the rendition of 
music by Bach, Saint Saens, Van 
Goens, and other composers. 
What were the reactions of the 
congregation in this ‘‘church of 
Rockefeller’ are not told in the 
news, but music is powerful in 
directing thoughts and emo- 
tions. Perhaps it is wrong to 
say there was no prayer, for 
prayer, the good Dr. Lyman 
Abbott has told us, “‘embraces 
not merely petitions, but all 
communion between the soul 
and God.’’ ‘The mind may be 
prayerful without a_ spoken 
word. It was not even neces- 
sary for the fellow who tacked 
a prayer on the headboard of his 
bed to say, “‘Lord, them’s my 
sentiments,” when he hit the 
hay. His mental attitude was 
all right, and he was weary.— 
Chicago Journal of Commerce. 
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BOOSTING MY HUSBAND'S BUSINESS 


By Mrs..L. C. TANNER, 
Wichita Falls, Texas 


OMETIMES I won- 
der if it is not a good 
thing for a salesman 
to move to a new 

. territory -Onceaniinesa 
while. Mr. Tan- 

ner has been a 
traveling sales- 
man for a num- 
ber of years in 
tib) is: aternitony: 
He firsts sold sa 
general line of 
hardware. Begin- 
ning in wo The 
traveled this same 
territory for four 
years represent- 
ing the Dayton 

Money Weight 
Sicadiesy On mor 
Dayton, Ohio. 
In September, 
91D, hesminwvent 
with Bowser & 
Coy it raw elt nig 
Oklahoma terri- 
tory for only a short time. We 
returned to our old territory 
and were glad to get back. [I 
do not know if our customers 
were glad to to see us or not, 
but as someone has said, ‘Sell 
for Bowser, and you will find 
folk are glad to see you.” We 
believed that and went to work. 
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I have come to know Mr. Van-| 
ner’s customers almost as well] 
as he knows them. ‘I think I} 
have learned them because I} 
sat still and ‘“‘stayed on the 

| job.”’ | 
We have had } 
to change our | 
method of busi- } 
ness in som@ 
ways. Four years | 
ago we could) 
talk quality and] 
the policies of | 
Bowset © Co.,} 
knowing our| 
line, their origin, | 
the method of | 
their manufac- | 
ture, and every | 
detail of: ou mf 
equipment —4 
‘and get orders.”’ 
Now, we must] 
have “‘ideas,’’ and | 
they must be| 
“19 248Tdexs. Stan 


be successful. “The customer is | 


“interested in what the equip- | 


ment will do for his business, | 
not what the pumps are alto- | 
gether. I am not saying that | 
quality and the policies of Bow- | 
ser © Co. are not a good thing. | 
‘They have been the very foun- | 
dation of our company. But | 


The 
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we must sell ideas with our 
jequipment. 
In speaking of the company 


Irs I, we, and our, I mean just 


ess with my office in my home. 
I act as general manager, take 
icharge of the telephone calls and 
jmail orders. The mail order 
department consists of various 
things, including leather valves, 
springs, foot valves, and adver- 
‘tising matter. 

| Not long ago a customer 
\icalled me and wanted Mr. Tan- 
niiner at once. Mr. Tanner was 
out of town and I did not ex- 
i pect him back for some time. 


Beanted Mr. Tanner to order a 
part for his pump. I asked him 
jwhat part it was he needed. He 
jdid not know, then I asked him 
jhow his pump was working. 
i\From what he told me I be- 
lieved it was the leather valve. 
il told him I had one at the 
jhouse that he could have. Later 
ja man in the down-town office 
}of the same company called and 
}wanted Mr. Tanner to order his 
repair. I asked him if he knew 
-|what part was needed but he 
isaid he did not. Then I told 
|him if he would mark on the 
|picture of the pump, that Mr. 
4 Tanner had left him, just 
| where the broken part was and 


send it to Dallas, the company 
would send him his part. The 
next morning the man in charge 
of the pump called, telling me 
how the pump was working. I 
told him I believed it was the 
suction valve and that I would 
order it by telegram. Just as I 
had my telegram ready to send, 
he called back and said the man 
in the office had ordered it. I 
never learned if he ordered it by 
marking it or had found out 
what part was needed, anyway 
the pump was repaired and is 
still in service. 


I have never made any spe- 
cial effort to sell Bowser equip- 
ment outright, but in October, 
1922, while Mr. Tanner was in 
the hospital, I did sell a paint 
oil equipment complete to a 
man. In August, Mr. Tanner 
had called on a paint and paper 
company, which had burned 
out shortly before. At the hos- 
pital Mr. Tanner told me the 
customer was about ready to 
move into his new building. I 
went home from the hospital, 
called the man and made an ap- 
pointment to talk with him. I 
had to wait and wait to see him 
because he was very busy with 
his new building. This wait- 
ing gave me an opportunity to 
find out from his manager what 
they had in the way of paint- 
oil equipment, and about what 
they could buy. I thought I re- 
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membered something about the 
company’s offering a 20.% dis- 
count for a short period of time. 
Before talking to my customer 
I went back to the hospital and 
Mr. Tanner told me there was 
such an offer but that the time 
limit was for just one day 
longer. I did not want to 
make the limited time on dis- 
count a strong talking point, 
but I did show the man where 
the 20.% discount would make 
his first payment, and I further 
told him he could not afford to 
go into his new building with 
his present equipment. He said 
he would call at six o'clock in 
the evening and talk to me 
more about it. I was selling 
him three tanks, but when he 
called he told me to write up the 
order for two. I thought we 
had been notified the discount 
would not be given for an or- 
der for less than three tanks. 
Not finding any such letter on 
file, I had to make a trip to the 
hospital to make sure. I put 
my baby to bed and invited a 
neighbor to stay with him 
while I made a trip to the hos- 
pital. We found that the dis- 
count could be given on less 
than three tanks. The man 
called about 10 p. m: and 
signed the order. This was my 
first and only sale. 


Another instance where I had 
to act for Mr. Tanner was with 


VER EEO BI Sa 


a 


a minor oil company which Mr. | 
Tanner had been working on) 
for weeks. [hey had given the 
order, and of course wanted it 
on the next train. Mr. Tanner: 
was out of town and I received | 
a letter from Dallas stating the) 
company could find no rating) 
on the said oil company and’ 
also stated the order would be 
held up until Mr. Tanner was) 
heard from. Knowing the situ- 
ation as well as Mr. Tanner, [| 
wired Dallas to ship the order, | 
that the credit was O.K. and’ 
signed Mr. Tanner's name. (1) 
nearly always sign telegrams | 
with his name, for perhaps the | 
man in the Dallas office would! 
not risk my judgment on a | 
rating for an order.) The oil) 
company received the shipment | 
in due time and never knew the | 
rating had been discussed. | 


This company now is two) 
separate organizations and both ] 
give us nice business. If that 
order had been delayed, one 
man in the firm would neve 
have given us another order. 
Mr. Tanner had known him | 
for twenty years, but I had | 
known him while we were try@ : 
ing to get that order. ‘ 


As a housewife and silent. 
partner, I take great pleasure in 
co-operating with Bowser % 
Co. and Mr. ‘Tanner's cus- | 
tomers. | 


The 
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THE RESORT BUSINESS 


a 


== 
\ f 


mPVERY year Bowser 

j gets a large number 
of orders which 
might be classified as 
resort business. [hese 
orders come from towns in the 
north and west whose principal 
business is the entertainment of 
tourists who go to these regions 
to escape the heat and to enjoy 


their favorite sports during that 
part of the summer which they 
can devote to recreation. 


The resort keepers up in the 
Rockies are now getting up 


“into the hills’’ again, cleaning 
up the hotels which were closed 
last October. “They are repaint- 
ing, repairing and putting their 
cottages in order, so everything 
will be ready for the tourist 
who comes the latter part of 
May. The snow will soon be 
out of the hills and the ‘‘passes’’ 
will be cleared of snow and ice 


and this is the ideal time for the 
Bowser man to amble up into 
the resort regions and sell some 
Bowser pumps. 


A great many tourists, of 
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course, fill their tanks before 
they get up into the canyons, 
where gasoline gets quite expen- 
sive, but there is nevertheless, a 
large amount of gas and oil sold 
along the way. Filling stations 
are being established along the 
road and even in the villages in 
our National Parks. 


The salesmen in the northern 
resort states should also take ad- 
vantage of this season. Up in 
Minnesota, Wisconsin, Michi- 
gan—and up in Maine the re- 
sort keepers are coming back to 
their summer work. Up in the 
fishing resorts they are getting 
their places in order, patching 
up their boats and building new 
ones, fixing up the bath house 
for the bathers and the various 
jobs’ which precede the vaca- 
tionist. 


All of these little towns will 
begin to blossom out shortly— 
their big business season will 
soon start and now that they 
are making their preparation is 
the time for them to put in 
Bowser pumps. If you can get 
their orders in quickly they can 
have the outfits installed and 
ready for business by the latter 
part of this month, when the 
tourist business begins to pick 
up. 

If you have any summer re- 
sorts in your territory, better get 
up and see them this month! 


Le eewh 2.5 hit 


Saturday Business 
When it comes to working 


six days a week and getting | 
business every day, we will have | 
to take off our hats to the sales- | 


men of the Fort Wayne Dis- 
trict. 


ness. 
Just as an example, on a re- 
cent) =S@ tut diay, tae 


Grooms. 
On the following Saturday 
the line-up stood like this: 


W. E. Grooms and F, J. Fresha 


ley each turned in three orders, | 


B. G. Whitlock, J. M. Augusa 


tin, C. R. Jenness and W. 1a 
Kennedy each sent in two or- 
ders. Then the score board 
showed one order each for Tom 


Potts, P. H. AndersonsJe 


Homsher, W. S. Camden and 


W. M. Hayes. 
A large percentage of the or- 
ders listed above were for Sen- 


try Visible outfits, so you.will | 
agree that the Fort Wayne Dis- | 
trict men are doing nice business | 
on Saturday and are to be con- 


gratulated. 


Most of the men are out | 
Saturday just like any other day | 
and they are getting the busi- | 


record | 
showed the following line-up: | 
H. S. Toney, Bill Sutton andi} 
B. G. Whitlock each turned in | 
three individual orders. Among | 
those who turned in one order 
each were C. R. Jenness, G. ‘Em 
Reminger, M. W. Hayes, D. O. | 
Rice, Hugh Poe and, W.. Ea 


| 


I 
| 
\ 
i 


| 
. 
| 


| 
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A PART TIME SALESMAN 


By Roa W. .KRIDER: 
Chicago Manager 


N the last page of the 
April issue of “THE 
BOWSER MAN iis 
is shown a true “Part 
heme omiora ltels:mia ny, 


This is no joke—it’s a serious 


he was not work- 


| half days a week— 


Matter, as it cost that salesman 
a lot of money. While the 
“Part Time’’ Salesman worked 
energetically he 
wrote a fine busi- 
ness but he only 
worked two and a 
Half days out of 
mix—less than half 
of the week. When 


ing —three and a 


he was doing noth- 

ing whatever productive for 

himself and family, or his com- 

pany, and during that time he 

was not feeling a bit good 

either physically or mentally. 
Suppose that salesman’s com- 


‘missions for the year amounted 


to $3,500.00 (and they would 
be that much for two and a half 
days good business each week) 
just think what his earnings 
would have been had he been on 
the job six full days a week and 
how much better he and his 
family would have felt. 

If you are working for Bow- 


Poy i RIDER 


ser % Company you have con- 
tracted to give your full time to 
your assigned territory. his 
means absolutely that you are in 
business for yourself and your 
profits or commissions are de- 
termined by the thought, time 
and energy which you put into 
your business. 

If you were pro- 
prietor of a grocery 
store, would you 
keep it closed on 
Monday just _ be- 
cause you thought 
you did not feel like 
going down after 
Sunday's rest, and 
would you close it 
up at three o'clock 
Friday afternoon and not open 
Saturday ateallves I should ‘say, 
you would not! You would be 
on the job six full days each 
week, would work on your 
books and advertising schemes 
at night, and be wide awake to 
do everything possible to build 
up your trade. 

Exactly the same thing ap- 
plies to the Bowser game. A 
salesman’s territory can be 
worked up into a permanent, 
well-established business, and 
his commissions or profits will 
be in direct proportion to and 
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in exactly the same ratio as the 
effort and energy which he puts 
forth in his work. Why not 
get full commissions out of 
your time, which you must 
spend in some way? Spend it 
working. Nothing makes for 
success but good, hard, thought- 
ful work, and nothing succeeds 
like success. 


Did you ever notice after a 
fine day’s business (of course 
you have) how good you felt? 
Now that good teeling is “‘suc- 
cess pep.’ Go out with that 
““success pep’ the next day, the 
next, etc., and work with blood 
in your eye for business. Just 
one thing can _ result — good 
business—which means money 
for you. 


‘There, is “another Part 
‘Time’’ Salesman—the one who 
does not get to work until ten 
in the morning, quits at twelve 
and doesn’t get started again 
until two, and then ‘‘knocks 
off’ at four in the afternoon. 
Only four hours’ work, when 
he should have put in eight or 
more. Half-time work will 
bring only half-time pay. 

There often exists an idea 
that the trade and prospects can- 
not be called on early in the 
evening. ‘This is absolutely a 
mistake. In the evening the 
garage man does not have shop 
work to do, nor anything else 
very rushing, so that there could 


taro) een 


be no better time to visit him, } 
and get under his skin. In the 


morning before the busy period |} 
comes is a good time to call on |}, 


stores. 


I know many salesmen who |} 


work early and late; hours do 
not mean anything to them if 
there are prospects to go after; 
and if they have no prospects 
they make them. Last month | 


one of these early-and-late sales- 


men did a _ business totaling | 
$8,300.00, and a good big or- 
der in this total was closed sev- | 
eral hours after dark. Figure 
for yourself if it pays or not. JF) 


I do not mean to insinuate # 


in this article that Bowser sales- 


men are ‘““Part Time’’ Salesmen, 7! 


for that is not so. No Bowser®! 


salesman can be successful and | 


be a ‘Part Time’ Salesman. 9} 
It is up to you, as you are in | 
business for yourself; for—be- |! 
ing a salesman, you are writing | 
your own pay checks. 


Punctured © 


A plump and perspiring mo- 
torist had just come to the | 
service station to have a tire | 
changed. ) 

“Run a nail into your tire?”’ 
said one of the testers. 

“No, I just ran into a fork § 
in the road,’’ replied the motor- |) 
ist. . 


ait } 
| 


{ 


l(tain a city Sales Office in Min- 
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Changes at Minneapolis 
In reorganizing the Minne- 


| apolis district two changes have 
| been made. 


District Office will be abolished, 


The Minneapolis 


RG. CONKLIN 


and R. G. Conklin will take the 
position of Field Superintend- 
| ent. 
)\ will be relieved of all office de- 
\ tail and will be able to spend 


|'more time with his men in the 
I! field. 


Under this plan Conklin 


Bowser will, however, main- 


I. D. BONE 


‘meapolis under the management 


ef 1. D. Bone. 


This City Of- 


fice will have jurisdiction of the 


Twin Cities and several adjoin- 
ing counties. 


The balance of the District 
remains unchanged and under 
the jurisdiction of R. G. Conk- 
lin as Field Superintendent. 
With these changes in effect the 
company is looking forward to 
big things from Conklin and 
Bone. 


Shannon Closes Big Month 


Jim Shannon up at Chicago 
is evidently just getting into 
fighting trim for the spring 
business. 


J. P. SHANNON 


Last month he sold thirteen 
Sentry Visibles, five Remote 
Control Post Sentries, five 
hand-operated Post Sentries, 
nine 1,000-gallon tanks, one 
550-gallon tank and four of the 
new Bowser Recorders. 


Jim is taking hold of the new 
equipment we have just put on 
the market and is to be con- 
gratulated on the amount of 
business he has been closing. 
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BOWSER METERS ACCURATE 


ROM the yearly record 
sheet of an oil com- 
pany on the Pacific 

GS Coast we get the fol- 
== lowing very interest- 

ing figures on the accuracy of 

Bowser Meters. This concern 

has our Square Sentries installed 

in its four stations and here are 
the figures:: 


Ist Station: Total  gallonage 
handled, 107,400. “Tank at 
station filled by direct pipe 
line from storage tank. Dzis- 
crepancy between meter read- 
ings and gallonage charged 
toY STATON: \ e007 anor 
67/100%. 


2nd Station: ‘Total gallonage 
handled, 69,000.  Discrep- 
ancy between meter readings 
and gallonage charged to sta- 


tion: ~.0097*or 9/7/1007. 
3rd Station: Total . gallonage 
handled, 67,000. Discrep- 


ancy between meter readings 
and gallonage charged to sta- 


tion, O06 or by L097: 
4th Station: Total  gallonage 
handled, 24,000.  Discrep- 


ancy between meter readings 
and gallonage charged to sta- 
Hone 0US or 57.10%, 


All Stations: Total gallonage 
handled, 461,000. On the 
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total gallonage handled by the | 


four stations, meters show a }! 


loss of 25/100% or %4: of f 

1%. | 

In testing our meters at the 
factory the Bureau of Standards 
allows us a tolerance of 4% of 
1% either over or under meas- | 
ure. Our test is just twice as) 
exacting as the Government al- | 
lowance for Bowser Meters | 
must not vary more than % of | 
1%. This tolerance is thé | 
maximum allowable and a great . 
many meters go out which | 
measure accurately to with 1/10 |. 
of 1%. However, our maxi-| 


mum tolerance of 4 of 1%, 
amounts to only 1.8 teaspoon- | 


ful over or under measure per |. 
gallon and the above average | 
figure shows that Bowser meters | 
are not only very accurate when | 


they leave our factory but that ); 


they “‘hold up”’ in the field. 


This concern used Visible 
pumps equipped with meters of | 


a popular make in. 1922 and #! 


the yearly record sheet showed | 
a loss of 4%. Soin comparison | 
with other meters and in their 
reliability to measure accurately | 
year after year, we feel mighty | 
proud of our meters. 4] 
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A Saturday Order 


| Again we must congratulate 
,}a salesman for a whale of a lube 
f} order which was sold on a Sat- 
| urday. 


This order was sold by J. M. 


J. M. AUGUSTIN 


63, four 109, three 64, one 
}172, one 101. with thousand- 
igallon tank, barrel track, dash, 
cradle and hoist. 


This splendid order was sold 
to one customer—sold complete 
Hand on a Saturday. We con- 
igratulate you, Augustin, on 
concocting such a happy com- 
bination. 


Where Is Bonnie? 


‘My Bonnie leaned over the gas 
tank 


‘The height of the contents to 
see, 


She lighted a match to assist her, 


Oh, bring back my Bonnie to 
me. 


Celebrates Birthday 


During one week in March 
E, .L. Veirs,. ous. Arizona’ sales- 
man, had a birthday and he de- 
cided to consecrate that week to 
himself. | 


E. L. VEIRS 


And this is the way he cele- 
brated the week with ten indi- 
vidual orders, covering: 


One Chief Sentry 
Six Visible Sentries. 
Three Lubesters 
Three 172 Lube Outfits 
Fourteen 62 Lube Outfits 
Seven 550-gallon Type C 
Tanks. 


Allow us to congratulate 
you, Veirs, and wish you a 
happy return of your birth- 
day—every week. 


Beware 


The young man who drives 
with one arm around his lady 
fair runs two risks: He not 
only may be fined, but he faces 
the danger of life imprisonment. 
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THE SERVICE MAN AND THE 
SALESMAN 


By W. W. GILLETTE, 
Kansas City Service Supervisor 


UMEROUS #articles 
Ms BR) on the subject of 

LN service have appeared 
gan in THE BOWSER 

ee MAN and it would 
seem that this topic had been 
thoroughly discussed, as all of 
these articles were 
well written and 
gave a very com- 
plete summary of 
some particular 
phase of the sub- 
ject. 

For me to at- 
tempt to write an 
article in connec- 
tion with Bowser 
Business and not 
make Service at 
least a part of the 
subject would 
eliminate me from 
the attempt. Now w. WwW 
don't all speak up 
‘at once and cry, “‘Give up the 
attempt, : for 1 won't dot, as 
Miractloptershds> saidmawitce 
and that settles that. 

Having had both sales and 
service experience as well as as- 
sisting in guiding the destinies 
of a district office, 1 have had 
an opportunity to observe all 
sides of the question and to me 


Page Hourteen 


. GILLETTE 


there is one thought that has not ] 
been emphasized to its fullest } 
degree and that is the co-opeta- 
tion of the sales and service de-. 
partments, or let me go a step. 
farther and say, between the 
salesman and the service man. 

I do not believe 


has been derived | 
from our. service, | 
due to the lack of 
proper co-opera- | 
tion between these 
two departments, | 
I do believe that it | 
is the desire of | 
every Bowser man 
to lend a hand, but | 
as I see it, the trou- | 
ble has been that | 
the salesman and 
the service man do | 
not, so.,to say@l 
“speak each other’s language.” | 
‘That is, the salesman is prone | 
to look upon the service man | 
as a “workman” only, and the. 
service man regards the salesman | 
as a ‘‘Highbrow”’ or Holier than | 
Thou” sort of fellow. ) 

The salesman may feel that | 
by asking questions regarding 
the equipment that he is placing 


that the fullest@ 
measure of benefit > 


The 
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himself in a position, with the 
service man, as not knowing his 
business and therefore he stays 
away and makes no attempt to 
establish better relations. “The 
| service man feels that the sales- 
man does not want to be both- 
ered with him and keeps his dis- 
tance and does not try to co- 
operate. In this way much of 
the good that could be accom- 
| plished slips by and the purpose 
of service is defeated. 


_ Happily there are exceptions 
to this and while I will refrain 
from personalities, I will men- 
| tion a few cases to explain my 
| point. 


Personal. contact)iand: co- 
(operation between salesman and 
| service man in Houston, Texas, 

‘in 1920 and 1921, resulted in 
laying the ground work of the 
‘fine business which is still com- 
l:ing from that territory. The 
“same thing applied to Dallas, 
Texas, in 1922 started a busi- 
‘ness which has been increasing 
| ever since. 


At Kansas City I found the 
‘Sales and Service ideals entirely 
divorced and both sides trying 
to collect alimony. We got to- 
gether and doctored up the sore 
spots and then set about to 
show our customers some real 
|) service. ‘The service men have 
often gone with the salesmen to 
look over customer’s condition 
and offer suggestions for in- 


stallations and do odd jobs of 
service and the result has been 
some fine business, especially 
with the oil companies. 


A general get together meet- 
ing held at our Kansas City 
Office of all the service men of 
the oil companies in Kansas City 
and vicinity, in which talks and 
demonstrations on service meth- 
ods were given, helped mate- 
tially in bringing about a co- 
operative spirit. Our salesmen 
who attended this meeting ex- 
pressed themselves as well re- 
paid in the information received 
and the opportunity of meeting 
the men who actually handle 
and operate the equipment of 
the oil companies. 


One more instance of co- 


operation of this kind is the re- 


sult of the efforts of our hust- 
ling service man at Omaha, Ne- 
braska. I had the pleasure of 
receiving the personal congratu- 
lations and thanks of two offi- 
cials of as many different oil 
companies in Omaha on the 
good work of our service depart- 
ment there. Needless to say this 
has resulted in some fine busi- 
ness. Wherever mutual under- 
standing and good feeling has 
been built up between the sales 
and service departments, good 
results have been obtained. 


Understand me when I say 
that I believe that these two de- 
partments are as separate and 


Pwea Kkirpreen 
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distinct as the factory and the 
office, but their motives are iden- 
tical, therefore their co-opera- 
tion should be the same. 


In order. to give better serv- 
ice, our company is establishing 
service points’ in the principal 
cities throughout the country by 
contracting with local concerns 
to handle installation and repair 
work. “These companies or in- 
dividuals are not on our payroll, 
but are under contract to handle 
any work that we may refer to 
them. “They make their charges 
to S. F. Bowser % Company 
where the work is chargeable to 
the company and to the cus- 
tomer where he is to pay. Some 
twenty-five of such stations have 
been established in the Kansas 
City District alone and these 
men have handled hundreds of 
jobs on short notice and at 
minimum cost that would have 
taken days and heavy expense 
to send men from Kansas City 
or some other district office. 


These service contractors are 
at the disposal of the salesmen 
and will handle installations or 
repairs for them, but the sales- 
men must use discretion in the 
use of these men. Simply be- 
cause we have extended our 
service in this manner, does not 
mean ‘‘free service to all.”’ Mr. 
L. F. Johnson covered this very 
thoroughly in an article in the 
March number, Volume 24, of 
‘THE BOWSER MAN, but a few 
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words may not be out of the 
Way. . 

Our guarantee of one year is 
just the same. We will make 
good anything caused by faulty 
workmanship or material, but 
customer should understand 
whether he is or is not to pay 
for service. 


This goes both for salesmen 
and service men, for while the 
company wishes to take care of 
their every obligation, there is 
no more reason for a service man 
to have a faint heart than a 
salesman when it comes to charg- 
ing for repairs. 


I am thoroughly sold on serv- 
ice. I believe that good service 
is one of the finest advertise- 
ments that any company can 
have, and if properly used can 
become one of the salesman’s 
most valuable assets. 


In conclusion, let me say to 
you salesmen: ‘Get better ac- 
quainted with the service men in 
your territory and you will find 
them to be regular fellows.”’ 


To the service men: “The 
salesmen in your district are 
Bowser men, and_ therefore, 
must be gentlemen—co- “Operate 
with them.”’ 


If you fellows will join 
hands in your work, there will | 
be a better understanding and | 
the results will be a Bigger and © 
Better Bowser Business. ! 


(i 
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HOW LONG SHOULD A SALESMAN 
STAY IN ONE TERRITORY? 


HA is a question 
that often comes up 
in the salesman'’s 
mind. Quite often 

? the younger salesman, 

when orders come hard while he 

is just establishing himself in 


E. P. WALKER 


his territory, thinks that the 
territory he has is no good— 


‘that every prospect in his terri- 


tory is all sold up. 


ED. DOLAN 


Dallas points with pride to 
the state of Louisiana, and tells 
us that there hasn't been a 
change made in that state for so 
long they can’t remember when 


it was. All of the salesmen in 
Louisiana are men who have 
stuck and developed the terri- 
tories assigned to them. 


R. W. MAXEY 


At the head of the list of 
ouisiinae salesmennis ae. 
Walker, who has been with 
Bowser thirty years. Ed Dolan 
follows with fifteen years’ serv- 
ice, Mee Woe iMiaxeyuands so foes 
Cline each have been with us 
eleven years, Lee Kuhn has a 
record of eight years and G. C. 
Gray six years. 


J. J. CLINE 


Here we have six good sales- 
men with a combined service 
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record of 81 years, an average of 
13% years’ service per salesman. 
And one of these six salesmen— 
R. W. Maxey, of Shreveport, is 
today high man in sales of the 
entire Dallas territory. 


LEE KUHN 


A salesman’s territory is just 
aboutmike: a farm. a. ttatakeons 
lot of plowing, harrowing, 
drilling and cultivating to raise 
a crop—and sometimes a whole 
year to grow—but the farmer 
knows that with patience, hard 
work and reasonable weather 
conditions he will harvest a 
crop. Some of the finest farm 
lands of the west were nothing 


GCs taRAY 


but a sagebrush waste until a 
few years ago when water was 
applied and those “dry land 
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farmers’’ who stuck on the job 
while irrigation was _ being 
brought in are rich men. 


As we have stated once be- 
fore, W. V. Crandall was for 
years one of the three high men 
in volume of sales while he was 
covering the state of Montana. 
We don’t think that Montana 
was such a rosy territory in 
those days and yet Crandall, 
somehow, sold the stuff. While 
we know that selling pumps 
and tanks is no child’s job, we 
do believe that failure to sell 
them is not so much a matter of 
the territory as a matter of the 
man. 

We take off our hats to our 
good bunch of stickers down in 
Louisiana. 


At Last 


‘““‘My dear,”’ said the old man | 
tenderly, ‘“‘today is our diamond 
wedding and I have a little sur- 
prise for-you!”’ 

“Yes?’’ said the silver-haired 


wife. 
He took her hand in his. 
“You see this engagement 
ring I gave you seventy-six 
years ago?” 


““Yes?”’ said the expectant old | 
lady. | 
“Well, ,I paid the final in- | 
stallment on it today and I am | 
proud to announce that it is | 
now altogether yours!” 


i 
i 


against this 
_ and had the following 
| interesting experience: 


| owner whom he knew, 
| had tried every means 
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VANSVILLE is one 
of the cities where 
the curb pump wars 
Ake me Ot Nor ON In 
which garage owners 


} 


i 


= f3) y 
a DE 
1) os: 


ey 


(47 


cea) 


| are trying to get pumps installed 
) near or at the curb, and find op- 
| position 


in? the **@ity < Code, 
which prohibits such 
outfits. 

Down there, P. H. 
Anderson came up 
problem 


One particular garage 


of getting around the 
ordinances insofar as to get gas 


| outfits installed within a reason- 


able distance of the street. 
The city code stated, he said, 
that no.curb pumps would be 


| tolerated and neither could an 


inside pump be used, with an 
outside swing discharge. By 
chance, Anderson met a mem- 
ber of the board of works, and 
put the idea of installing our 
121’s before him. After. con- 
sideration, the fellow said this 
would pass the city rules, but 
stated that it would have to be 
put before the Board of Public 
W orks. 

Anderson, upon stating the 
proposition to the board and 


putting the outfit’s description: 


P. H. ANDERSON 


SELLING WHEEL TANKS 


before them, was flatly refused. 
Still he insisted that there must 
be some allowance for such in- 
stallations, so was given the 
code to read. It did not take 
him long to find in this code a 
phrase making allowance for 
such outfits as the 121. When 
this was pointed out 
to the board, they were 
naturally surprised, 
since they had been 
unaware of the exist- 
ence of such an allow- 
ance in the code. ‘The 
permission to install 
the wheel tank was of 
course, given, and 
other markets opened 
Up foro eivecrs: 


‘This experience may show 
the way to other salesmen who 
have the “‘anti-curb pump leg- 
islation”’ in cities on their terri- 


tory.,. Avi Zl, may fillethe bill 


Unclassified 


A violinist entered a little 
music “shopteins Londons. is >) 
want an E string, please,’’ he re- 
marked to the man behind the 
counter. 


Producing a box, the latter 
said: ‘“‘Would you mind pick- 
ing one out. for yourself, sir? 
I ‘ardly know the ’es from the 
Sheshow we 
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Kingsley Becomes Detroit 
Manager 

D. W. Kingsley, formerly 
assistant manager of S. F. Bow- 
ser 6 Co., of Texas, has been 
appointed City Manager at De- 
troit and will have charge of 
negotiations with those classes 
of industry included under the 
Store, Automotive, and Factory 
Divisions. 


D. W. KINGSLEY 


Kingsley assumes his new 
duties well fortified with expert- 
ence in various departments of 
the Bowser organization. Join- 
ing with us in 1917 he began 
his career in the Service Depart- 
ment, later taking an assignment 
in the Order Department. His 
service was interrupted in the 
World War, but after being dis- 
charged from the navy in 1919 
he returned to the Order De- 
partment, which position he 
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held until he was sent to the : 
Dallas office. 


As assistant manager at Dal- | 
las all phases of branch office | 
work came under his supervision } 
and we know that he will more } 
than make good in the newly | 
created City Office at Detroit. 


We congratulate you, Kings- 
ley, and wish you great success 
in your new job. 


More Teapot Dome Stuff! 


The newly appointed negro 
pastor arose to deliver his ser- 
mon on the burning question, 
“Is there a Hell?”’ 

“Bredern,”’ he said, “de Lord 
made de worl’ round for de 
worl’ to go ‘round on and He 
put one axle at de norf pole and 
one axle at de souf pole. And 
de Lord put a lot of oil and 
grease in de center ob de worl’ 
so’s to keep dem axles well 
greased and oiled. 

An’ den a lot of sinners digs 
wells and. steals de. Lord’s oil 
and grease. 

An’ some day all' ob deq@ 
Lord’s oil and grease ’Il be gone | 
and dem axles is gonna git real 
hot an’ den dat will be hell, 
bredern, dat will be hell!” 


“It’s been a trying day,” said } 
the judge, as he locked up the _ | 
courtroom for the night. | 


—Widow. 
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THE SALESMAN VERSUS THE 
SOLICITOR 


By WARREN R. VOORHIS 


A solicitor is a person who 
asks other people to buy goods. 


A salesman is one who sells 
goods. 


Solicitors are as the sands of 
the sea for numbers, and land- 
lords put up signs against their 
intrusion. 


| But they who have articles 
for sale will scour the seven seas 
“on the bare chance of finding a 
salesman. 


For the visit of a solicitor is 
sore affliction. 


But a salesman is as welcome 
-as a breath of spring at the end 
-of a hard winter. 


When a solicitor calls upon 
me with an article which I do 
not want, a wave of the hand. 
or, at the very worst, the jog of 
an elbow will dispose of the 
matter. 


When a solicitor calls upon 
me with an article which I have 
sometimes thought I wanted, 
_the encounter takes more time. 
but, by bringing up reserves, I 
usually rout him. 


But on the day when I am 
lucky enough to receive a sales- 


man all my defenses crumble 
even before we have finished our 
consideration of the weather; i 
am as clay in the hand of the 
potter, yea, even as green grass 
before the sickle. 


I can remember every sales- 
man who ever operated on me, 
but I have forgotten what it 
was he sold me. 


So I conclude that in sales- 
manship the salesman is a fac- 
tOn, 


I imagine that a salesman first 
sells himself and then his goods. 


But there is: one thing I do 
know for certain and here bear 
testimony: 


A salesman really does know 
all he can find out about his 
subject, whether it is brooms or 
bonds. 


In my earlier years, hoping to 
confound the salesman, I have 
at times asked questions. I 
thought more highly of myself 
than I should, for a salesman 
merely uses a question as a text 
for a new and stronger argu- 
ment. A salesman welcomes an 
interruption. 


Page Twenty-one 


The 


Bowser Man 


SELLING THE SQUARE SENTRY 


By ROBERT J. GOODMAN, . 
Detroit 


WHE Square Sentry is 

“well named. It 
stands four-square 
with the world, in- 
ASMUCH) as, Atti SwisG 
complete that there isn’t any- 
thing that can be added for good 
Gasoline Service. So we assume 
if there isn’t anything that can 
be added, there is 
nothing else to buy. 


Its Beauty of De- 
sign is distinctive; 
and its illumination 
at night rather en- 
hances this beauty. 
You will go a long 
way to find a pump 
with a more pleasing 
invitation to the au- 
toist. Its appearance 
is, therefore, an im- 
portant feature, and 
one which ought to carry a great 
Pride of Ownership. : 


Its Extraordinary Perform- 
ance should be carefully ana- 
lyzed with the prospect. Con- 
trol the interview until every 
feature has been discussed, and 
by gaining admissions, know 
that they have been thoroughly 
understood. 


Hose: The manner in which 
it is hung on the discharge arm 
gives the operator the greatest 
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radius possible with ten feet of | 
hose. Get out on the end of | 
the nozzle, and carry it north, 
south, east and west, and you 
will be convinced of the im- 
portance of emphasizing the ad- 
vantages of this. 

Double Dial: Filling stations 
have - both- “In” “and “Out#| 
Ways. Does theq| 
driver always keep to | 
the right? No. He 
takes. the vacant#l 
drive, be it left orm 
right; and we give 
him a correct indica- 
tion of the sale, no 
matter on which side 
he drives. 


Cog Rack: ‘They 


are double to ‘dis- 
tribute the weight 
and wear, sand: the 


plunger rod is held rigid, pre- 
venting that side thrust com- | 
mon to single cog racks. “hey 
are of cold rolled steel where 
flaws are impossible; and being 
machine cut they fit their gears 
like water in a glass. All this | 
means smooth and uniform op- | 
eration and, of course, long life. 


Filter: “This feature is prob- 
ably overlooked more than any ° 
other in the presentation of the 
Square Sentry. If the prospect 


understands that it is merely a 


screening device to remove dirt, 
he is not impressed. But, 
shown an actual demonstration 
with colored water, such as ap- 
pears on the back of our Figure 
101 bulletin, it will then be 
thoroughly understood by him, 
and he will appreciate the value 


_ of clean dry fuel for his trade. 


The Sight Glass and Bells: 


‘These two features are so closely 
related that they can both be 


used in the greatest sales argu- 


ment in favor of the Square 
Sentry, and that is PROTEC- 
SION “Not. only “for «the 
owner, but for everyone con- 
cerned in the transaction. The 
level of the gasoline in the sight 
glass assures the customer that 
the measure is full before pump- 
ing begins, and the bells give 
audible proof that the operator 
has come the full distance of the 
plunger. In other words, the 
sight glass keeps the pump hon- 
est, and the bells keep the op- 
erator honest. “Take away the 


| sight glass and the bells would 


be almost useless, for what bene- 

fit do we find in an honest man 

operating a possibly dishonest 

pump, or vica versa. So here 

we have Protection against: 
Loss of trade through in- 
accuracy in measurement; 
fines by sealers of weights 
and measures; mistakes and 
possible dishonesty; 


and assures the proprietor that 
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he will get every cent, for every 
gallon sold. And with the aid 
ofsthemeter: he ‘can*shave, a 
proper accounting of the daily 
receipts. 


And if the prospect likes visi- 
bility; here it is in a practical 
sense, and without sacrificing 
quick service, which is the great- 
est cry in filling stations today. 


All the things that the Square 
Sentry accomplishes are abso- 
lutely necessary in filling station 
service. And if your prospect 
realizes that these things are 
necessary, and understands how 
the Square Sentry takes care of 
them for him, he will be com- 
pletely sold, and will appreciate 
and speak well of it after it 1s 
installed. 

It is complete, and when we 
consider it we are mindful of 
the farmer who came to town 
to buy a fence. A cheap fence 
was ‘‘sheep-low’’ and just that. 
One which was ‘“‘horse-high”’ 
cost more, of course, but upon 
proper reasoning by the mer- 
chant, he bought one which was 
sheep-low, horse-high and bull- 
strong, and he now has a fence 
which gives him protection for 
all purposes. . Now wasn't this 
the proper thing to do? 


Chalmers said: ‘The world 
always steps aside for the man 
who knows where he is going; 
that is why people get out of 
the way of fire engines.”’ 
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GOING THROUGH AND UNDER 


Where is . an ‘proverb that 
says, “If you can’t go over or 
under—go through,” and this 
idea has to be adopted in the 
filling station business, 


There are many fine business 
corners in the downtown sec- 
tions’ of cities which would 
make wonderful locations for a 
filling station. But often the 


Service Man, sent in a picture 
and a lay-out showing how the 
Holcombe company in Houston 
solved the problem of cutting 
away the corner of a building 
for a fillinfi station. 

The Holcombe station, like 
most others in MHouston, is 
Bowser equipped. It is 
equipped with two electric Sen- 


interested person finds a build- 
ing already erected on the cov- 
eted corner, and this often pre- 
sents a problem. | 


Clay Milligan, our Houston 
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try Visibles with 550-gallon 


tanks connected with two curb 
fill lines and two Figure 174 fill 
boxes on the island above the 


tanks. [he Holcombe people 
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maintain an up to the minute 
garage service on the second 
floor of this building. 

Then up in Bloomington, 
Illinois, there is another type of 
station situated on the hard 


OFFICE 


LS IN/ITOY VO 


road to St. Louis. While we 
do not have all of the details on 
this station, it looks like a re- 
modeled schoolhouse, where it 
was necessary to cut away part 
of the building, to thus form a 


FAIS CAB/INE T 


SIDE WALA 


De AAV La 
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canopy. This station was 
opened up last month with two 


Obeying Orders 


A colonel who had been pro- 
moted to general gave a banquet 
to his regiment. 


Addressing himself to the 
soldiers, he said: ‘‘Fall upon 
the food without pity — treat 
it as if it were the enemy.”’ 


At the end of the banquet he 
observed a sergeant hiding two 
bottles of wine. 


PIN DAL orAre 
asked the colonel. 


you doing?’ 


“Obeying orders, sir. In 
war, when you don’t kill the 
enemy you take them prisoner.”’ 
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Sentry Visibles, which were 
sold by DY Oe Rite: 


Discovered 


Two small boys were among 
a party taken out for a day into 
the country, for the first times 
in their lives. 

After eating their sandwiches 
they wandered into a large field, 
and one, strolling into the cor- 
ner, discovered to his surprise 
three or four empty condensed 
milk tins. 

“Oh-oh, Billy,” hevceedste 
his pal, ““come here quick, I’ve 
found a cow's nest!”’ 


And we da’sent even eat 
sardines in oil. Dern thé feller 
who lifted that teapot lid. 
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NEW ADDITIONS TO THE LINE 


NN the rapid expansion 
M of the Bowser line of 
3 | products, there have 
been added in the last 
month five new out- 
fits that were designed to fill 
urgent needs in the oil and gas 
business. 


= The first new outfit is the 
Bowser Figure 65. It consists 


Figure 65 


of a two-compartment wheel 
tank on which are mounted two 
up-stroke, piston-type measur- 
ing pumps. Each pump is of 
quart capacity, but pint and 
half-pint can be measured by 
setting the positive mechanical 
quantity stops. Steel rack and 


driving pinion, with teeth ma- 
chine cut, assures easy operation 
and long life. A swing drip 
tube is furnished to prevent oil 
from dripping on the outfit and 
is controlled by spring tension. 
The discharge opening in the 


7a 


Figure 68 


nozzle is small enough to ac- 
commodate small-mouthed con- 
tainers. The crank handle. is 
designed to fit the hand and is 
of proper length to give ample 
leverage for easy operation. 
‘The measuring cylinder is con- 
structed of seamless brass tub- 
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ing; each pump is furnished 

with a padlock and two keys. 
The tank, each compartment 

of twenty-five gallons capacity, 


Figure C-7 


is constructed of 14-gauge black 
iron, spot welded, seams and 
joints caulked. The tops of 
Figure 65 tanks are of blue an- 
nealed steel. When fill opening 
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covers are raised, a metal gauge 
stick is exposed, which shows 
contents of tanks. Standard 
equipment includes two 16-inch 
iron wheels-and one roller bear- 
ing, caster guide wheel. Fin- 
ished in green enamel. May be 


Figure 69 


equipped with 10,000-gallon 
meter at slight extra cost. 


Figure 68 is a combination of 
Figure 65 pump and a tank 
similar to the old figure 59. 
This outfit represents a much 
better piece of equipment than 
the old figure 59. The new 
tank will be a better quality 
tank than the old 59 which 
was designed to meet a certain 
demand for a cheaper outfit. 
With this new addition to the 
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line figure 59 will be withdrawn 
from the line and we feel that 
the new 68 will more than re- 
place figure 59. 


The new Figure 69 is also a 
combination of the Figure 65 
pump and Figure 62 tank, de- 
signed for those who want a 
square tank with a quart stroke 
pump. This new outfit will 
replace the Figure 62 outfit, 
which will be withdrawn from 
the line just as soon_as the pres- 
ent warehouse stock is disposed 
of. 


And now we come to the 
long-promised hand-operated 
visible gasoline pump, which in 
the five-gallon size will be 
known as C-7 and in the ten- 
Paltonssas C-//.*- This outfit 
will be a mighty welcome addi- 
ition to the Bowser line. For 
months our salesmen have been 
asking us to build a hand-op- 
erated visible pump. 


» The Bowser. Figure’ C-7, 
“Post Sentry,’ is designed 
especially for those who want a 
hand-operated, visible type of 
pump. ‘Ihe measurement, five 
gallons or intremediate quan- 
tities, is controlled by positive 
mechanical sealed quantity stops, 
the actual measuring all done in 
a glass cylinder under observa- 
tion of the purchaser and op- 
erator. he pumping unit is of 
_ the oscillating, force type dou- 


ble-acting, double-displacement. 
It is operated by a lever in a back 
and forth motion. The glass 
cylinder encloses a sliding tube 
which, according to its elevation 
in the cylinder, permits the dis- 


Figure C-157 


charge of varying quantities of 
gasoline. This tube is con- 
trolled by engaging the sliding 
tube mechanism with a positive 
quantity stop, which in turn is 
set, aS a separate operation, be- 
fore the sliding tube is lowered 
to the desired point. A hinged 
door, when closed, locks this 


operating mechanism, thus pre- 


venting operation of the pump; 
closing the door also operates a 
valve and any gasoline in the 
cylinder is drained back into the 
tank. Hair-line pointers inside 
the glass cylinders indicate to 
the customer the exact demar- 
cations in the cylinder. The 
hose nozzle, when not in use, is 
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inserted in the housing on right. 


hand side of the pump. It is 
held there by a hook and is thus 
protected from dirt, as well as 
weather. Eight feet of special 
Bowser hose is furnished stand- 
ard. Pump is also wired, ready 
for electric bulbs; topped with 
an electric display globe with 
metal frame and face. Finished 
in red enamel. Can be equipped, 
at extra cost, with recorder. 

The Bowser Recorder fills a 
long felt need for a meter for 
Visible pumps. It records all 
of the hquid which flows from 
the glass cylinder to tank of the 
automobile, and the Recorder is 
accurate to within % of 1%. 
This meter can be attached to 
any Bowser Visible equipment. 

With these new additions to 
the line, the Bowser salesman 
has still the largest, and most 
complete line of gasoline and 
oil handling equipment on the 
market of the world. 


A Real Success 


“Was your son’s college edu- 
cation a success?”’ 

OP eshouldi saycso! st lhe 
money that I spent in sending 
him to college was the best in- 
vestment that I ever made. 
Why, he’s going to marry the 
daughter of a New York mil- 
lionaire that he met at a prom!”’ 

—T ger. 
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Phillips Going Strong 
N. A. Phillips, of Bluefield, 


Virginia, about whom we told 
you in last month’s magazine, 
is still going strong and in fact 
seems to be gathering momen- 
tum as he goes. 


On one day recently, he went 
out and knocked out six indi- 
vidual orders, which totaled 
nearly two thousand dollars. 


Fine work, Phillips, more 
power to you! 
No Difference 
Binks: |,“ Chave ase 


What kind have you?”’ 

Jinks? = Ay Cadnlags 

Binks: )) Vhat ssa seogumear, 
to0,4bee 


Growing Fondness 
Mother: ‘‘Mary, aren’t you || 
getting too big to play with the | 
boys?” | 
Mary: “‘No, mother. The 
bigger I get the better I like 
em. 


—Juggler. 


His Last Message 


“Any message you wish to 
leave?’’ said Fred Elkins at the 
scene of the accident. 

“You bet!’’ gasped the expir- 
ing motorist. ‘‘Tell the world | 
I got 62 out of the ol’ boat be- } 
fore she turned turtle.” 


countenance, 
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WHOSE PICTURE IS THIS? 


FOU are, of course, 
3] aware that every 
Bowser salesman is 
supposed to turn in to 

. the company a pic- 
ture of his physiognomy to be 
used for the vari- 
Ous advertising 
purposes in which 
pictures of our 
Pavpesimen. are 
needed. 


Among the re- 
cent pictures 
which have been 
sent in is this one, 
and we are in 
hard luck because 
the owner of this 
face didn’t sign 
his name on the 
back of the pic- 
ture. 


We. “can not 
find a name or a 
number to give 


this picture and WANTED: 
im rany.) of you 
know who this belongs to, 


please send him two bits and 
ask him to let a tonsorial artist 
amputate all of the remote ex- 
tremities of the capillary pro- 
jections on the surface of his 
and come out of 
the woods. The longer THE 
BOWSER MAN looks at this pic- 


ture the more he wonders if he 
ought not agree with Darwin. 
The salesman who sent in 
this picture must have had it 
taken about the time Caesar was 
moving his army up into Gaul. 
But to: come 
down to modern 
times, an exami- 
nationanotr out 
photograph files 
shows that we 
have a lot more 
of these antiques. 


We know that 
a lot of you men 
do not like the 
picture which the 
company has of 
you; and: 1f you 
don’t think that 
you ever looked 
like the picture 
we are now using 
of you, just send 
in a later one. 

We imagine 
that Hessenmul- 
ler thought that Columbus 
would have kicked an Indian for 
printing a photograph that 
looked like the one that appeared 
in the Christmas number. At 
least he wrote —THE BOWSER 
MAN a letter that certainly was 
a stemwinder. In this letter he 
said: ‘In looking over the 
Christmas number of THE 


A NAME 
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BOWSER MAN I notice you still 
have the photograph of me that 
was taken during King Tut's 
reign. After opening the grave 
they found that the mustache 
had withered off, and now that 
we do not drink coffee out of 
our saucers any more I| have dis- 
carded this ornament. ‘There- 
fore, I wish to notify you to 
destroy this photograph at 
once.” 


If there be other salesmen 
who think that running the pic- 
ture we.have of them is a gross 
indignity, will they not please 
help to keep our photograph 
fle up. to date. If your wife 
insists that you're better looking 
than the picture we are using, 
just slip down to a regular 


photographer and have him 
make a new picture. Snap- 
shots will not fill the bill. For 


best results in making cuts the 
picture should be finished in 
black and white instead of sepia, 
for the black and white gives 
much more contrast than the 
brown. Cuts made from brown 
photographs are usually very 
dark. 

But to come back to the sub- 
ject we started to write about. 
Can anyone tell us who this un- 
shaven salesman is, or will we 
have to do like the Chicago 
Tribune and offer money for a 
name. Now don’t all speak up 
at once and call him The Miss- 
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ing Link—(William Jennings 


Bryan has already submitted 
that name)—we want to know 
the real perpetrator of this 
fraud. . 


Fast Traveler 

We like a story that was very 
popular with the army in 
France. 

It is the tale of a negro who 
was beating it for the back 
acres as fast as he could go, 
when he was stopped by a white 
officer. 

“Don’t delay me, suh,’’ said 
the negro. ‘“‘I’s gotta be on my 
way.” 

“Boy,.” repliedp the 
“do you know who I am? 
a general.”’ 

“Go on, white man, 
ain’t no general.” 

“IT certainly am,’ insisted the 
officer angrily. : 

“Lordy!; exclarmeédmthe 
negro, taking a second look. 
"You sure’ is! Ts mustagepeen 
travélin’ some, ‘cause I didn't 
think I’d got back that far yit.”’ 


officer, 
I'm 


you 


Perhaps 

He (to fair stranger): ‘‘Par- 
don me, miss, but do you speak 
Swiss?” 

She: “No, indeed. Why?” 

He: “Neither do weeeeizers 
get acquainted—that’s one thing 
we already have in common!”’ 


—Punch Bowl. 


The 


Bowser 


Man 


DE-BUNKING PUMP AND TANK 
ADVERTISING 


By R. -L. HEATON, 
Advertising Manager 


WHE word “‘advertis- 
as || ing’ means about as 
many different things 
as there are different 
people who attempt 
to define it. There are many 
things which we call advertise- 
ments which, when all is said 
and done, don't do 
a very good job of 
advertising. Todo 
a good job of ad- 
vertising you must 
not only say the 
right sort of things 
but you must say 
them in the right 
Biace,s ladies 
Home Journal is 
mo bably the 
wrong medium in 


which to  adver- 
tise horseshoe 
nails. 


The Saturday 
Evening Post is 
probably one of the best adver- 
tising mediums in the world— 
for some things. We believe it 
is the wrong place in which to 
advertise gasoline pumps. Evi- 
dently, other people feel differ- 
ently about it, but here are our 
_ reasons—yjudge for yourself: 
First, the public does not buy 


R. L. HEATON 


gasoline pumps any more than 
the public buys scales or adding 
machines. ‘The retailer of gaso- 
line buys pumps; the motoring 
public buys gasoline. It has 
been made convenient for mo- 
torists to buy their gasoline 
through self-measuring pumps 
just as you buy 
sugar and cabbage 
by weight com- 
puted on a modern 
set of scales. 

Yes, the public 
buys gasoline, but 
in an ever-increas- 
ing degree the pub- 
lic does not buy 
just gasoline, but 
Father b. Caxare-C 
gasoline, or Gulf 
O4:S-O' I Dimes Ore 
Smith's gasoline. 
Thousands upon 

~ thousands of dol- 
lars are being spent 
by oil companies to popularize 
their own brands of gasoline. 
I have been sold on some par- 
ticular brand of gasoline and 
you have been sold on perhaps 
some other brand, and so it 
goes. Other things being equal, 
we like that brand and buy it. 
Now, suppose _ Bowser, 
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This graph was compiled from information given on a questionnaire sent to 
over three hundred Bowser salesmen asking the reasons why motorists. 
patronize certain filling stations. 


through an extensive advertis- 
ing campaign in some of the 
general magazines, could induce 
the motoring public—yjust sup- 
pose Bowser could —to buy 
only from Bowser pumps. It 
would mean that every dollar 
which the oil companies are 
spending to push their own 
brands and trade marks would 
be spent in vain, because, on 
this assumption, people would 
not care what kind of gasoline 
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they put into their automobile 
tanks if only that gasoline came 
through a Bowser pump. 
Would these oil companies 
stand aside quietly and smile 
with favor upon Bowser as they 
observed Bowser taking away 
from them that most precious 
thing which they have in their 
businéss—the good will which 
attaches to their name, trade 
mark, or brand. 

The principal interest of 


ihe Bowser Man 


This shows a representative number of inquiries received in one mail in response 
to Bowser advertising. 


Bowser % Company is the in- 
terest of its customers, and if its 
customers or any considerable 
part of that vast army which 
-make up Bowser customers are 
damaged, we believe that, in the 
final analysis, Bowser will be 
damaged. We believe that the 
expenditure of $100,000.00 or 
$200,000.00 a year on Bow- 
ser's part in an effort to induce 
the public to seek Bowser 
pumps would eventually work 
untold damage to our good 
friends, the oil companies. At 
One time we carried some adver- 


tising in the Saturday Evening 
Post, but when we were con- 
vinced that it was a wrong 
thing for us to do, we promptly 
discontinued it. It is one of 
those things which is not appar- 
ent at first sight, but as soon as 
it does become known to the oil 
companies themselves, and as 
SO Oiige ase the wetundamental 
economic weakness of such ad- 
vertising becomes a little better 
understood, it must certainly 
either be stopped, or, if con- 
tinued, prove to be a disastrous 
boomerang. 
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One way of keeping record of the number of inquiries from advertisements and 


pieces of-advertising literature we send out. 


By this method we can 


determine the pulling power of every advertisement and every 
piece of literature and know what part of the country 
is producing the most inquiries. 


‘The public mind must be left 
unconfused. If it is funda- 
mentally right for motorists to 
buy trade name fuel, then it is 
fundamentally wrong for mo- 
torists to buy invariably from 
any given kind of pump with- 
out consideration to the brand 
or quality of fuel handled in 
that pump. 


Thus, when analyzed, adver- 
tising in general magazines, 
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though a pretty thing to look | 


abana. ea 
around which clever -salesmen 
may work fictitious arguments, 
is striking at the very life roots 
of one of the businesses which 
support the pump and tank in- 
dustry. 


But this is only one reason 
why Bowser 
pump and tank advertising in 
the general magazines. 


wonderful point 


does not carry | 


This | 
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reason which has been given is 
a reason of principle and is suf- 
ficient in and of itself to induce 
Bowser to withhold the ex- 
penditure of money in such a 
field against the best interests of 
friends. The other major rea- 
son is quite as important and is 
just as effective. It is the reason 
of experience. 


Probably not one in a hun- 
dred motorists gives serious 
thought to the name which is 
printed on the pumping equip- 
ment installed in the filling sta- 
tion before he drives into the 
station to buy gasoline. Mark 
well the words used in this sen- 
‘tence. Ihe name on the pump 
‘does not pull the average motor- 
ist into the station the first time. 
That does not mean that the 
beauty and the dignity, the 
grandeur and attractiveness of a 
pump does not count a very 
great deal with the public.. 
That does not mean that speed 
of operation, accuracy of meas- 
urement and confidence-bulid- 
ing qualities do not wield a vast 
influence with the gasoline buy- 
ing public. That does not 
mean that there are not thou- 
sands of motorists who know 
Bowser favorably. These 
things hold trade. They may 
even build trade. But, so far as 
the public is concerned, the 
names which appear on the 
equipment are helpful or not, 


according to the powers of ob- 
servation of the average motor- 
ist—and these powers are not 
highly developed, generally 
speaking. 

Examine your own experi- 
ence. As you drive along the 
street, can your wife, your son, 
or your brother, (familiar as 
they are with Bowser equip- 
ment from association with you 
and the company’s literature ) — 
can they invariably, at a dis- 
tance of 100 feet, point to an 
installation in a drive-in station 
or along the curb, and say with 
certainty and with accuracy— 
‘There is a Bowser pump,”’ or, 
“That is not a Bowser pump.” 
It requires a skilled eye to know 
pumps by name at a distance. 
The public eye is a long, long 
way from being skilled. 

A questionnaire sent out re- 
cently to all Bowser salesmen 
gives some startling informa- 
tion. Notwithstanding it was 
a foregone conclusion that for 
one reason and another Bowser 
salesmen would be inclined to 
feel that Bowser pumps were a 
considerable factor in drawing 
trade to a filling station, it is a 
fact, as evidenced by a compila- 
tion of the figures submitted by 
salesmen in answer to this ques- 
tionnaire, that only 7% of the 
motorists of the United States 
are influenced by the name on 
the pumping equipment. 
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Ninety-three per cent of motor-: 


ists, according to even Bowser 
salesmen’s estimation, buy their 
gasoline for reasons other than 
the name on gasoline pumps! 


It is a beautiful fiction which 
some of us have labored under 
in the past and which other 
manufacturers are laboring un- 
der now. It is a marvelous 
fairy tale; it tickles the vanity 
of the manufacturer to say that 
his pumps act like magnets, 
whereas all other pumps are 
but lifeless steel. The illusion 
is sO intoxicating that it has in- 
duced hard-headed business men 


in this industry to spend hun- 


dreds of thousands of dollars to 
see their names in general print 
under the belief that it is doing 
them some benefit. Let us be 


frank; let us disillusion our- 
selves. Motorists do not, as a 
general practice, roll quietly 


along the streets of the village, 
stopping at this filling station 
and at that, getting out of the 
car and stepping closer to the 
pumps to read the names before 
they make the momentous de- 
cision to back up and drive in 
for the purchase of five gallons 
of gasoline. ? 

No. ‘They see the words 
“Standard Oil Company’ and 
if they like Standard Oil gas 
they'll drive in. If they haven’t 
been sold on Standard Oil gas, 
they won't drive in, except in 
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emergency. In St. Louis re- 
cently at an oil men’s conven- 
tion, there were over twenty 
makes of gasoline pumps on ex- 
hibit. If you should line them 
up, all in a row, and pick the 
first hundred motorists that 
came along, how many could 
tell you accurately, the name of 
a single pump? There is 2 
pump in the west which carries 
the name “‘Boyle’’; there is a 
pump in the east which carries 
the name ‘‘Fry’’; most of them 
have poached in one way or an- 
other upon Bowser; and to the 
average individual the whole 
business is a scrambled mess. 


Gasoline pump buyers can’t 
be fooled on these points in- 
definitely. Let’s get down to 
brass tacks in our advertising 
and in our sales work; let’s de- 
bunk our arguments; let’s talk 
straight from the _ shoulder. 
There are dozens of good rea- 


sons why a gasoline pump | 
buyer should buy Bowser | 
pumps. But, advertisements in 


general magazines are not one 
of those reasons. Let those 
who think they need it, sup- | 
port their cause with fairy tales | 
and bunk. Certainly, Bowser 
doesn't need it. 


_ Editor’s Note: What some of these 
constructive reasons are which should 


induce any buyer of gasoline pumps to ‘| 


buy Bowser equipment will be covered 
in an article next month, by our sales 
manager, IT. D. Kingsley. 
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THE PANORAMA OF PETROLEUM 
GEOLOGICAL INFLUENCE 


Reprinted by Special Permission from ‘‘Fuel Oil’ 


SBN the last article it was 

stated that only the 
sedimentary rocks 
carried petroleum. 
Therefore the study 
of geology as applied to the pro- 
duction of petroleum is largely 
confined to the sedimentary 
rocks. [he igneous and meta- 
morphic formations are consid- 
ered only to be used in the 
search for oil bearing strata. 
From this word ‘‘strata’’ comes 
the term applied to the study of 
rocks to determine their relative 
ages and the succession in which 
they occur, namely stratigraphic 


geology. 


There are several ways in 
which this is determined. One 
of these is to trace the rocks as 
they appear above the surround- 
ing surface, known as outcrop- 
pings. These outcroppings are 
caused by the bending, folding 
and breaking of the various 
strata of which the earth’s sur- 
face is formed. 


The teachings of evolution as 
applied to the formation of the 


earth is that the entire solar sys- 
tem was in its inception a large 
body of very thin gas. The at- 
traction of each particle in this 
mass for every other particle re- 
sulted in unequal pressure in- 
volving a final rotation of the 
mass and a consequent conden- 
sation or shrinking. As the 
mass whirled more and more 
rapidly and began to assume a 
more dense condition, masses 
were left behind and joined in 
the circular motion as the vart- 
ous planets. [he earth in its 
turn became a rotating mass in- 
finitely greater than at present 
but greatly attenuated. As it 
whirled around the central mass 
at the same time spinning on its 
axis, it gave off the body we 
know as the moon. 


PARTH UN AGS VATE OR PEUX 


This shrinking process con- 
tinues to this day. Finally the 
outer parts of the globular mass 
radiated sufficient of the heat to 
become first a liquid and then 
a solid, forming the earth with 
its solid center, its waters on the 
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earth and the clouds above the 


surface. But even then it was 
far from the solid body that we 
live upon today. ‘The center 
was extremely hot, white hot, 
in fact, and was surrounded by 
clouds of steam caused by the 
hot water from the outer regions 
of clouds, falling on the surface 
to be at once changed to steam 
and thrown upwards with great 
force. “The planet Jupiter is in 
this condition today. 


In the course of many ages 
the temperature of the mass 
cooled sufficiently for the earth 
to have a visible surface carrying 
the oceans through which in 
time rocks began- to appear. 
The shrinking still continued 
and as the surface was now a 
solid the contraction of the mass 
of the sphere caused this surface 
to fold and bend and even to 
break in places. “This shrinking 
of the mass continued through 
the ages in which the sedimen- 
tary rocks were forming beneath 
the oceans so that the various 
formations were bent, forced up 
here and drawn in at other 
places until the strata were bent, 
folded and broken as they are 
today. ‘The constant erosion of 
the wind and rains and the 
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alteration of temperature has 
worn away much of the earlier 
surface. ‘his is shown by the 
older mountain ranges as com- 
pared with those of more re- 
cent formation. The Allegheny 
mountains were at. one time 
rough and ragged masses of 
rocks, but they have been 
smoothed down and gathered a 
covering of vegetable remains so 
that today they are picturesque 
with their masses of trees and 
shrubs. 


DETERMINING AGE OF ROCKS 


This very brief explanation 
shows why the rock formations 
are tilted, sometimes on end and 
in rare occasions even upside 
down. 


The geologist has — several 
ways to trace the various rocks 
and determine their age and the 
first is by examining their out- 
croppings. ‘This is a work that 
requires much study and prac- 
tical experience to arrive at cor- 
rect results. Another is by a 
study of the characteristics of 
the rocks through specimens 
taken and tested for color, com- 
position, and association with 
other rocks. When two similar 
rocks, possessing the same physi- 
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cal characteristics occur even at 


' some considerable distances apart 


it may be assumed that they are 
related and probably at some 
time formed parts of the same 
layer or stratum. ‘This is not 
necessarily the case, as rocks 
identical in every way have 
| often been found to have no 
| physical connection, being sim- 


, ply the result of formation from 


similar materials under the same 
conditions. 


A third way of determining 
the age and relation of various 
rocks is by the fossil remains. 
This is one of the most certain 
and fruitful in the results ob- 
tained. Fossils are the impres- 
sions or remains of animals and 
plants which were buried in the 
soft sand or clay. As the sedi- 
ment was changed to rock the 
solid remains of the animal or 
plant are changed to stone and 
embalmed forever. The bony 
skeleton of the animal, the ribs 
and veins of the leaf are shown 
exactly reproduced and can be 
studied today. It is from these 
fossil remains that most of our 
knowledge of prehistoric times 
is obtained. The rock forma- 
tions are made in a regular series 
and we know that certain ones 
precede others. From the re- 
mains of animals and plants as 
fossils in the rocks it is possible 
_to secure history of the earth 
before the appearance of man 
on earth. 


Sthe action=: Of nature 


It.is not possible in a pan- 
oramic view of the petroleum 
industry to give even a brief ac- 
count of the great science of 
geology in its relation to the 
petroleum industry. But to an 
understanding of the methods 
employed in the production of | 
crude petroleum, it is necessary 
that a little understanding be 
had for some of the basic facts 
as to the formation of rocks and 
the sources of petroleum. 


As has been shown, petro- 
leum occurs only in sedimentary 
rocks and results from the de- 
posit of the remains of animal 
and plant life in the layers of 
sand and clay from which the 
rocks came. Oil is preserved by 
the fact that these layers or 
strata are sealed by the presence 
of impervious rock above and 
below. ‘These oil bearing strata 
no longer lie in planes, but by 
in the 
development of the earth have 
been lifted and depressed, bent 
and twisted and often broken 
and shoved apart. Volcanic ac- 
tion has played its part in forc- 
ing bodies of metamorphic rock 
through the strata of sedimen- 
tary rock so that the oil geolo- 
gist has many matters to con- 
sider in judging the possibility 
of striking a petroleum reservoir 
in drilling at any designated 
point. 
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SOME CANADIAN PUBLICITY 


Last month they had a shooting scene up in Toronto that got 


considerable prominence in the newspapers. 


The above picture 


was taken from the Toronto Star and was sent in by C. M. Kon- 


valinka, who comments: 


“Just to show that we do not even 


stop at murder to get publicity for Bowser pumps. Can you 


match this?’’ 


Mixed Descent 


An Irishman was seated in a 
train beside a pompuous indi- 
vidual who was accompanied by 
a dog. 

“Foine dog ye have,’ te- 
markeaveat. o. Phwatekindens 
Loe 

““A cross between an Irish- 
man an ape, the man replied. 

“Shure, an’. its related to 
both of us,’’ rejoined Pat. 
—The North American Review. 
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An Old Tin Type 


Squire: ‘“‘Did you send for 
me, my lord?” 

Launcelot: ‘‘Yes, make haste. 
Bring me the can opener; I’ve 
got a flea in my knight clothes.”’ 


Let us all now rise and sing 
our latest song hit: 


“Mister Judge, please forget | 
your grammar, and leave the | 
period off my sentence.”’ | 

—Cracker. 


| & boundless. 
‘said that it is an 
‘act of an individ- 
Hiual which ad- 
vances the sale of 
any commodity— 
an act which tends 
\to promote and 
thasten that com- 


| ducer to consumer. 
“It is the centraliz- 
-)ing and accumulat- 


‘by an exhaustive 
istudy of facts, fig- 


intal 
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SALES PROMOTION AT DALLAS 


DY JUSTIN (Pez DOYLE; 
Dallas 


S| Lis almost impossible 
ANGE to properly define 
AI | Sales Promotion, for 
its scope is so exten- 
sive, its field broad 
It might be 


modity from epro- 


ing of sales power 


ures and conditions 
any state or 
community, and 
then, the dispensing of this 


/}power through the medium of a 
‘\isales force, and seeing that it is 
properly applied. 


It means research work, to 


| discover real’ conditions as ap- 


| gained. 


} ee of that knowledge 
It means exploration, 
to discover new fields and places 


‘where others have failed to go, 


JUSTIN L. DOYLE 


or if they have gone, failed to 
discover. It is making known 
to the world that you have 
something the world needs. It 
is trying to find a place for that 
something, or if unable to find 
the place, to create 
one. 

Sales Promotion 
is that force that 
stands in front, in 
between, and be- 
hind the salesman, 
in his effort to ob- 
tain the order. It 
ts the perfecting ot 
a complete system, 
whereby salesmen 
will become more 
familiar with their 
territories and their 
prospects, and the 
medium of keeping 
that prospect 
warm, while the salesman is at 
some other point in his terrt- 
tory. 

The Sales Promotion Depart- 
ment is the salesmen’s book- 
keeper. That department 
should analyze and _ classify 
prospects according to their 
buying power, and according to 
their needs. A complete file 
should be kept on each territory, 
and all industries and manufac- 
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turing establishments there 
listed. This file should be so 
kept, that a new salesman, tak- 
ing up work in that particular 
territory, could easily famuiuliar- 
ize himself with every detail of 
his territory. 


Such a system has been in ef- 
fect in the Dallas Promotion 
Sales Department, for several 
months, and has been found to 
be of invaluable assistance. A 
complete list of prospects is 
handed the new salesmen, show- 
ing their exact status, whether 
they will buy now or within 
thirty, sixty or ninety days, or 
whatever their exact condition 
may be. He is given all the in- 
formation at hand, and studies 
his territory from this file, just 
as he studies his bulletin book, 
and at the same time. 


Much time has been lost, in 
years past, by salesmen “‘learn- 
ing’ their territories. “That has 
been eliminated, and that sales- 
man is now equipped. He is 
placed on guard. He is charged 
with that knowledge of his ter- 
ritory. In other words, he 
takes up the work at that very 
point where the former sales- 
man left it, and is armed to meet 
the conditions in his territory. 
With this complete informa- 
tion, he starts out with the bal- 
ance of power in his favor, in- 
stead of facing new conditions. 

‘The Dallas Sales Promotion 
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Department has tried to func- 
tion in such a manner, that the 
greatest degree of efficiency 
should be maintained at all 
times.. A sales promotion de- 
partment is the salesmen’s de- 
partment, and should work 
hand in hand with the sales- 
men at all.times. Our system 
of daily reports of our salesmen, 
inaugurated several months ago 
by this department, has been the 
secret of our success. 


Daily reports, heretofore, 
have been a burden. Salesmen |} 
abhor making long daily report |} 
sheets, and what does it all} 
mean? Who profits by such re- | 
ports, made out in the hotel at } 
night, from “‘memory,’ R. G, J 
Dun, or the telephone direc- | 
tory? Itis wrong. It is hypo- | 
critical. ‘“I"his system has been | 
abolished and reversed, with the | 
greatest degree of success. How? | 
In this way. Our Sales Force } 
makes reports on prospects, in- | 
stead of calls. When they find | 
a prospect, time and care is | 


taken, then and there—not at } 


the hotel, to make a.complete } 
report on that prospect. “That ], 


daily report on that prospect }, 


gives us our cue, and we start in | 
working from this end. 

We write him a short per- |) 
sonal letter, | 
the interview and any courtesies | 
extended the salesman, and then J, 
and there, start to pound him j, 


‘thanking him for j}. 
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on the very equipment quoted 
, him by our salesman. We have 
| a set of form letters on every 
l piece of equipment in our line, 
. | 


made up in ten thousand lots, 
‘and we immediately dispatch 
k| this line of assistance. We 
"| | record that prospect on our 

card index system for that ter- 
ritory, with all the information 
j:gained from this report, and 
place it ahead in our files, in ac- 
cordance with his demands. It 
| depends upon his stage of ad- 
A man who has 
|| purchased a filling station site 
i }:gets a letter or blue prints and 
“drawings. A man who is erect- 

/ing a station, gets a complete 
] description of the very equip- 
“iment as quoted by our repre- 
-\sentative. A man who is al- 
aiready engaged, receives a letter, 
wiitelling of the great advantage 
Migained by replacing his old 
equipment. 


1} vancement. 


| he follow-up system is in 
jieffect. Every thirty days we 
check up each salesman’s file and 
}isend him a list of all prospects, 
on which list he makes nota- 
\'tions as to their present condi- 
‘tion — whether they have pur- 
MN) chased, still open, dead pros- 

‘pects, or whatever has happened 
tian their case. This does not 
t\'take fifteen minutes of the sales- 
S\/iman’s time, and when this list is 
i\'returned to us we go through 
our territory and have our 


“throw-out’’ list. “Chis system 
keeps our files clean every thirty 
days, and we carry no dead 
wood. 


What is the result of all this? 
Salesmen make their daily pros- 
pects reports regularly, and, you 
might say, religiously. Why? 
Because they are getting desired 
help and assistance. “They are 
getting real, live co-operation, 
and it is putting money in their 
pockets. Such a system elim- 
inates a batch of useless reports. 
It saves time for everyone con- 
cerned, and the salesman enters 
into the spirit of making his re- 
ports whole-heartedly. He is 
just as anxious that we get his 
report on this prospect as we are 
to receive it. Such assistance 
develops the morals of the Sales 
Force, and all parties are work- 
ing for one end—that is, to get 
that order. Concentrated ef- 
fort — all working along the 
same line. It works well. 


While all this routine work 
is being handled by this depart- 
ment, the real work of Promo- 
tion Sales is being carried on by 
the manager of that department 
in research work. He must in- 
vestigate. He must study all 
classes of business under his 
office. He must know how 
many, and what industries are 
under his charge, how they are 


equipped, and what kinds of 
oils they use. He must figure 
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out a system to save that firm 


time and money in their system 
of handling oils, 
gathers such information, pass 
it on to the salesman in that ter- 
ritory. This information is 
also placed in the territorial file 
for all future reference. It isa 
process of building up a great 
network of facts and informa- 
tion for every territory under 
his charge. 


Does such work have a tend- 
ency to develop the moral# of a 
sales force? If we are governed 
by facts, we must agree that it 
does pay large dividends. 


We are convinced that such 
assistance is helpful and bene- 
ficial to any sales force, and we 
base our belief on actual results 
obtained along with some 
twenty-three letters, which have 
been sent this department by 
various members of our Sales 
Force, and which we now have 
on file. “These letters come un- 
solicited, and speak nothing but 
praise for the fine co-operation 
which they have received, and 
the assistance rendered them by 
our department. 


It is conclusive that such a 
force, working hand in hand 
with out Sales Organization, is 
bound to create fine spirit, and 
develop that morale which is 
needed in such times. 
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Many sales have been made 


this past year, in fields which 
have been developed, that have 
been hitherto, unscratched. As- 
tounding facts and figures, rel- 
ative to territories, have been 
disclosed, which help the sales- 
man to develop every opportun- 
ity in his territory so that he 
may make the most of it. 


Chief Big Smoke 


Perhaps there is more than © 


just a funny story to this: 


Chief Big Smoke was em- — 


ployed as a missionary to his 


fellow Indians in the far south- © 


west. A tourist asked him 
what he did for a living. 

‘“Umph!”’ said Big Smoke, 
“me preachum.”’ 


‘*That so,’ said the tourist: 
“What do you get?” 


“Me get ten dollars a year.” 


“Well,” commented the 
tourtst;s 2 that Sabla 


pave 


““me heap poor preacher.”’ 


Strange Sheiks 
Dad (sternly): ‘““Where were 
you last night?” 


Son: “Oh, just riding around 
with some of the boys.”’ 


Dad: 


poor — 


“Umph!”’ replied Big Smoke, | 


“Well, tell em not to 
leave their hairpins in the car.” — 


- ing to work on the 


my favorite. 


‘service department 
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WHY I LIKE FIGURE 101 


By ToM WARNER, 
Houston 


HERE are several rea- 
sons why I step heavy 
Msyon the figure 101. 
AeriFor some reason or 
other, when I went to 
work in the factory for Bowser 
% Company, I[ al- 
ways had a long- 


figure 101 pump. 
It has always been 


When I got out 
on the road in the 


and a man wrote 
in for service and 
said he had a fig- 
ure 101, there was 
never any dread in 
my mind while on 
the way to that 
pump, for I was 
sure whatever the 
trouble might be, I could repair 
it in avery short time. I claim 
today, that the Bowser figure 
101 is the fastest pump made. 
The speed of this pump makes 
the service of hundreds of cars 
a pleasure. 

The figure 101 carries a dif- 
ferent underwriter’s label than 
the average gasoline pump. 
This pump has been passed by 
the underwriters for inside use. 


TOM WARNER 


Of course, we know most un- 
derwriters’ labels read for out- 
side use only. ‘The figure 101 
pump should always be sold to 
lumber yards, the manufactur- 
ers, wholesale houses, or any 
other such con- 
cerns ‘thatrc a terry 
heavy fire insur- 
ance, as it has been 
passed by the Un- 
derwriters La b- 
oratories and: does 
not raise their in- 
surance. 

The first service 
work I did when I 
came to I exas was 
to go to Galveston 
to overhaul an old 
type figure 101. 
The serial number 
of this pump is 


D-63666, sold to 
John Christensen, Galveston, 
Texas. When I arrived at. Mr. 


Christensen’s place and saw the 
condition of his figure 101, I 
could not help telling him that 
I thought he should trade this 
pump in and get a figure 101 
new style pump. I almost 
made Mr. Christensen mad 
when I mentioned trading this 
pump for a new one. I saw at 
once that he was very sensitive, 
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so I put on my overalls and 
started to repairing this pump. 
He called me again in about two 
years and told me that he was 
in the market for a new pump, 
and said he wanted one just as 
near like his old one as it was 
possible for us to furnish, so on 
October 25th, 1921, I sold him 
another figure 101 pump with 
a five-barrel tank. “These two 
101’s now take care of a busi- 
ness amounting to over 15,000 
gallons per month. 


I called on Mr. Christensen, 
March both, 31924 -eandetold 
him that I would like to have 
as near as possible the amount 
of gallons that he thought he 
had pumped through his old 
figure 101. Before he would 
give me this information, he 
took me over to the sidewalk 
and told me how well pieased 
he was with this old pump and 
what wonderful service it had 
rendered in the twelve years he 
has owned it, it has only been 
overhauled once, and that was 
by myself. We went to his 
records and found that this 
pump has averaged over three 
hundred gallons per day. Now, 
figuring that this pump has 
only pumped three hundred gal- 
lons a day, for twelve years, 
gives it a record of 1,314,000 
gallons. Mr. Christensen tells 
me that this pump never fails 
to meet the weight and measure 
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requirements. [his is only one 
testimony on the figure 101, 
I could go out and get dozens 
of such testimonies. I am safe 
in saying that there never has 
been a five-gallon self-measur- 


ing gasoline pump placed on the © 


market that is as dependable as 
the Bowser figure 101 pump. 
If I were to build a drive-in 
filling station today, with four, 
five-gallon pumps, I would 


have at least two of them Bow- 


ser figure 101’s. - 


In ‘April, 192275 lsoldwten 
figure 101 pumps in Goose 
Creek, a small town twenty- 
two miles out of Houston. The 
service records in the Houston 
office show that two trips have | 
been made to Goose Creek to —| 
service these 101 pumps. I | 
claim that the figure 101 pump 
is in a class by itself. When 
I get a customer that is in the 
market for a five-gallon pump, 
I explain the many features that 
the figure. 101 has, “suchas: 
Special Underwriters’ Label, In- 
dividual Sale Meter, 100,000- 
gallon Bowser-built in the head 
Meter, Low Gear on the Up 
Stroke, so any. child can operate 
it, High Gear coming down, 
Special Hose Draining Attach- 
ment, Mechanical Quantity 
Stop that controls the measure- 


ment of each gallon, two cut | 


steel Cog Racks, and every gear 
in this pump is made of cold 
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rolled steel, then here, last, but 
not least, the Bowser Centri- 
fugal Water Separator, always 
turning to the page in my bul- 
letin that shows the red water 
coming out of the separator, 
and pure white gasoline coming 
out the nozzle. “Then I always 
go on to tell them how every 
railroad in the country is using 
this pump in their shops, sup- 
ply trains, roundhouses, and 
every place where they need to 
serve gasoline. [here are so 
many arguments in favor of the 
figure 101 that space will not 
permit me to use them all, but I 
always call their attention to 
how easy it is if they ever want 
to change to visible pump, they 


~\. can do so, then I show them the 


Bicture of our 101-C-3, or -if 


|| they ever decide they want two 


pumps instead of one, just 


show them our bulletin C-5 and 


fume. 


55. Take it all in all, there 
is no pump that can take the 


~|) place of our Bowser figure 101. 


An Unpublished Slogan 


A soap manufacturing com- 
pany advertised a contest| for 
slogans. [hey also made per- 
Here is a slogan that 
came in which they could not 
mee, It read: If you don't 
use our perfume, for heaven’s 
sake, use our soap!”’ 


——J ank News: 


Just an Idea 


Here is Bill Gillette’s idea for 
the improvement of the Bowser 
Sentry. He says it’s so muddy 
down in Missouri in the spring- 
time that every Sentry that 
guards a Bowser pump ought to 
be supplied with a pair of rub- 
ber boots. Bill puts his fingers 
into a pair of boots and attaches 
thes Sentry Sto bis  handavand 
presto — you have a ‘working 
model that looks like a Scotch 
Highlander. 
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Do You Remember Way Back When--- 


S. B. Bechtel, the President of our Com- 
pany, looked like this? This photo- 
graph was taken in 1898, just before he 
came to Bowser’s. At this time he was 
working as a booRReeper on a newspaper 
up 1n Michigan and had aspirations to 
become a college professor. Instead of 
following his scholastic ambition he came 
to Bowser’s in 1899 and in 1921 became 
President of the Company. 
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“Be Sure You’re ‘When 
- Before We ede 


Keep on tbe tice i. today 


If you are sure you know the way. 
_ Stay on that road—don’ t swerve from it, 


hee 


“Be sure you re wrend. before you quit! 


| ae job ie be dite stiff at times 


And you may long for sunnier climes— _ 


» But stick tight through—turn not a bit, , ; 


“Be sure you’ re wrong, before you fee ay 


The Healt once nate aihien we blawe 
Must forward go, someway—somehow, 
sO on—these words will give you grit, 

: “Be sute ag pee belne, you qe 


And hike you. view ihe setting sun— 
You've reached the goal, your laurels won; 


The saying’ s wise, you will admit, ay 
“Be sure you’re wrong, before you quit!’ 
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To All Salesmen: 


Forty-four lines of business are 
from 1% to 28% above normal 
during June, July and August. 
Twenty-fout lines have their “‘peak”’ 
during the heat of the summer. The 
pump and tank industry ts one of 
those that is now at tts peak. Every 
man should work hard during the 

next three months to land every 
_ order posstble. Remember the hotter 
it gets the less competition and re- 
sistance you encounter. Let’s step 


on the gas this month! 


GR OR IGUNKGSTEIENS, 
Sales Manager. 
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SK SAST year we had a 
very able salesman 
who covered a certain 
territory in Western 

Ohio. One day he 
was talking to the manager of 


lcities in his territory and the 
iigarage man asked him, “‘Have 
you been over to see Mr. Gard- 
fiiger yet — at the filling station 
over there on the corner?’’ ‘The 
salesman admitted he had not. 
The garage manager smiled and 
advised our salesman to go over 
j}and see Gardner. 


Gardner had the reputation 
of being “‘hard boiled’ with 
che pump and tank men who 
Iicame to sell him, and it was 
fjalleged that he had previously 
thrown a couple of them out of 
ais office. “This salesman went 
H}over to see Gardner and when 
fae introduced himself as the 
Iiepresentative of Bowser 
Company, Gardner flew into 
me of his customary abusive 
Our salesman was 
courteous but firm and when 


JUNE, 1924 


ha garage in one of the larger 


INO 33 


SELL YOUR OWN LINE 


Gardner saw that he could not 
bulldoze him, he pointed to a 
couple of pumps out in front of 
theveplacessand said s ow bat 
do you think of those two 
Cui pst Cee Ourt sa Les im an 
queried, ““Ihey are doing the 
work aren't they? ‘They suit 
you, don’t they?” and to each 
question Gardner replied in the 
affirmative. “They must be all 
right then!’’ concluded the 
salesman. Gardner bought 
nothing that day. 


The next time our salesman 
was in that town he called on 
Gardner again and got a more 
courteous reception. And our 
salesman called several more 
times before he finally concluded 
a sale. 


Six months later Gardner 
sold his chain of filling stations 
to a major oil company and 
Gardner became their district 
manager. And our salesman 
called on him in this capacity. 
One day Gardner said to our 
salesman, ‘John, do you know 
why I took a liking to you? 
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You were the only pump and 
tank salesman who ever came 
along that didn’t knock those 
two gasoline pumps I had up at 
the corner. You peddled your 
own papers and sold your own 
lines didn tavern 
“jack’”’ when I bought those 
two pumps and that is why | 
bought such cheap equipment. 
I knew that those pumps were 
just a pile of junk, but I had 
my money tied up there and it 
just made me boil to have pump 
salesmen come along and de- 
preciate the value of my place 
by knocking those two pumps. 
As I say, I knew they were 
junk, but by Gosh, I didn’t 
want anybody else telling me 
so, and insinuating that I was a 
silly ass for buying those 
pumps. ’ 

Gardner has since received 
several promotions and is on the 
upward path with this big oil 
company. ‘The salesman who 
covered that territory in Ohio 
is now selling the big oil com- 
panies and today we are doing 
a nice volume of business with 
the oil company with whom 
Gardner is now associated. And 
much credit for this business 
must go to the salesman who 
built a strong foundation with 
Gardner when he asked, ‘“‘What 
do you think of those two 
pumps?”’ 

We have no long drawn out 
moral to deduct from this inci- 
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dent—and by the way this is a__ 
true story — but suffice to say | 


that the salesman will do well 


who paddles close to shore and | 
Know your _ 
competitor's line to be sure— __ 
know what our pumps have | 


sells his own line. 


that the others don’t — study 


the other fellow’s pump and | 


know why our pumps are su- 
perior. 


discuss technical points 
when absolutely necessary, but 
don't ever use your knowledge 
of other equipment in a destruc- 
tive sales talk. Don’t knock 
the other fellow’s pumps—tre- 
member every knock may be a 


boost to the other fellow. Use | 
your knowledge as a basis of | 
comparison with the other fel- 
Stress the | 
superior qualities of our own | 
line—talk about our centrifugal 
filters, our cut steel cog racks— _ 
our built-in meters, the accuracy _ 
of our pumps and the many _ 


low’s proposition. 


other points of superiority. 


But don’t knock the other 


fellow’s pump! 


Mr. Philbrook Again! 


C. E. Philbrook of the Bos- | 
ton Office, has been doing some | 
good work selling paint oil out- | 
He recently sent in three } 
orders for 12 figure 115’s, with | 


fits. 


all accessories. 


Fine work, Philbrook! 


Know enough about | 
competitive lines to be able to — 
only — 


era 


ee ee 


J . ———" \2 _- rs 
re A ee me eee 


| foolish to ad- 
-| vertise pumps 


-}ers, hair dress- 
4\ers and eleva- 


) which is in no 
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WHY BUY A BOWSER? 


By T. D. KINGSLEY, 
Sales Manager 


BIN the May issue of 
HN I HE BOWSER MAN, 
Mr. Heaton outlined 
to you the reasons 
— why Bowser & Com- 

| pany does not place its advertis- 
|| ing in the gen- 
| eral magazines. 
| It is obviously 


and tanks in 
‘l)magazines 
|} which are read 
|) by stenograph- 


tor pilots and 
that great mass 
}of the Ameri- 
ian public 


|) way interested 
in buying our 
products. 


teoisstrue 
moat a great 
many of the 
users of our 


-lequipment 
'|read the general magazines but 


they are too few for us to wish 
| to reach them in that way. In- 
stead, we confine our advertis- 
|ing to those trade publications 
') which are of interest only to the 


TD. KINGSLEY 


class of people whom we wish 
tog teach.) li havevalways elt 
that as long as we are trying to 
sell Bowser pumps to pump 
prospects, our advertising policy 
is unmistakably correct. And, 
as Mr. Heaton 
pointed out in 
hiss article—af 
we were to en- 
deavor to con- 
vince the 
American mo- 
torist to buy 
gasoline from 
Bar We Sis Caer 
pumps, we 
would be 
striking at the 
very life roots 
of the business 
which makes 
Our existence ° 
necessary and 
possible. We 
cannot afford 
to depreciate 
the value of 
the various 
brands of gaso- 
line— those 
nanies,qe Rede Crown, 24) hat 
GoodaGulee i wexacor -7Sil- 
ver Flash,’’ ‘‘Power Gas’’—those 
names represent the good name 
of as many. oil companies— 
then, to come out and say to the 
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public, ‘‘Buy your gasoline only 
from Bowser pumps, regardless 


of the brand.’ I should say 


not. 


There are reasons enough 
why those who dispense gaso- 
line and oil should buy Bowser 
pumps. In the first place Bow- 
ser pumps were the first self- 
measuring pumps put on the 
market. We got the jump on 
all other manufacturers by be- 
ing the first in the field and 
putting out only quality prod- 
ucts. And we have maintained 
that lead that we took at the 
first jump throughout all these 
forty years. Just compare the 
Bowser line today with any 
other. . No’ pump sand sian. 
company in the world makes a 
line of equipment as good or 
as diversified as we do. 


Compare our prices to the 
‘ prices of other pumps and 
tanks. ‘They are much higher 
to be sure. Why do we ask 
this higher price? Why can 
we get it? Why must we get 
it? Simply because our pumps 
have the stuff in them — they 
are worth just what we ask for 
them. We know what it costs 
to make them and after adding 
a fair profit, which every con- 
cern must do, we arrive at a 
fairesaleaprice. ~Atrthat siibe 
lieve that a Bowser—compared 
to any pump made, regardless 


PG@e SUE 


of price—is the cheapest pump 
on earth. 


When a customer buys a 
Bowser pump he not only buys © 
a pump, as such, but think of | 
What he gets with that pump ~ 
and what is back of it. “Take 
Bowser Service for instance. 
We might also well advertise — 
“Bowser Service is the Near- | 
est... Gasoline pumps should — 
be repaired by trained service | 
men—not by a jeweler or a 
butcher. You take your car to 
the garage that has trained me- 
chanics who constantly work 
on and have specialized on your ~ 
particular make of car. hes! 
same thing applies to pumps. | 
We maintain a large staff of | 
competent service men and 
when anything goes wrong | 
with a Bowser — presto; A | 
Service Man is on the job. Not. 
another pump concern in the 
world holds a candle to Bowser 
when it comes to ‘‘Service.” 
And back of that Bowser pump | 
is the good will of a concern J 
that has been favorably known 
for square dealing and good | 
values for a period of forty | 
years. This has made the Bow- | 
ser pump the standard by which ) 
other pumps are measured. | 
Other pump salesmen compare 
their pumps to ours—they say, | 
“Our pumps are just as good as | 
Bowser and cost you less. 
money.’ Whenever another | 
salesman says, ‘‘Just as good,” | 
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| he is admitting weakness and 
| inferiority right there. And 
| “Just as good at less money’’— 
| well now, it can’t be done. 


Reasons there are a plenty 
why your prospect should buy 
|:a Bowser, and it’s up to every 
.| salesman to quit the alibi shoot- 
¢}| ing and get down to business. 


Beloit, Wisconsin 


| Beloit is a town of about 
| 22,000 population, and during 
| the past year Carl Hobrock has 


CARL HOBROCK 


placed in that city six 99's, nine 
(1197's, ten 202s’ and: one 241; 
and he assures us that he will 
‘}put in 14 more pumps before 
}/July 1. 

‘| A fine record in a good town. 
| Congratulations, Hobrock. 


AJ oast 


Here's to your car 
And my car — 
May they never meet. 


Page Phillips Again 


In the last couple issues of 
THE BOWSER MAN you have 
read about some of the fine 
work which N. A. Phillips has 
been doing down in West Vir- 
ginia. 

And don’t ever think that 
Phillips is one of those fellows 
who sells by ‘‘jerks.’’ It’s been 
a steady stream of orders for 
bine On April 26, 27i,and:28; 
Saturday, Sunday and Monday, 
he took eleven orders which 
amounted to considerably over 
three thousand dollars. Yes, 
Phillips even closed one order 
on Sunday in his own home 
town — at least the order was 


dated April 27. 


Not only has Phillips sold a 
fine lot of equipment but he 1s 
selling the figure numbers on 
which we can make immediate 
shipment. He is selling stuff 
we have in the warehouse so 
that his customers can get their 
outfits quickly and he gets the 
accounts closed that much 
sooner. 


Phillips evidently doesn’t in- 
tend to eat any other salesman’s 
dust and we extend our hearty 
congratulations to him. We 
hope we may long continue to 
watch your smoke! 


Any fool can have money, but it 
takes a genius to have ideas. 
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THE VALUE OF KNOWING THE LINE 


By MILDRED M. BAYER, 
St. Louts 


N many instances it 
M has been proved that 
people were not suc- 
cessful in their dif- 


ness and employment, due to 
the fact that they 

were not sufh- 

ciently acquaint- 

ed with the busi- 

ness or goods 

they were hand-. 
ling oi bis anas 

been the case 

in approximately © 
ninety to ninety- 

five percent of the 

failures which 

people have 

made, and it has 

also been shown 

that the highest 

organization efh- 

ciency has been 

attained where 

employees take 

an interest in the 

company's business, more so 
than in their own personal busi- 
ness, and this applies to the 
woman in business as well as 
the man. I had this brought to 
my attention very forcibly a 
short time ago when it became 
necessary for me to take care of 
a prospective customer. 
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ferent lines of busi- 
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It so happened that all of the 
men were away from the office, 
and I knew it would be impos- 


sible for me to get in immediate | 


touch with them, when a pros- 
pective buyer called on the 
phone and re- | 
quested that} 


over to see him | 
at once, as it was¥ 


receive immediate 
information and 
prices on various | 
outfits which | 
he contemplated | 
using, as he was | 
town | 


leaving 
that evening to | 
lay the matter | 


before the Board | 
of Directors. In | 
order to take care | 
of this inquiry | 
and give it the | 
prompt attention 
that it required there was only 
one thing to do, and that was 
to take my price book and 
catalogue and go see this cus- 
tomer, and that is just what I }j 
did. Owing to the fact that I } 
had familiarized myself thor- | 
oughly with the various Bowser |} 
outfits I was able to talk mat- | 


someone comes 


necessary that he | 


quote him prices on same. 
result of my call was an order. 


Jf it had not been that I was 


petitive 
which he was giving very seri- 


) petitors. 
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ters over with this prospect, and 


was. able to select for him suit- 


able equipment to take care of 
his requirements, and also 
‘The 


in position to actually take care 
of this matter in the way that I 


did we might have lost this or- 


der, as I found out he had com- 
prices and _ literature 


ous consideration, and if I had 


m} been unable to give him prompt 

| attention and the information 
he desired, chances are the delay 
on my part would have meant 


an order for one of our com- 
This I think shows in 
a very plain and concise way the 
advantages both to the company 
and to the employee of knowing 
the line of the concern for 


‘whom you are working, and 


whose _ interests 
heart all the time. 


Of course the above incident 
Was an exception, and it is not 
always necessary that we give 
such prompt service, but it goes 
to prove that we should be pre- 
pared for any emergency that 


you have at 


| may arise in regard to our work. 


On a number of occasions [| 


have been able to close deals in 
this way, as quite a few of our 


customers come directly to the 
office, and I feel that if I can in- 
terest them sufficiently in our 


_| line they will be almost sure to 


come back and place their order 
with us. Not long ago I had a 
call from a big railroad for 
prices on our Figure 64, and as 
Mr. Grooms was out of town I 
wired for. special price at cus- 
tomer’s request, called on them, 
giving price and information re- 
garding same, and although we 
did not receive this order I at 
least had the consolation of 
knowing that we had given 
them service and done every- 
thing in our power to secure 
the order, and when you know 
you have put up a good fight it 
is not quite so hard to lose. 


When a prospective customer 
comes into the office and calls for 
a certain salesman I immediately 
try to get in touch with this 
salesman, and in the meantime 
try to keep the prospect inter- 
ested, showing him cuts and lit- 
erature in regard to our equip- 
ment and finding out just what 
he is interested in, and some- 
times this is quite a job as these 
men are usually very busy, es- 
pecially if they are from out of 
town, and are very likely to say 
they will come back a little later, 
but-I have found out from ex- 
perience that quite frequently 
they go elsewhere and forget to 
come back, so I know it is best 
to work on the theory that “A 
Bird in the Hand Is Worth 
‘Two in the Bush,”’ in trying to 
keep them in the office until the 
salesman arrives. One day the 
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manager of a small out-of-town 
oil company came in and asked 
for Mr. Grooms. I immedi- 
ately got in touch with Mr. 
Grooms, but he was tied up 
with another customer and 
could not get away immedi- 
ately and he was out in the 
other end of town, so I had to 
entertain and keep this man in- 
terested from about eight- thirty 
until eleven-thirty, and needless 
to say I had exhausted my 
knowledge of pumps and gaso- 
line equipment by that time, 
but I was determined he was 
not going to leave this office, 
because I soon learned he was 
considering a competitive outfit, 
and I knew he would call at 
their offices as soon as he left. 
I talked to him about Bowser 
equipment as long as [| dared 
and finally got him interested in 
a magazine with some pictures 
of pretty girls in it—they often 
come in handy —until Mr. 
Grooms arrived to save the day 
and secure the order. 


I believe it was pride more 
than anything else that first 
made me take a deeper interest 
in our line as I always felt as 
though I was falling down on 
the job when I could not an- 
swer a prospect's or customer's 
questions regarding our equip- 
ment, although as a rule most 
men don't seem to expect a girl 
to know very much about a 
mechanical line. I haven’t a 
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mechanical mind by any means, 
and it has not been easy to learn 
the line, but I now feel I know 
something about the line, and it | 
never fails to give me a thrill of 
pride when I can answer and 
solve some of the problems our 
customers bring to me, and it 
certainly is the thrill of a life 
time when you can secure an 
order. Please do not get the 
impression, gentle reader, that I 
know all about our line, because | 
what I don’t know about it 
would fill a book, but every day 
I try to add a little more to my | 
store of knowledge regarding | 
Bowser equipment, as I feel it. 
is very gratifying to the cus- 
tomer to receive the information 
he is seeking the first time he. 
calls. Quite often I am able to 
help a customer who has a pump_ 
down, and a few simple in-| 
structions will often save his ” 
temper and our service men’s 

time. | 


I have made many friends. 
from all walks of life since be- | 
ing with the company, and || 
feel it is due to the fact that I] 
have always made it a rule to be | 
just as much interested in help- | 
ing ‘Tony,’ who has a second- | 
hand Bowser as I am in helping | 
the manager of the concern who | 
has a thousand Bowser pumps 
in use, as you can never be too 
willing, too polite or too inter- 
ested in a customer's wants or | 
complaints, and it always pays. | 
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| Although one time I almost lost 


my faith in this policy. 


| A short while ago a little 
Swede came into the office who 


spoke very broken English and 
on top of this he was stammer- 


| 
_ ing and stuttering so I could not 
| understand him, although I was 


trying my best, but he suddenly 


turned and simply ran out of 


the office. 


I was rather sur- 


prised at this unusual behavior 
but dismissed the incident from 


my mind until the next day, 
-when we received a service call 


from a private garage. When 


the service man arrived on the 


job he met the chauffeur, who 
was the little Swede that had 
been in the office the day before, 
and he immediately said, ‘‘Who 
bane that young lady down by 
your office? She bane so swait 
to me I forgot what I come 
after..’ Rest assured that this 
Was an exceptional case; as a 
rule I don’t find the men so 
easily frightened when I try to 
help them out. 


Whiting Going Strong 


Up in the Northern Penin- 
sula of Michigan, Ralph M. 
Whiting is kicking up the dust. 
He has been selling nearly every- 
thing up there—Square Sentries, 


| Lube outfits and Kerosene out- 


fits. 
Step on it, Whiting! 


What’s the Use?) 


What's the use to worry? 
You've not got long to stay. 
Why not take things easy, 
As you pass along life’s way? 
"Twill do no good to worry, 
If things are going wrong. 
You may as well be pleasant, 
Meet reverses with a song. 


What's the use to criticise 
What’s the use to knock, 
What’s the use to ridicule, 
Or at some to throw a rock? 
Don’t appoint yourself a censor 
No matter what you do. 
This big world was never made 
For just a chosen few. 


There’s none of us that’s perfect, 
There’s few of us that stay, 
And never stray or wander 
From the straight and narrow way. 
So when you start to hammer 
Some poor fool who’s gone astray. 
“Twill do no harm to pause and think 
You may lose your grip some day. 


What's the use to kick one 
Who's just about to fall; 
If you do not care to help him 
Why mention him at all? 
You'll find if you take notice 
That what I say is true; 
While there may be faults in others, 
There's a flaw or two in you. 
—wWalter I. Tieger. 


Foolish Questions 
Old Colored Mammy: ‘‘Ah 


wants a ticket for Florence.”’ 
Ticket Agent (after ten min- 
utes of weary thumbing over 


railroad guides): ‘Where the 
devil is Florence?”’ 

wmettin, “oven: dareron« de 
bench.’’ 
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HOW: TO SELL THE CLARIFIETER 


By. U. sOHEA: 
Waterbury, Conn. 


MPIRST of all, the sales- 
x] man must be thor- 
oughly informed on 
the subject of Dry 
Cleaning and Dyeing, 
the latest and most economical 
methods of hand- 
ling the business, 
the necessary ma- 
chinery required 
in each individ- 
ual case, suitable 
building and ar- 
rangement of ma- 
chinery, state and 
local fire and 
building laws, 
supply, advertis- 
ing and account- 
ing departments. 

In order that 
the owner can do 
Dry Cleaning 
and Dyeing at a 
profit, the next 
step is to get the 
information to 
the prospect in a manner that 
will not belittle his present 
methods. ‘To do this and gain 
the confidence of the customer is 
a very important point in the 
sale; and when this has been 
done the salesman must con- 
vince him that all the above 
service is only a part of the ad- 
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vantages derived through the in- 
stallation of a Bowser Clarifilter 
System: 

_ Since the Bowes Gompantl 
was the pioneer in the manu-| 
facture of underground systems | 
for the -Dry 
Cleaners and as_ 
they have always 
striven to serve. 
this class of trade 
to their best ad-) 
vantage — such} 
efforts costing the 
company a lot of 
time and money 
—and with the. 
assistance of our. 
Engineering De- 
partment, con- 
sisting of both | 
the practical and 
theoretical side, 
they are in am 
position to know 
the Dry Cleaning | 
business from all angles. . | 

Another very important 
point—make the prospect feel. 
that when he purchases a Bow- | 
ser Continuous System, he then | 
becomes one of the great ““Bow- 
ser Family’’ and his name will. 
be listed on the Honor Roll, 
which includes hundreds ‘of sat- | 
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Installation which Shea sold to the Shaletts Sieanine and Dyeing Company of 
New London, Connecticut 


isfied users. Also he can always 
feel free to call on us for any 


Hiand all information and if it 


is within our power to supply 


Wit, it will be gladly done. 
1 


, We all know that the profit 
side of the ledger is the big 
thing that we are all striving 


| features of our system, such as 


low power operating cost, 
hardly any replacements parts. 
and lay particular emphasis 


1| on the saving of time and labor, 


‘iwhich is a 


very important 


Then, if he is still in a doubt- 


ful frame of mind, take him in 
your car to an_ installation 
nearby and let him talk to the 
cleaner and examine the work. 
This, in my estimation, is the 
greatest help in closing the order 
that I know of. 


The above methods have 
enabled me to place twenty-six 
systems in my territory last 
year. 


The Scotch of It 


‘How was it you never let 
your mother know you'd won 
the V. C.?” s 

“It. wasna 
write. 


ma turrn tae 
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HOW WILL YOUR SALES CURVE GO? 


ce 
ron Nie 
CCU 


During June, July and August the pump and tank 
industry has its harvest. During the winter and early 
spring months some of you fellows developed business 
that is now about ready to be closed. [That was the 
period of cultivation and development. | 

Every Bowser salesman should work early and late 
during this period of harvest and gather in all the sheaves 
he can while the gathering is good. “Io lay down on the 
job now and go off fishing or playing golf would be 
about as foolish as a farmer who plows his fields in the 
fall, harrows and prepares the soil, drills in his seed, cul- 
tivates the growing crop and then when it comes time to 
harvest he lays down on the job and goes off fishing. 

Every man who has worked hard all winter and cul- 
tivated his field should take advantage of the accumulated 
momentum and close all pending deals. ‘his is your 
harvest, men! How will your sales curve look by the 
end of the summer? 
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THE SALESMAN’S APPEARANCE 


By WARREN R. VOORHIS 


Now, then, I will write about 
these salesmen who have come, 
seen and conquered me, so that 
knowledge of their ways and 
habits may be more generally 
known. 


A salesman, being about to 
sell himself, takes thought about 
his appearance. 


No personal prospect ever 
pays higher dividends to the 
salesman than a clothes brush, 
a shoe brush and a safety razor. 


In these days ready-to-wear 
clothing is as good as any—as 
the magazine pictures testify— 
and apparel of moderate price is 
better than expensive display. 
Indeed, I should think a public 
utility stock salesman, expecting 
to find his customers among 
sober, thrifty people, would do 
well to dress soberly and quietly, 
but with cleanness and neatness 
everywhere apparent. 


Long hair is a profession in 
itself and amateurs should not 
attempt it. Be fair to the bar- 
ber. 


Remember that a white col- 
lar is right out on the firing line: 
in the area of very high visibil- 
ity it can stand a limited amount 
of exposure only. When you 
consider your collar in the gray 
morning light resolve all doubts 
in favor of a fresh one. 


I have heard that when a 
salesman is clean and trim and 
well brushed and well turned 
out generally this has its effect 
on the salesman, giving him as- 
surance, confidence and _ self- 
respect and makes him more 
dangerous and deadly in attack. 


I know nothing of this, for I 
consider a salesman from the 
viewpoint of the buyer. 


When a man who has evi- 
dently taken thought of his per- 
sonal appearance calls on me I 
am complimented and at once 
straighten my own tie and try 
to polish my shoe on my trouser 
leg. 
A salesman seems to think it 
helpful to make a good impres- 
sion to begin with. I suppose 
this is the reason that he is care- 
ful about his appearance. 


The Salesman Has Enthustasm 


I have mentioned some of the 
characteristics of the salesmen [ 
have known, but so far I have 
omitted perhaps the most im- 
portant. Of course I mean en- 
thusiasm. 

I am always attracted by the 
appearance, speech, tact and 
knowledge of a real salesman, 
but I believe that it has been the 
enthusiasm of the _ salesman 
which has convinced and cap- 
tured me. 
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I wish I could define enthu- 
siasm. It seems to be some 
strong, inward, mental force 
which gives life, fire and vigor 
to all other qualities. It is 
imagination; it is personality. 
It does not seem to come out of 
books, nor is it taught in the 
schools. It is easier to describe 
its absence than its presence. 


After a salesman leaves mel 
usually permit myself a few 
moments for reflection. I con- 
sider that nearly everything of 
good that has come to this 
world has arrived as a result of 
salesmanship. 


It has been the knowledge, 
power, energy and enthusiasm 
—always the enthusiasm—of 
the salesman that has forced the 
world to adopt new courses for 
its improvement. 


The Salesman’s Speech 


I have noticed that a salesman 
is rather careful to use good, 
plain, serviceable language. He 
appears to have no rooted dis- 
like for the common rules of 
grammar. 


He avoids extravagant and 
irresponsible statements. ‘“[here 
is a world of difference between 
a slick-tongued solicitor and an 
enthusiastic salesman. 


A salesman believes that the 
slang of the street belongs in the 
street and that it is not an essen- 
tial part of a business interview. 
Sixteen 


Page 


‘I have had solicitors swear a 
little and tell me a story in order 
to put me at ease and to make 
me feel that we were both per- 
fectly at home. bai 3 


The Salesman Chooses the 
Occaston . 


A salesman seems to assume 
that his interview with me is in 
the nature of a business engage- 
ment and that his time has some 
value. A very high-grade sales- 
man will even assume that my 
time is of some possible value 
to me. 


I would not think of advis- 
ing which is the better way. 

I recall, though, that I have 

been frequently entertained by 
solicitors—but the salesman got 
my money. 
- Salesmen have always taken 
an unfair advantage of me. If 
I could encounter a salesman be- 
fore I have had a cup of coffee 
in the morning, or on the day I 
pay my taxes, or when I have 
just lost a lawsuit, or when I 
have a cold in my head, I be- 
lieve I would have a sporting 
chance against even the best of 
them. 

But the salesman awaits oc- 
casions; nay, more, and worse, 
a salesman makes occasions. 

He seems to think that a good 
appearance, good language and 
address is all lost on a poor op- 
portunity. 
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All. times and seasons are 
alike to the solicitor. He re- 
_ gards neither time, place nor cir- 
cumstance. Solicitors rush in 
' where salesmen fear to tread. 


A salesman awaits that rare 
combination—-the man, _ the 
|} hour and the place—but not 
long. If nothing happens, he 
makes it happen. 


All salesmen must read and 
believe that saying of Napoleon 
that he won battles because he 
always chose the time and the 
place. 


I reject the theory that sales- 
»men are always cheerful and 
smiling and happy people— 
although I never saw one any 
other way. Upon reflection | 
-am of the opinion that when a 
salesman is blue or downcast, 
or has any kind of a misery, he 
simply holds up and waits for 
his sky to clear. 


I believe if I could meet a 
salesman when he is down in 
the mouth [ could win out 
against him, but I have never 
had the opportunity. 


A salesman seems to.consider 
his friendly smile, his air of 
genuine, hearty, prosperous good 
feeling an important element of 
a business transaction. 

All my life it has been hard 
for me to dislike or resist cheer- 
ful, friendly, hearty people. 
Lots of men are that way. 

_A salesman braces me up. He 


makes me wonder whether it 
would pay me to smile and be 
happy in my business. 


The Salesman Has Optntons 


Solicitors and salesmen are 
both invariably courteous to me. 
It would be most disastrous of 
me to assert the contrary. 


For instance, a solicitor al- 
ways agrees with me. I have 
yet to meet a solicitor whose 
views on religion, politics, mor- 
als or the weather did not agree 
precisely with my own. 


This is either a remarkable 
coincidence or else these solicit- 
ors have believed that I would 
be angered and repelled by their 
slightest expression of indepen- 
dent or original thought. 


I state it as a fact that sales- 
men undoubtedly have views 
about general topics, for in my 
own office many times I have 
held conversations with sales- 
men and taken much _ profit 
therefrom. 


I think it very likely that 
salesmen read newspapers and 
books and observe a good deal 
for the very purpose of being 
generally alert and well in- 
formed. 


I am afraid there is a dispo- 
sition to look down on a so- 
licitor, but you try hard to live 
up to a salesman. 

Of all men I believe solicitors 
have the best memories. 
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Somebody must teach solicit- 
ors all that they shall say and 
do from the “‘Good morning, 
Mr. Jones,’’ to ‘Good after- 
noon” or ‘“‘Good night,’ de- 
pending on the length of the 
engagement. 

They recite beautifully, and 
I love to hear it, for it always 
takes me back to my boyhood, 
when I used to render “The 
Wreck of the Hesperus” on Fri- 
day afternoon at school. 


It is really quite an effort to 
memorize an hour's talk and 
say it without leaving out a 
comma, or hardly stopping to 
take breath, and I always try to 
be careful not to ask any ques- 
tion or say anything to a so- 
licitor, which might throw him 
off the track. 


This is all I set out to say 
about salesmen and _ salesman- 
ship. 

Except that I want salesmen 
to keep on coming to see me. 

When the time comes that a 
salesman can no longer interest 
me, instruct, fill me with enthu- 
siasm and sell me, I will know 
that I am, in fact, stone dead, 
even though continuing to walk 
abroad as one in life. 


Doing business without ad- 
vertising is like winking at a 
girl in the dark. You know 
what you are doing, but no- 
body else does. 
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We Have With Us— 


U. G. Savage, an old-time | 
Bowser salesman who just re- | 
cently copped off a nice order | 


U. G. SAVAGE 


when he sold five 102’s, one 


102-C-4 and one 241. 


We congratulate you, Savage, | 
more speed to you! 


A Paint Oil Sale 


C. C. Walker recently sold @ 
two 65-gallon figure 109’s, 9 
special for shellac and two Stan- 9 
dard 109’s for alcohol, equipped 
with all accessories. 


In commenting on this order, 
Walker said: 


“Getting this order has been 
like big game fishing. You get 
them on your hook, they 
squirm and fight and it takes a 
long time to get them into the}! 
boat.” 


Walker worked on this order }! 


for quite a while and finally 
landed it, and he is to be con-) 
gratulated on his perseverance. 
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We) | won't be long now 
until we will be tak- 
ing those cooling 
after-supper rides in 
a the twilight. Summer 
will begin to open up this 
month, trees will soon be in 
bloom and with June comes the 
warm weather. Soon we—and 
thousands of others like us— 


THOSE EVENING AUTO RIDES 


motorist. And along these 
highways live thousands of 
farmers who could be making a 
nice piece of money with a 
pump out in front of the place. 

Operating from their front 
porches, these farmers can sell 
a lot of fresh vegetables and 
fruits which will soon be in 
evidence—strawberries, cherries, 


) will be taking a spin out into 
the country to cool off after the 
day's work. 


Out along these ‘“‘evening 
| routes’ — out along the miles 
and miles of paved highways, 
the city dwellers will be buying 
oil and gas. Filling stations 
are being established along the 


| highways to serve the evening 


One of the fine country filling stations located on a paved highway in Canada 


peaches, apricots, tomatoes, 
beans and peas and the many 
things the housewife likes to 
buy fresh. And the city 
dweller always has a greater 
feeling of assurance when he 
buys his eggs direct from the 
farmer. All of those things 
seem to taste better when they 
are bought fresh from _ the 
farmer. 
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Then you will remember the 
farmer who talks about market- 
ing direct and cutting out the 
middle man. Of course, mar- 
keting it direct has been the 
farmer's big problem because in 
most cases he couldn't take his 
products direct to the city 
dweller. But now he can re- 
verse the order of things and 
have the city man stop at his 
house for his fresh vegetables, 
eggs, butter and poultry. And 
what would serve better to in- 
vite the autoist to stop and buy 
than a Red Sentry pump? 


Good profit on his gas and 
oil—larger profits on his own 
products—what an_ ideal 
money-making proposition. 


Railroad Sales 


S. F. Taylor is keeping up his 
good record on railroad work. 
Recently orders have been closed 
for oil houses with the Reading 
Company, Wilmington, Dela- 
ware; Pennsylvania Railroad, 
Pittsburgh, Pennsylvania; Cen- 
tral of Georgia, Columbus, 
Georgia; New York Central, 


two oil houses at Selkirk, N. Y.,- 


another at Cleveland, Ohio. 


Bowser equipment for the 
two large oil houses at Selkirk 
will cost several thousand dol- 
lars—probably be the finest 
equipped oil houses in the coun- 
try. E. W. Knoblock, of the 
New York Office, assisted in de- 
veloping this business. 
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Rauch Sells Tanks 


John Rauch, factory sales- 
man working out of the Home 
Office, has just closed a couple 
fine orders for two batteries of 
storage and aging tanks for 
varnish. One order called for 
ten 1,500-gallon tanks for In- 
dianapolis, and the second order 
for ten 2,000-gallon tanks for 
Akron, Ohio. 


Wanted: Some Pictures 


Out along the paved high- 
ways and main thoroughfares 
there have been installed many 
gasoline pumps. ‘The advertis- 
ing manager wants a number of 
pictures showing installations — 
which farmers have made in 
front of their places at the curb, 
and he is especially anxious that 
these pictures show the manner 
in which they display their 
fruits and vegetables beside the 
pump. If you have any of 
these installations in your ter- 
ritory will you not please have 
a picture taken of it and send it 
in together with a short descrip- 


tion of the location, length of — 


time it has been in service and 

the volume of business the 

farmer has been doing. : 
—THE EDITOR. 


The man who tells you that © 
riches never appealed to him, 
that he does not care to. be 
wealthy, will lie about other 
things, too. ae 
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-§ FOP! 


Too many people in the 
hurry and bustle of life rush 
along at such‘a rate of speed that 
they fail to get all the pleasure 
they might from doing another 
fellow a good turn. Let’s re- 
move our windshield for awhile 
and throttle down to a slow 
pace which will not burn out 
the wheels of our speedometer 
but will make life's path a little 
brighter for some of those who 
are going down the path with 


us today. 


Why do people knock a fel- 
low while he is carrying his din- 
ner bucket and then when he 
cashes in, go around telling 
what a fine guy he’s been? Why 
not drop around and take him 
and his family for a ride in your 
car tonight, instead of waiting 


Breaking the News 


A Scotchman woke up one 
morning to find that in the 
night his wife had passed away. 
He leaped from his bed and.ran 
horror-stricken into the hall. 


“Mary,” he called downstairs 
to the general servant in the 
kitchen, “‘Come to the foot of 
the stairs, quick.” 


“Yes, yes,” she cried, ‘“‘what 
is it? - What.is:it?’’..- 

“Boil only one egg for break- 
fast this morning!” he said. 


JUST A MINUTE 


until he can’t enjoy it and then 


soaking your bandanna and _-rid- 


ing behind him instead of with 
him? tae 

The time to send flowers to 
your mother is while she can 
smell them. Your old father 
would probably appreciate a 
box of cigars to while away the 
long evenings. “THE BOWSER 
MAN believes that the time to 
slap a fellow on the back 1s 
while he is putting away his 
three squares a day, so— 


If you've anything good 
‘Eovsay of aman: 

‘Go say it before 

He’s laid to rest; 

For eulogies spoken 
When hearts are broken, 
Are empty things at best. 


His Desire 


“Is there a photographer in 
this town?” asked a traveling 
salesman who had not taken as 
many orders as he felt that he 
was entitled to. 

“Yes, sir-ree!’’ responded the 
landlord of the tavern. ‘‘Pro- 
fessor Dadd’s studio is upstairs 
over the post office. Figgering 
on getting your picture taken?” 

“No. I merely want to ask 
him if anybody in this dod- 
molested hamlet ever looks 
pleasant.’ 3 
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YOUR BUSINESS LETTERS 


EVERAL years ago 
there was a Bowser 
salesman (whom we 
will call Barton, so 
as not to deal in per- 
— who was a brilliant 
salesman. He had traveled over 
the country extensively and al- 
though he had gotten very little 
education in school, he had the 
appearance of a polished, cul- 
tured gentleman. He was a 
forceful speaker and in present- 
ing his sales propositions he was 
convincing; he weighed his 
words carefully and won the 
confidence of his prospects. 

On one occasion Barton was 
on a big deal with what we now 
call a Major Oil Company. He 
had made his proposal, he had 
completely sold the purchasing 
agent of the company on a large 
number of five-gallon pumps. 
The purchasing agent practically 
told Barton that he had the 
Orders, DULL yneesaid. a ttiees 
rule of our company that all of 
these proposals must be in black 
and white. Now you _ just 
write us a letter stating the same 
facts you have given me, with 
all the specifications and prices 
and then I can get you fixed 
Ons 

Well, Barton was a poor pen- 
man and refused to make any 
effort at improvement. When 
his manager would call him 
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over the coals and ask him to 
write plainer he would retort, 
“Well, if I did that then every- 
body would know what a rot- 
ten speller I am.’’ ‘Then there 
was another thing about Bar- 
ton: Brilliant a salesman as he 
was, it took a mind reader to 
figure out his order and this 
always caused considerable delay — 
at the Home Office. And when- © 
ever Barton did write a letter, it 
was one of those stereotyped, cut 
and dried, uninteresting type of 
letters. 

When an improvement in let- 
ters was suggested Barton would 
say, “Why should I bother 
trying to write a fine letter? 
Orders are what count — not 
fine letters.”’ | 

Barton wrote out his pro-— 
posal and sent it to the purchas- | 
ing agent of this great company. | 
The purchasing agent picked it 9 
up—saw that it was on a Bow- | 
ser letterhead and had an idea as | 
to what it was. But.could he | 
read it readily?—he could not. 
He fumbled it around awhile | 


trying to decipher the hiero- ; 


glyphics and at last in disgust 


he passed the letter to the file— 4 


unread — and Barton lost the | 
order to a competitor who | 
wrote plainly. 

‘There are salesmen in our | 
organization who are silver- | 
tongued orators and who could 
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sell an Eskimo a fur-lined bath 
tub, but if they had to put their 
proposition in writing they 
could not sell a Wall street Jew 
gold bricks at a dime a pound. 

A salesman’s letter to a cus- 
tomer or a prospect is nothing 
more than the salesman himself 
put down in black and white. 
From an examination of his let- 
ter an experienced man can tell 
almost everything about the 
salesman he wants to know. 
From the care exercised in dot- 
ting the i's and crossing the t’s 
your reader may judge you care- 
ful or careless. From the plac- 
ing of punctuation marks your 
reader may discern whether or 
not your mind works logically 
and whether you can carry a 
straight line of thought. In 
fact, the entire character of a 
man can often be judged from 
his handwriting. 

When the whole proposition 
is simmered down it can be 
summarized thus:: “If a let- 
ter is worth writing at all, it is 
worth writing well.’’ No one 
expects a salesman to write a let- 
ter like a professor of Eng- 
lish—that is not necessary—but 
if the average salesman would 
just write like he talks he could 
make every letter a strong sales 
letter. No salesman would ap- 
proach a customer with an 
opener like this: ‘“‘Having de- 
cided that you are a prospect for 
a gasoline pump and as I repre- 
sent the world’s largest manu- 


facturer of said article, I beg to 
state See ihaeew ould, of 
course, be ridiculous. No sales- 
man would talk like that, but 
when he comes to write a letter 
he sits down and tries to see 
how hard he can make it. 

In modern business parlance 
all of this preliminary “‘beg to 
state’ stuff is bunk—go ahead 
and state it and tell your story 
just like you would talk to a 
man. Stay away from all of 
those trite, shelf-worn, stock 
model phrases . like ‘‘beg to 
state.’ [The day of making a 
business letter sound like a legal 
document is past and now a 
letter must be made interesting. 

When you take the time to 
sit down and write a letter you 
expect that letter to accomplish 
a definite purpose. If that let- 
ter is worth writing at all it is 


worth writing well. 


Selling Omaha 


EVO Jonnson. ou. Omanad, 
has been sending in a nice vol- 
ume of orders that are certainly 
putting Omaha on the map. 

Bill Gillette told us last 
month that Johnson and 
Mooneyham, the Omaha service 
man, work hand in hand and 
when Johnson places a pump he 
can feel assured that it will be 
well taken care of by his part- 
ner. 

Fine co-operation, men! 
Congratulations! 
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KNEW ME °° 2°)? 


If I knew you and you knew me, © 
-“Tis seldom we would disagree: 

But never having yet clasped hands, 
Both often fail to understand 

‘That each intends to do what’s right 
And treat the other “honor bright.” 
How little to complain there’d be 

If I knew you and you knew me! 


When we ship the wrong pump by mistake 
- Or on your status sheet an error make, 

From irritation you'd be free 

If I knew you and you -knew me. 

Or when payments don’t come in on time, 

And salesmen write us nary a line: 

We'd wait without anxiety 

If I knew you and you knew me! 


. \ 
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Then let no doubting thoughts abide 

Of firm good faith on either side; 

Confidence to each other give; 

Living ourselves, let others live. 

But any time you're down this way 

Stop in my office, what d’you say, 

We'll get acquainted, don’t you see, 

And I'll know you and you'll know me. 
(Apologies to Nixon Waterman) 

—Contributed. 
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What Is Your Percentage? 


“Someone said recently that 
if a man sells you his brawn, 
he sells you 33 1/3 percent of 
himself; if he sells you his 
brawn and his brains, he sells 
you 66 2/3 percent; but if he 
sells you his brawn, his brains 
and his heart, he sells you 100 
percent. 


“Brawn and brains are pur- 
chasable, but the heart of a man, 
his good-will, his desire to do 
his best, cannot be purchased. 
It is something that comes from 
an innate conviction of the man 


that his present welfare, his fu- 


ture and his happiness are inte- 
gral parts of his job and that 
it devolves upon him to take 
care of all three by giving to 
his job the best that is within 
him. 

“Have you this conviction? 
Can you honestly admit to 
yourself that you are giving the 
best that is within your power? 
Are you boosting the organiza- 
tion, or are you continually crit- 
icizing and indulging in petty 
“knocking’’? Are you more in- 
terested in what the other fel- 
low is not doing than you are 
in what you are doing? If you 
are doing all that you are sup- 
posed to do, there should be 
very little time left to inspect 
the other fellow's work. 

“What is your percentage? 
Take stock of yourself. Do it 


with an honest spirit and do it 
efficiently.”,—From a Y. M. C. 
A. publication, contributed by 
I. D. Bone. 


“Dad” 


If he is wealthy and promi- 
nent and you stand in awe of 
him, call him: “‘Father.’’ If he 
sits in his shirt sleeves and sus- 
penders at ball games and pic- 


nics, call him ‘‘Pop.”’ If he tills 
the land or eet _ Sunday 
school, call him ‘‘Pa.’’ If he 


wheels the baby carriage and 
carries bundles meekly, call him 
‘Papa,’ with the accent on the 
first syllable. If he belong to a 
library circle and writes cul- 
tured papers, or is a reformer in 
politics and forgets to vote, call 
him ‘‘Papa,”’ with the accent on 
the last syllable. 

If, however, he makes a pal 
of you when you're good, and 
is too wise to let you pull the 
wool over his loving eyes when 
you're not; if, moreover, you're 
sure no other fellow you know 
has quite so fine a father, you 
may call him “‘Dad’’—but not 
otherwise. 


—Bindery Talk. 
A Good Fellow 


“How much do you charge 
for weighing hogs?” asked a 
gentleman of a local market 

man. 

“Oh, just get on; [Il weigh 
you for nothing.” 
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THE PANORAMA OF PETROLEUM--- 
ACCUMULATION OF OIL 


Reprinied by Special Permission from 


N spite of much study 
of the causes and 
results of what is 
known as the migra- 
tion of petroleum, the 

ree that we have is still 
incomplete, but constant ob- 
servation is adding to this fund 
of information day by day. 
‘There is a general belief among 
those who have studied this 
phrase of petroleum history 
that oil was most largely pro- 
duced in the shales because it is 
in the soft mud and sediment 
that the greater part of the ani- 
mal and plant remains were 
deposited. 


Effect of Specific Gravity 


One of the chief causes for 
the movement of crude pe- 
troleum from the point of 
origin to the present location is 
doubtless the different specific 
gravity of oil, water and gas. 
Oil is lighter than water, and 
as it does not mix with it, the 
oil floats on the water and is 
driven ahead of the water as the 
latter runs along through the 
pervious strata below the sur- 
face of the earth. When the 
oil is forced to the surface of 
the land it seeks a lower level 
just as other liquids and unless 
held by some obstruction which 
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“Fuel Oil” 


may be natural or artificial, it 
usually finds its way to some 
body of water, where it floats 
on the surface and is carried 
along with the water until 
caught by some obstruction or 
until it is vaporized in part at 
least and is lost to man. Water 
below the surface of the earth is 
in constant motion, more or less 
rapid according to the amount 
of obstruction which it meets in 
its passage along the channels in 
the earth’s strata. 


The water falling on the 
earth's surface in the form of 
rain, snow or mist sinks be- 
neath the surface at least in part 
and some portions of this be- | 
low-t h e-surface moisture are 
taken up by the roots of veg- 
etable growth, but some portion 
escapes and sinks deeper into the 
earth. ‘That falling on the 
higher ground seeks lower levels 
and the distance beneath the 
source constitutes the ‘‘head’’ in 
theory, although water does not 
necessarily rise to the level of 
its source. It may be held back 
by friction, or again it may, as 
will be shown when the sub- 
ject of capillary attraction is 
considered, rise to a higher level 
than the body of water from 
which it flows. The “head’’ is 
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really the pressure of the water 
and indicates the height to 
which it will rise in any par- 
ticular place. [his head -or 
pressure causes the water to 
move along through the vari- 
ous pervious or porous strata 
driving oil and gas ahead of it. 


‘The gas pressure, that is the 


cause of the gusher type of oil - 


well, is exerted in all direction. 
When the drill breaks through 
the cap or overhead enclosing 
rock, which is always an im- 
pervious layer above the oil 
sand, the gas pressure is relieved 
at that point and the gas with 
or without oil rushes out. If 
the drill penetrates the upper 
part of the bend or fold in the 
oil-bearing strata, the gas which 
is above the oil rushes out and 
may be followed by the oil. If 
the drill penetrates the oil-bear- 
ing sand below the height to 
which the oil has risen in the 
folded strata the back pressure 
of the gas may force the oil out 
with great force. ‘lhe gas pres- 
sure being exerted in all direc- 
tions is not an important fac- 
tor in the migration of oil from 
place to place, except as some 
vent is made through which the 
gas may force its way upward. 


The weight of the earth’s 
crust is enormous. At the sur- 
face this weight is not felt, ex- 
cept as the pull of gravity, but 
as the depth beneath the surface 


is exactly the same as when a 
load is piled on some article or 
group of articles on the surface. 
For example, the foundation of 
a house bears the weight of the 
entire structure. As the walls 
are built brick by brick the 
pressure on the foundation be- 
comes just that much greater. 
If the foundation is not solid or 
the weight is too great the 
weight of the walls may crush 
the foundation and wreck the 
building. If the weight of the 
tallest building is multiplied 
many thousand times, some idea 
may be had of the pressure 
exerted by the weight of the 
crust of the earth on all parts of 
the earth beneath the surface 
structure. 


Particles in porous stone will 
be crushed together and what- 
ever is inclosed between these 
particles will be forced out. All 
liquids, including oil, are prac- 
tically non-compressible and 
transmit force in all directions 
so that the pressure of the 
earth's structure results in the 
driving of all oil and water 
from the rocks at great depths, 
in fact the result of this enor- 
mous pressure is to cause the rock 
themselves to flow like liquids, 
corresponding to the movement 
of tar or wax when squeezed 
between two paving stones. 
This rock pressure is believed to 
be a very important cause in 
bringing the oil from _ great 
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depths towards the surface of 
the earth. 


At great depths the earth 1s 
much warmer than on the sur- 
face, the temperature increasing 
on the average about one de- 


gree Centigrade for each fifty 


to one hundred feet. At great 
depths this fact may be of some 
importance in the migration of 
oil, but at depths of less than 
4,000 to 5,000 feet it is prob- 
ably not important. 


Capillary Attraction 


Probably the greatest factor 
in the migration of oil is that 


property of matter known as 


capillary attraction. “This may 
be described as the tendency of 
liquids to ascend small openings 
or pores in solid matter. ‘The 
use of the blotter is founded on 
capillary attraction. With a 
piece of blotting paper it is easy 
to show a number of facts re- 
garding capillary attraction. If 
two pieces of paper are taken, 
made from the same material 
but one not calendered or 
ironed as the blotting paper and 
the other given a more solid 
structure and a harder surface by 
putting it through the calender- 
ing rolls, the blotting paper will 
drink up the water in the cup 
into which it is dipped and even 
raise the water to a considerable 
height in the paper. ‘The cal- 
endered, harder paper will not 
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show the same degree of cap- 
illary attraction. 


Counteracting Capillary 
Attraction 


Different liquids have various 
degrees of attraction and it varies 
under different conditions and 
with various solid. Heat de- 
stroys capillary attraction if suf- 
ficient. Water has a much 
greater capillary attraction than — 
oil, about three times as great, 
so that when the two are pres- 
ent in the same earth structure 
the tendency is for them to ac- 
cumulate in different parts of 
that structure, the water rising | 
in the smaller tubes and the oil 
being forced into the larger 
spaces. 
the water, with the gas if any, 
above the oil. 

The exact process by which 
the remains of animals and 


plants were in ages past turned 9 


into petroleum is not known, | 
but the facts are sufficiently evi- 
dent that petroleum does come 
from such remains. It is evi- 
dent that at the time that the § 
remains were deposited in the § 
slime or mud at the bottom of 
some primeval sea, that body of | 
mud or slime must have been | 
soft in structure and in form- | 
ative condition. With the de- | 
posit of sand or limestone over | 
the mud a constantly increasing | 
pressure was caused that would 
tend to drive the oil from its | 


The oil is always above 
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first position up into the harder 
yet more porous sandstone, 
forming reservoirs of oil con- 
tained in the minute pores of the 
containing rock which would 
be of a sedimentary nature. 
The smaller pores or the con- 
densed shale rocks resulting 
from the bordering of the mud 
under heat and pressure would 
attract the water, which would 
drive the oil out and upward 
into the larger pores of the 


‘| sandstone. 


O1l Pools 


The migration would thus 
continue, the various forces act- 
ing to bring the oil together and 
nearer the surface. Where the 
conditions were favorable there 


Costs Item 


A colored gent took out a 
| marriage license. A few days 
later he asked the clerk to sub- 
stitute another woman’s name 
for the one on the license, as 
he had changed his mind. He 
was told it would cost him an- 
| other dollar and a half. 

“You mean I got to get a 
new license?’ 

/ Yes, said the clerk: 

The applicant replied with 
_| an air of determination, ‘‘Never 
| mind, boss, this ol’ one will do. 
Mar aint no dollah an’ a half 
difference ‘tween dem two, no- 
how.”’ 


would be a concentration of oil 
in larger quantities than else- 
where forming the oil pools, 
which when sufficiently numer- 
ous and extensive form the 
greater oil fields. | Having se- 
cured by the aid of the geologist 
the location on the surface be- 
neath which it is believed that 
oil will be found in sufficient 
quantities to make it profitable 
to drill for it, the next task is 
to drill the well and bring the 
crude oil to the surface, where 
it may be put to the thousands 
of uses to which man has so far 
applied the products of petro- 
leum. [he methods used to lo- 
cate and drill wells will be the 
next story in the panorama of 
petroleum. 


No Rhyme or Reason 


‘Teacher asked her class \if 
they could compose a rhyme 
using the word ‘‘Nellie.’’ She 
finally called on Johnny Jones. 
Johnny arose, much _ embar- 
rassed : 


‘There was a little girl named 
Nellie, | 
Who fell in the water and wet 
her little feet.”’ 
“Why, Johnny, that doesn’t 
thyme.” 
“IT know it doesn’t. The 
water wasn't deep enough.”’ 


—Pure Oil News. 
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Do You Remember Way Back When--- 


The Canadian Office at Toronto looked Itke 
this? This picture was taken way back in 
1907 when styles were somewhat different 
than they are today. The black hatred chap 
on the stool is none other than Harry Christie, 
who now heads our Canadian Organization. 
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~ When Orders Are Not Carefully Written--- 


| SALESMAN MAKES Towa) (INTHE NEXT MAIL) {WHat THe >} 
OUT BIG ORDER _ |ILLSIGN) SALES MANAGER ss = 
ma SF 


CALLS IN 
STENOGRAPHER 
TO HAVE 
HIEROGLYPHICS 
DECIPHERED 


STENO CAN'T 
MAKE IT OUT. 


2 SHIPPING CLERK 
CAN'T MAKE IT OUT. 


SALES MANAGER WIRES|, DEALER WIRES BACK 
DEALER To PLEASE |"AMTOO BUSY 
WIRE HIS OROER BACK 


COLLECT. YEH Bo! 
y eee 


) 


Indecision 


Indecision! How it robs a man 
of the power to act and be of 
service to his fellowmen! It is 
better for a man to have decided 
wrongly than never to have de- 


cided at all. 


Indecisions clutter up the mind 
and rob it of the power to concen- 
trate as effectively as if it were a 


galley slave weighted down by 
chains. 


Learn to make decisions 
promptly. You will not always 
decide right, but on the average 
your score will be remarkably 
high and you will win the ad- 
miration and respect of the ma- 
jority of men... 

—N.C. R. News. 
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Opportunity Time 


The 30th of June marked the end of the 
first half of our business year and the Man- 
agement has found cause for expressing to 
you at this time their appreciation of the 


efforts expended and results secured by you 
all. , 


From the records of the first six months the 
Management is also justified in expecting even 
greater effort during the last half of the 
year; I have personally promised that my end 
of the organization is going to produce as 
they never have before; I know that you 
men will back me up and help make good 
this promise. 


You know that the months:of July, Aug- 
ust and September are harvest months in the 
automobile lines of business. In fact, busi- 
ness in this field is so great during these 
months that automotive jobbers, dealers, re- 
pair shops, etc., as a fixed policy, do not grant 
vacations during this period. Instead, busi- 
ness hours are running from 16 to 18 hours 
a day and as a result cash registers and bank 
books bulge to the verge of bursting. “[Chou- 


Continued on Page 19 
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A LINE AT A TIME 


You don't necessarily have to be tanked to buy a gasoline pump. 


Some folks play WORK on the piano of life with variations; 
others play it with perspiration. 

A “hard boiled egg” is slang for a fellow who has been kept 
in hot water too long. 


We suggest a party platform of bricks in place of the standard 
planks. Bricks are easily thrown and there is no danger of 
slivers. 


In tennis the term ‘‘Love,’’ used to designate the score, means 
“nothing.”’ Probably originated in the divorce courts where 
domestic rackets play the deuce with one time affection. 


It is said that a certain inventor is working on a device whereby 
one may see the party at the opposite end of the telephone line. 
If such a device is perfected the answer to ‘‘What have you got on 
tonight?’’ will be obvious. 


We've heard of the fellow who could make it rain, but where 
is the guy who can make it stop? 


What's become of the old-fashioned mother who used to sing 
the baby to sleep? Answer: She now jabs head-phones on the 
youngster and turns a dial. 
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Balloon tires have built-in 
parachutes. When you go over 
a bump they let you down easy. 


The man who seeks a soft 
job generally flounders in the 
mire. ‘The harder the job the 
broader and firmer the road you 
travel. 


If a man is going up he takes 
an elevator; if he’s on the way 
down there’s always some one 
willing to give him a push. 


To advertise is to promise. 


When a man sends out word 
that he is too busy to see a sales- 
man it is a pretty good indica- 
tion that his brain is too small 
to hold another idea. 


According to Emerson — in 
his essay on The Law of Com- 
pensation—for everything that 
goes up something must come 
down. To prove the truth of 
such logic put on a new linen 
collar and sit out in the sun 
when the mercury _ scoots 
heavenward. 


There are a lot of men sitting 
around waiting for their ships 
to come in — ships which have 
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been confiscated by Prohibition | 
authorities. 


Most of the big men in this 
country never stop to think 
where they intend to wind up; | 
they're too busy doing the 
winding, 


Never tell anyone “It can't 
be done!’’ ‘There's a bird right 
behind you who can do it. | 


Our idea of Freedom of the | 
Press is to have the crease in a- 
pair of trousers run way up to- 
the belt straps. 


Lots of fellows spell per- | 
severance P-B-R-C-¥-V-E-Reg 
AGN. Ge. 


The lines of least resistance. 
are made of rubber. 


Only three billiard balls can 
be made from the average ele- | 
phant tusk. “There seems to be. 
an enormous number of folks | 
who have a fortune on their 
own shoulders and don’t know |, 
1; 


Quality would be an un-— 
known thing if “U Sand i 
weren't in it. 


‘man mules. 
‘complete without one. 
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BILL STICKS 


TELLS how to 
SELL the human MULE 


Y Uncle says mules 
is human. 

He ought to know. 
He buys and _ sells 
“em. 

But I say some humans is 
mules too. 


I ought to know. I sell ‘em. 


All us salesmen for Bowser 
has seen the second kind—hu- 
No territory is 


For just plain orneryness he 
beats the ordinary mule forty 
ways. ‘ 

As my Uncle says, some 
‘mules don’t know no better. 


But a human mule is that 
way ‘cause he likes it. 


The human mule you boys 
‘know needs Bowser equipment. 
He knows he needs it. He 
wants it. But he’s a mule at 
heart. ‘Therefore he brays, 
kicks, balks and just naturally 
makes a ordinary mule look 
foolish. 

But no mule, human or 
otherwise has got all the endur- 
ance, 


After reading Bill’s theory 
on selling the stubborn cus- 
tomer you may recall instances 
in which you have encoun- 
tered prospects with natures 
similar to that of Bill’s pet. 
Write us and tell how you suc- 
ceeded in selling them. 

My Uncle backs me up in 
that statement. 

And second, no mule, hu- 
man or otherwise, has got all 
the brains. 

‘That's why, in spite of the 
famous William Jennings 
Bryan, no mules has_ been 
elected President yet. 

Plain orneryness on the part 
of a prospect has spoiled many a 
salesman. 

We'll admit it’s darn discour- 
aging. 

He admits he needs gasoline 
or oil equipment. There's noth- 
ing wrong about your product; 
HOw sit it seas, GOOd as any) OL 
bettersthes price is. Oy Kieves 
I like your company, but I 
won't buy. 
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His hind feet are up near the 
ceiling. You can’t get near him 
from the rear. He ain't said so, 
but he looks like he was ready 
to let loose any second. 


Ain't mules aggravating? 
But boys, mules can be beat. 


When I started out as a sales- 
man I went to my Uncle's to 
make a thorough study of 
mules. 


He had just bought a young » 


mule colt —- the best imitation 
of a human mule there 1s. 


‘The second day I was there 
my Uncle says would I take this 
colt to town and have him 


shod? I would. 


And right then and there I 
learned a trick which has ‘en- 
abled me to sell many a human 
mule since. 


I got that mule to town and 
into the blacksmith’s shop by 
yelling ‘“whoa’ when I meant 
“git ap’ and ‘‘git ap’ when I 
meant “‘whoa.”’ 


The blacksmith’s name was 
Pete. 


Lbeteye ulusaldiny Cyiclew oe 
wants this darn mule shod all 
around: skits. nowe9?/00) eaem,. 
I'll come back for him at 4:00 
this evening and what you don’t 
have done you can finish tomor- 
row.” 

Pete looked at the mule and 
let, outa ‘stream’ “ofiitobacco 
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juice that nearly put out the 


fire. 


“Young man,” he says, “‘you 
set down in that chair over 


there in the corner and in one | 


hour and thirty minutes you 
kin have back your mule — 


shod.’ 


He never said a word about | 


charging admission, so I sat 


down to see the show. 


Pete went on with his work 
of putting a thrown shoe on 


some old nag that was in the. 
chair when the mule and [| got | 


there and finally, when the last | 


nail had been driven home, he 
straightened up and says, 
““next,’’ meaning Uncle Joe’s 
mule. 


This blacksmith ran a one. 


chair shop; ‘so” | sgogeipeang 
started for the mule, calculating 
to help Pete... 


He motioned me to sit down 
agate sel aide 


Well, I was disappointed. By | 


coaxing, soft words, and gentle 
caresses Pete manicured my 


mule’s feet and made ready to | 


pull the shoes from the fire. 
Right then and there was 


when that mule began to show | 


his human side. He got so hu- 
man it hurt. The smoke from 
the shoes got in his eyes and as 


a result he couldn't see where | 


he was kicking. He got so darn 


careless that finally Pete laid | 


The 


down his tools and walking 
Wmoaver to my corner says, “‘Son, 
that mule needs a blame good 
: beatin’.”’ 

“More than that,’ he adds, 
“I’m going to give him one.”’ 

Honest boys, I reminded him 
that he was a married man and 
lwoad two children. I used all 
»my selling dope in trying to 
argue him out of a plain case of 
suicide. Nothing doing. 

Pete got a pick handle out of 
the corner. 

It was a short pick handle at 
‘that, about three feet long. 

He walked over behind the 
mule. 

He grabbed the mule’s tail 
about six inches down from 
‘where it starts to grow. 

I looked around for a tele- 
‘phone. I wondered how thick 
‘the brick wall was behind Pete. 
I wondered what kind of flow- 

‘ers would be appropriate. 

I finally decided on a large 
flowered horse shoe with stars 
‘extending in all directions on 
wires and — 


Crack!. Pete hit the mule an 
awful wallop. 


I hid my face. 
ick; 


crack. 
And so on for a long time. 
Finally all was quiet. 


crack, slam, bang, 
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Man 


I looked up. 


Pete was still there — so was 
the mule. 


Pete put four shoes on that 
mule in about 20 minutes. 


He pulled out his watch and 


SAVsi. i Lt saustr Ut oucetlere:s 
your mule.”’ 
bPetcwerl? sate eexplainetG 


me why you had the nerve to 


go up behind that mule and lick 


the whale out of him with a 
three-foot handle.”’ 


Pete laughed. 


“You saw me hold his tail? 
Well, when he raised up his 
hind legs to kick I pulled him 
down on the floor again. Noth- 
imigito tits No: mule’ can) kick 
unless he raises up off the floor.’ 


And boys, ain’t it the truth? 

No mule, human or other- 
wise, can kick unless he’s up in 
the air. 


When the Good Lord made 
Human mules he left off the tail. 
But believe me, every mule has 
got one and it’s up to you to 


find it. 


When you locate it — hook 
on and stay on — until he’s got 
no more up-in-the-air left in 
him. 

I know a human mule whose 
SCAT Mm ismuishin es 

I held him down to earth by 
swapping fish stories with him 
for ten minutes. 
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I know another human mule 
whose ‘‘tail’’ is his automobile. 


I held him down by letting 
him take that car apart and put 
it together again with his 
mouth. 


And so forth and so forth. 


Boys, to sell the human 
mule — look for his tail.’ 


And when you've located © 
it — get on and ride. 


All of which, I claim, is some | 
tale. 


This is what happens when 


Klotzg---- keeps 
EVERLASTINGLY 
ATIT 


About a month ago, E. F. 
Klotz, veteran Bowser salesman, 
and now carrying the grip out 
on the Pacific Coast under Ed 
Savercool, sold a dry cleaning 
order which we understand is 
the largest such order ever sold 
in the San Francisco District. If 
you know the salesmen working 
in that territory, the above 
Statements inace. wD yee me 
Marsh, Assistant to Mr. Saver- 
cool, means something. ‘The 
order covers two complete Aux- 
iliary Clarifilter Systems and 
four 2-inch 704 power pumps. 


‘The interesting thing about 
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the whole transaction, and per- | 
haps the most significant, is the — 
fact that the customer was orig- 
inally approached in 1909 but | 
said that he was building his , 
own system and would use 
steam pumps. When the Clari- 
filter was put on the market, 
another effort was made to sell 
this firm, without much success. 
Mr. Klotz has been working on | 
the proposition since July, 
1923—almost a year. 


What is it N. W. Ayer & 
Son says—oh, yes! Keeping } 
Everlastingly at It Brings Suc- | 
cess. 
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Courtesy 


in Business 


By 


MRS. MYRTLE DAVIS 
who PRACTICES it in her 


EVERYDAY LIFE 
AM sure all of the 


readers of this article 
will agree with me 
that the greatest sin- 
gle asset of any suc- 
cessful business, is Courtesy. 
One might as well conduct a 
without capital as 
without Courtesy. 


Generally speaking, by Cour- 
tesy, we mean the little daily 
forms. and conventionalities 
Bi bich ate, taught to all of 


| us from our youth up. Cour- 


tesy is the outward sign and 
expression of respect and con- 
sideration for other people's be- 
liefs, time, comfort, pride and 
convenience. It is the embel- 
lishment that adds tone and 
harmony to matter of fact 
routine — the oil which lubri- 
cates the machine of commercial 
good fellowship and promotes 


the smooth running of the 
many units in an organization. 
Courtesy. radiates a spirit of 
good feeling that we are not 
working entirely for a reward 
in a material way, but for the 
pleasure we gain from polite 
dealings and friendly association 
with others. “The world is a 
great storehouse from which we 
can take out no more than we 
put in — we get returns in pro- 
portion to what we give in 
service. 


The day has passed and gone 
when large business concerns ig- 
nore the complaints of their 
customers. Instead, experience 
has proved to them that first of 
all, a satisfied customer is highly 
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essential, and this can be ac- 
quired by giving prompt atten- 
tion to his request and efficient 
service wherever required. “The 
Good Will of a customer is the 


and aggravated about the mat- 
ter. It is then that we come in 
contact with the worst side of 
the customer's disposition, and 
what can better smooth out the 


most forceful ad- 
vertisement for 
any business and 
a little courtesy 
extended often 
proves to be the 
stepping stone to 
large orders and 
profitable bust- 
ness. 


I could think 
of no better slo- 
gan for the Bow- 
ser Organization 
than ‘‘Courtesy 
Pits Gy wien 
motto has appar- 


Mrs. Davis, as many of 
you know, was, until 
recently, a very helpful 
and ambitious member of 
the Kansas City Office. In 
her connection there she 
always extended her best 
efforts in behalf of Bowser 


% Company and we have - 


others’ word for it that 
she succeeded in a splen- 
did way. Although Mrs. 
Davis is no longer with 
us, we are glad to publish 
the article which she took 
time to prepare before the 
Kansas City office was 
closed. It would be a fine 
thing if we all could re- 


difficulty than a 
kind, well mod- 
ulated voice over 
the telephone, or 
a polite letter or 
w ire—in either 
case, assuring him 
that his troubles 
would receive 
prompt attention. 
In other words, 
it 1s necessary to 
administer what 
I .mightercaneeras 
little soothing 
syrup. By this, 
I mean anything 
that will 
the customer and 


quiet *| 


ently already member and practice the 
been truly adopt- teachings which she gives 
ed throughout the us. 
various depart- ~ 
ments. 

Being associated with the 


Service Department, which is 
headquarters for most all com- 
plaints and grievances, I find 
that we have a splendid oppor- 
tunity to practice the subject of 
this article. For instance, when 
a pump user sends in a request 
for service, complaining that 
something or “‘‘everything’’ is 
wrong with his pump, whether 
by telephone or letter, it is very 
evident that he is much irritated 
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make him feel 

easy. It may be 

something you 
can give him with a spoon, or 
it may be a kind word, or just 
the tone of your voice. 


At the Kansas City Office we 
give our very best efforts to sat- 
isfy a customer and even though 
sometimes the consideration and 
courtesy shown him may cost 
us money, it is charged up to 
“Good Will” and used for fu- 
ture profits. Wouldn't it be 
fine if we could always feel that 
life is not too short and we are 
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never too busy to be courteous? 
Then, too, if we would carry 
plenty of the ointment of good 
cheer in our daily tasks, we 
would be surprised to see how 
much smoother things will run 
with us. 


All of us are human and ap- 
preciate kindness and attention. 
How natural it is for us to 
patronize the hotel where we 
have received good treatment-—— 
the bank where they are the 
friendliest — and the store or 
shop where the proprietor and 
‘employees are the most cordial 
and courteous. lo be sure, one 
would choose to pay more for 
an article. where they are 
courteously treated than to buy 
Bihalf price from - a> grouch. 
mepenesDow true. if is that 
courtesy is actually the keynote 
to successful salesmanship, as 
well as increased patronage of 
any business. Frequently have 
I purchased articles which I had 
not intended to buy, only be- 
cause of the cordial and pleasing 
manner of the saleslady and her 
sincere interest in making the 
sale and her efforts to satisfy her 
customer. Likewise, it is an art 
to properly decline or refuse the 
offer or request of a customer or 
business associate, without of- 
fending or losing his good will 
to a greater or less degree. 


_ Il once heard of a manager of 
a large corporation who would 


inquire of his salesmen when 
they came in at night, NOT 
how many accounts they had 
squared up that day—but how 
many friends had they made for 
the company. 


After all, how dependent we 
are upon the public — how 
necessary it is to win the favor 
rather than the displeasure of a 
customer. How better can we 
do this than by being courteous 
and polite, always speaking 
kindly and perhaps throwing in 
a SMILE for good measure. 


The Bowser Company is 
known throughout the world 
for its wonderful product.’ May 
we, as Bowser employees, all 
join in helping to establish for 
THE BOWSER COMPANY 
just as high a rating for friend- 
liness and business courtesy in 
the eyes of the world. 


THE: SALESMAN MUST— 


Consider even the apparently trifl- 
ing matter of haircut, of necktie, of 
shirt and collar, of shoes. 

Remember that personal appearance 
has a twenty-five per cent value in 
selling to women and ten per cent to 
men. 

Avoid apparel, because 
even humble people like to do busi- 
ness with salesmen better dressed and 
with better manners than they pos- 
sess.—T. P. A. Magazine. 


PEITCUS SL 
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High Spots in 

Company 

and Individual 
Affairs 


In the Past Thirty Days 


The Declaration of Inde- 
pendence hasn't anything on 
Messrs. C. A. Rhoads, E. Stein- 
hauser,” Pi Es Stouffer) G.aW. 
Allen and W. F. Eichelberger. 
We know for sure that these 
men are celebrating birthdays 
this month and THE BOWSER 
MAN will explode an extra can- 
non cracker on the 4th in honor 
of these youngsters. 


If we've overlooked anyone 
whose birthday comes in July 
—tell us! 


Gee oRhoads ands We eee 
Eichelberger represent Bowser in 
Albany territory; 9 ber otemn- 
houser flits about over Fort 
Wayne territory; P. E. Stouffer 
is a Home Office man in the For- 
eign Sales Department, and 
George Allen peddles pumps up 
in Wisconsin. 


V. J. Burgess, who spreads 
the Bowser gospel in Honolulu, 
(lucky stiff) believes in adver- 
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(Current 


tising, as a paper, which he sent | 
us a few days ago, proves. It’s 
called ‘“The Nippu Jiji,’’ what- | 
ever that means, and in it there 
was a Bowser advertisement 
showing a Figure 99, described | 
in glowing Japanese characters. 
With the ad was a reading no- | 
tice, an illustration of which is | 
reproduced for the benefit of § 
those who may be studying they | 
language. 


te Sys, 


ER er tees OC. FA1 es Cave 
A ii athe Ze # 4 | Rid » a tio « 
e $5 a HNO o OS Zr GAR > meee! 
SHS O Me it > a RPO 2 ic Iss Uf 
4s ESTH2 CO) F oy Oia 7 ee 
& ‘erie get K 1 week wet Za 
Beub~ 1 HIS w KS Weegee Ss | *K 
Bo BR SS als FG oe aes ee 
HS ACS OA Std le ») 
Ab ES ARG Oe oo eae 
bop, cos 7 EBT ARG G AN fepan oes “72 

+ 6 Bo ARSE a Soe ees 

he ise ie DD WE A Bas ee 


The translation» or thea 
‘reader’ follows: “‘BOWSER | 
CORRECT MEAs Ra 
PUMP. The majority of the }} 
gasoline pumps installed at serv- 
ice stations through Hawaii are 
of the Bowser type. The re- | 
cently inaugurated Ogatu Serv- 
ice Station on South King 
Street, Pawaa, is also of the 
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i, Vents 


| Bowser type and was installed 
iby Mr. Burgess, local agent of 
| the pump. The pump measures 
the amount of gasoline accur- 
ately and expedites the filling of 
oil, so the autoist may without 
|'fear ask for service.” 


It reads like the sunburned 
author got rather excited toward 
the last but we understand 
Wihat's part of the honorable 
game. 


While we do not confess to 
‘any proficiency in any language, 
\wed almost swear that the 
minety-third character from the 
dower right hand corner was 
misspelled or whatever it is they 
call it. Regardless, Mr. Burgess 
is securing an excellent volume 
of business. in the Islands. 


aoe Villican. until. re- 
cently Director of Foreign Sales, 
has been placed in charge of the 
Service and Sundries Depart- 
-)ments. Mr. Milligan will con- 
-\duct these two departments 
along the usual program of 
prompt and efficient service, but 


a ey 


he will also carry into his new 
work, a sales viewpoint which 
will materially develop these 
departments of our business. 


L. E. Porter, Assistant Gen- 
eral Manager, will assume the 
supervision of Foreign Offices 
and Sales. 


Effective recently, we have di- 
vided our service and sales work 
in the Kansas City District and 
have moved from our former 
office in the Davidson Building. 

Under the new plan of op- 
eration, C. H. Pridey will be in 
charge of all sales activities and 


service headquarters will be lo- 


cated at RUhos Ba bo thor 


R. R. Dooley, of the Foreign 
Sales Department, has returned 
from a business trip to Mexico. 
We understand that ‘‘Mike’’ 
was offered a generalship or 
something in the army down 
there but refused on account of 
not liking the beans which 
make up the fighter’s bill of 
fare. ‘‘My, but it’s hot down 
there,’ remarks our co-worker 
—meaning the weather, Mike? 


Denver telephone directories 
now carry a listing ‘“‘Bowser 
Pump Service,’’ which reminds 
us that the Denver office is now 
functioning as a sales and serv- 
ice headquarters for that terri- 
tory at 1616 Broadway. 
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A general view of the scene 


of the payroll robbery in 
which four masked men 
mooched $30,000. Insert 


shows one of the guests regts- 
tering surprise. Photo by Un- 
derware Studios. 


PAJHEN H. G. Wells, 
| that famous author, 
wrote his more fa- 
mous+b.0 Ok, saline 
eS Outline of History, 
he devoted not a few pages to 
the savages who roamed the 
earth in the early days. No 


2 
( 
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SA VAG. 


A Tale of the 
FOUR | 
HORSEME}}) 


mention was made, however, off 
latter day species which, nd 
doubt, accounts for the fact tha) 
the activities of U. G. Savage 
who roams Pittsburgh territory 
in the interest of Bowser, re! 
main unsung. 


U. G. has cave-manned hil! 
way through many hard-goins#" 
sales problems and his reputa}” 
tion as a consistent producer o'f 
business is well established. | 


As Socrates remarked oncify 
upon a time, “the harder theyf 
are the bigger they fall.’’ Which} 


| sunday school proverb describes 
}in incident which tamed our 
savage—for the time being. 


_ It seems that Savage was re- 
quested to make a trip to Pat- 
yon, Penn., to see a prospect for 
\30wser equipment, and, in his 
usual haste to get on the job, 
)oolishly boarded an interurban 
ilready inhabited by the pay- 
)naster and two guards of a con- 
| truction company. ‘The pay- 
)naster carried $30,000 in cash 
jind several apprehensions which 
jater proved to be well founded. 
it has also been determined by 
series of mathematical calcula- 
jions that this same interurban 
jarried four (4) graduate high- 
vaymen—-gentlemen, no doubt, 
»ut highwaymen, nevertheless. 


Savage's watch said seven 
niles out of Indiana, Penn., 
the four highwaymen 
jalled the meeting to order. A 
very dense woods added to the 
jiatural hazards in which the 
,/ 2otorman obligingly stopped 
i he car at the request of one 
Wbber and two “‘gats.’”’ The 
ither three members of the firm 
nvited the passengers outside 
Or a game of put and take; the 
iaymaster did the putting. 
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While all this hustle and 
bustle was going on the_high- 
waymen kept firing their guns 
through the car windows and 
into the ceiling and floor; a fel- 
low traveler was shot through 
the side but fortunately it 
proved to be a slight wound. 


And so, as Savage and others 
of the party stood lined up 
against the side of the car, arms 
and hair pointing heavenward 
(see illustration above. Insert 
shows a close-up of U. G.) the 
highwaymen boarded the car, 
accompanied by $30,000 and 
asked to be excused. Passengers 
were kindly allowed to keep 
their valuables—including 
money. “Iwo miles down the 
road the interurban was ex- 
changed for a fast automobile 
in which the law-breakers made 
their escape. 


U. G. says he is none the 
worse for the experience — ex- 
cept a little nervous—and that 
he is seriously considering using 
similar methods in his work. 
Probably wouldn’t work suc- 
cessfully, old man; without a 
doubt your paymaster would 
have cancelled the order had he 
been given opportunity. 


Honest—we're afraid to take 
a cocoanut oil shampoo for fear 
they titcaliteusss top. appear, ain 
Washington. 
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H. MOONEYHAM 
TROUBLE HUNTIN’ SERVICE MAN IN OMAHA, NEB. 
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“T Keep my EYES OPEN 
for Prospective BUYERS” 


Says H. MOONEYHAM, 
Service Man in OMAHA. 
His Next Move He Calls 


CO-OPERATION 


nd it sure is, as sales- 
men in that territory 
testify 


WAPJEBSTER defines the 
word ‘‘co-operation 
as “‘the art of work- 
ing together to one 

2 end.’ With that in 
mind I am convinced that co- 
peration between the salesman 
and service man will sell an 
aquipment quicker than any- 
thing a salesman can do. 

If the service man will sell 
che Oil Company service man on 
the idea of Bowser equipment, 
the battle is half won. It is sur- 
prising how soon the Oil Com- 
pany’s manager or purchasing 
agent will learn that you are co- 
Operating with his service man 
On the repairs and adjustments 
jof the Bowser equipment. Any 
Oil Company service man, that 


is loyal to his Company, will 
welcome suggestions on any- 
thing relative to pumps; their 
operation, maintenance, etc. It 
is the duty of every Bowser 
service man to establish a 
friendly feeling with all Oil 
Company service men and in- 
terest them in the handling and 
maintenance of Bowser equip- 
ment. The result will be dem- 
onstrated in a very short time. 

I have found that Oil Com- 
pany service men will boost any 
particular make of pump with 
which they are thoroughly fa- 
miliar, Why? They know that 
they can keep it running, being 
sure of their work on that par- 
ticular pump. Co-operate with 
them; help them figure out their 
troubles on the various equip- 
ments that they service. Im- 
press on their minds the fact 
that Bowser equipment is an ac- 
cepted standard with the larger 
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Oil Companies, and that they, 
as service men, should become 
familiar with Bowser equip- 


and service man makes a hara 
combination to beat. Instruct 
your salesman on all the minor 


ment. 


Help the sales- 
man figure the 
cost of installa- 
CO DL Ek ee wp 
posted on ma- 
terial prices so | 
can, within a few 
minutes, tell a 
customer what 
his job will cost 
complete. This 
One item is a 
business getter 
because it is the 
first thing the 
customer wants 
to know before 
he puts his name 
on the dotted 
line. 

I keep my eyes 
open for prospec- 
tive buyers. If he 
is a garage owner, 
then I try to sell 
his mechanics on 
the idea of Bow- 
ser equipment, 


H. Mooneyham is a 
Bowser service man _ at 
Omaha, Nebraska; on top 
of that he’s a real fellow, 
a mining engineer and ‘a 
fine mechanic. 

Bill Gillette tells us 
that ‘‘Mooney’’ used to 
be a policeman, a chief 
detective and for several 
years was on the vaude- 
ville stage. 

Perhaps most interest- 
ing of all is the fact that 
a six shooter speaks most 
any language when in his 
hands, and outside of his 
ability to fight a buzz saw 
or clean up a nest of bank 
robbers single handed— 
during which “‘Mooney”’ 
shot the ear off of one 
gentleman who refused to 
stop, he’s a real quiet and 
unassuming chap. Right 
now this accomplished 
Bowser Man finds great 
delight in making a 
naughty pump jump 
through, roll over and an- 
swer present. 


adjustments of 
the various out- 
fits. Now, sales- 
men, don’t take 
exception, for by 
knowing you4 
stuff mechanic- 
ally you will be- 
come more en- 
thusiastic every 


know the line 
until 
your 
greasy severa. 
times; even that) 
will wash off. 


makes of pumps 


I boost them 


But I explairp® 
why Bowseip 
equipment is bet- 
ter in every way 
— workmanship 
material, inex -f¥ 
pensive to op- 


for a few words from a garage 
owner's mechanics generally 
closes the deal one way or the 
other. In planting the idea 
with the mechanics, I find that 
the salesman can follow up and 
get a nice order. 


Co-operation of the salesman 
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erate. I explain the measuring 
device, the Bowser guarantee 
the various details of Bowseijl, 
construction, and last, but noi 
least, our service plan. In do 
ing this I find I have made < 
friend and, many times, a cus-]¥ 
tomer who would have boughil}, 
other equipment. i” 


The 


let's get to- 
|gether; let’s co-operate with our 
\jalesmen, boost our equipment, 


| make friends with all the Oil 
| company employees, from: the 
ti } ? 
th) 

in) Continued Krom Lage 2 


4 vands of dollars are being spent 
(ilaily for equipment with which 
ho care for pressure demands 
IMipon their service. For you, 
men, this is Opportunity Time! 
Forget those fishing trips and 


\vacations until this season 1s 
October or even Novem- 


a, 

sgime to rest. 

eb 

Start today to make the last 


valf of the year a record-break- 
As a starter, get 


“iver built should send your sales 
ecord heavenward. Remember 
—while they last, 15% off. 


Walk up to your prospect 
nd hand him a $20.00 bill, 
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general manager down to the 
truck drivers. Make our serv- 
ice their service. Make it 
snappy! Like it was a pleas- 
ure instead of a duty. Keep 
your temper! Don’t argue or 
alibi! Copy that smile of Bill 
Gillette's, and the service will be 
a headliner. Co-operate! Pull 
together! “Iwo can pull more 
than one. But don’t take my 
word for it—try it yourself! 


‘Tell him if he acts now he can 
put it in his pocket as clear vel- 
vet—it amounts to the same 
thing! 
T. D. KINGSLEY, 
Sales Manager. 


The following is a copy of a 
letter received from one of our 
customers in louisiana: 


6-3-1924 


S. F. Bowser in close 
Money order for $23.06 
for Pay Ment on tank the 
Redgerast 


Down ad vise Me what to 


is all out and 
Do yore frend 


As the Collection Depart- 
ment says: He may be on 
strange terms with a dictionary 
but he pays his honest debts, 
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BOWSER 


LEADERSHIP 


Ge co OR a long time, I have 

ABM | tried to put over to 
the prospect some- 
thing of the bigness, 
ethically speaking, of 
the firm I work for. 

In the issue of February 10th, 
of the Filling Station (which 
is a good little book to have 
in the grip) I read the follow- 
ing, and, as it gives my opin- 
ion of S. F. Bowser © Co., Inc., 
so clearly, I pass it on to you 
for what it is worth. All my 
customers and prospects get it 
first thing. 


“Our Golden Rule of Business’ 


“Select twenty concerns all of 
good standing, in the same business, 
and it will usually be found that 
four or five will be more highly 
regarded than the others; and of 
these, one will occupy a position 
almost unrivaled in the length and 
breadth of the entire country. 


“‘These upstanding leaders are not 
the smart-aleck concerns, not the 
ones with the super-shrewd little 
managers who are sticklers on mi- 
croscopic technicalities, but those 
who are known to get the worst of 
the trade occasionally because their 
passion for fairness leads them to 
give others the benefit of a doubt 
even when that doubt is very 
slender. And this love of fair play, 
over and above common honesty, 
often goes with a finely tempered 
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and how 


JOHN P. PICCO, 


of the San Francisco 
District Convinces 


the PROSPECT 


consideration of the other felloy 
and a reluctance to take undue a 
vantage of his necessities. 


“An established reputation fi 
the possession of this spirit is nm 
quickly or cheaply acquired, bi 
once attained it is worth a hundre 
times whatever it has cost. 


“Happy is the business firm | 
corporation that has this migh’ 
under-current working for it rath 
than against it.” 


— The Saturday Evening Pos 


To my mind, this sun 
marizes the house of Bowser : 
a wonderful way, as few pro 
pects do not know that it is tl 
acknowledged leader in its lin 
Past customers, especially, kno 
how that ‘‘Golden Rule’ work 
as most of them have ha 
credit dealings. | 


I am proud to be able to sé 
that I know that the House if 
Bowser is of the type this artic} 
speaks of; they are in an wif) 
rivaled position, and I’m glad] 
work for them. | 
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THIS MONTH’S 
COVER 


Stop any boy you may meet on the 
street and ask him what the month of 


July is famous for and he will explode,’ 


like the red- papered product he has on 
his mind, ‘‘Oh, boy! 
ime is! *. Yet, as we all “know, July 
is also famous as the month in which 


the Declaration of Independence was: 


‘signed. : 

Unfortunately—yet fortunately—if 
you understand such logic—the young- 
sters are gradually having their fun on 
‘this day taken from them. The large 
“cities and even some of the more pro- 
‘gressive smaller communities care legis- 
ating against fire crackers, toy pis-ols 
sand young cannons. A safe and sane 
Fourth is gaining champions each year. 
‘Those cities and towns which are 


crackers are being successful only in 
proportion to the extent of their ef- 
‘forts to give the boys and girls some 
‘fun or amusement or entertainment in 
their place. 

Regardless of all this, however, no 
‘4th of July -would be complete with- 
out our American flag—the emblem of 
our liberty, born and declared in 1776. 
‘No official action was taken with re- 
ward to a national flag until 1777, 
‘when the Continental Congress passed 
it resolution, ‘That the flag of the 
thirteen United States be 
\itripes, alternate red and white; that 
|'he Union be thirteen stars, white in 
|| blue field, representing a new con- 
jtellation.”’ 


Paul Jones claimed to have been the 
}irst to raise the new flag over a naval 
vessel, and it seems that its first use on 
vand was at Fort Stanwix, where it 
| vas raised over captured British colors 
yon August 6, 1777. 


If our memory serves us correctly, 
etty Ross made the first American 


The 4th!*~ So* 


artment: 


istriving for the elimination of fire ° 


thirteen | 
West. 


flag and our artist has given us a mod- 
ern version of the historical incident 
as a cover for the July BOWSER MAN. 


TEN YEARS AGO 


- From the’ 1914! Béwser Boomer 


The London® office ‘secured recog- 
nition from his Majesty, King George 
V, who has placed’ Bowser equipment 
in the: Royal - Mews at Buckingham 
Palace. 


aM. W. Gillette, of the Service De- 
- quietly ‘got out of Fort 
Wayne a ew days ago and took unto 
himself a. wife. They are now in 
Michigan spending their honeymoon 


traveling in théir new National, Mr. 
-Gillette’s gift to his wife. 


T..D. Kingsley is:back on the ter- 
ritory ‘after five weeks spent at his 
home in Rutland, Vermont, under the 
constant care of a physician. 


Paul W. Lawther was successful in 
landing the Dallas District Director- 
ship in the Pacemaker Club. 


The Lincoln Highway Sentries con- 
tinue to be a very active seller in the 
The States of Colorado, Iowa 
and Indiana lead as having the great- 
est number of such pumps. 


Elbert. Hubbard spoke to visiting 
Pacemakers in Convention. His sub- 
ject was ‘‘Getting Together.’’ He re- 
sponded to-his introduction by pre- 
senting Mr. Bowser with a mounted 
fish—one of the largest Rainbow trout 
ever caught in this country, and a 
victim of Tom Potts. 
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DO YOU REMEMBER WAY 
BACK WHEN --- 


K. F. Hessenmueller drove one of these 
near automobiles? In those days it was 
called a horseless carriage. Hess, who is 
now a special representative, bought the 
carin 1907. He says that he was in the 
act of selling a Bowser outfit to the man 
seated in the car with him. The garage 
is shown in the background, being sup- 
ported by one of the villagers. The 
name of the car? It’s a Zimmerman! 
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Around the Corner 
oe oF 


Around the corner we have a friend, 
In this great city that has no end; 
Yet days go by and weeks rush on, 
And before we know it a year is gone, 
And I never see my old friend’s face; 
For life is a swift and terrible race. 


He knows I like him just as well 

As in the days when I rang his bell 

And he rang mine. We were younger then; 
And now we are busy, tired men — 

Tired with playing a foolish game; 

‘Tired with trying to make a name. 
Pilvomorrow. — lisay, 1 willscallsoneim, 
Just to show that I’m thinking of him.”’ 
But tomorrow comes and tomorrow goes;; 


And the distance between us grows and grows. 
oe ee ee 


Around the corner! — yet miles away 
Miicce seastclecram Situ ge. cur en ey 
“Jim died today!”’ 
tie take 


And that’s what we get — and deserve in the end — 
Around the corner, a vanished friend. 


Author Unknown to Bowser Man Editor 
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OUT OF THE MAIL BAG 


When we look back at the years when we 


used @ measure and funnel, we wonder how we got along. 


customer purchases 5 gallons of Oil, we know he receives 


exactly what he pays for, and no more. 


PRINTED IN U. S. A, 


The Bowser Man 


T. D. Kingsley, s. m. 


has 
bought bushels 
of 


Peaches 


and 


sold 
hundreds 


of 
umps 


BL on ¢ on fellows, let’s go into this grocery stot 
on the corner! I want to buy some peachei 
mS wm) (a Did you get that? ‘The proprietor says the 
us peaches are 40 cents a can—but if I'll tak 
twelve cans at one time they ll cost me but 34 cents eacl| 
If there's one thing I[ like it’s peaches; there surelh, 
isn’t any danger of them spoiling, so I’m going to saa 
72 cents. Wrap up the twelve cans! 


ep 


Now,, you men know that the on many things—a discount fife 
above procedure is a common quantity buying. 
occurrence in every day life. No But getting back to pumps-| 
doubt your wife takes advan- and tanks! You are aware th], 
tage of bargain prices like that we have applied the grocei| 
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lan to our own business—coy- 
peed itieararcontract), called” ) a 
tlanket order. A blanket order 
iilows an oil company to save 
yaoney on quantity purchases. 
W.ll the customer must do is to 
oecify ten to fifty outfits and 
iirder them out within a year’s 
imme. A dozen cans of peaches 
jistead of one! 


Practically all of you men 
ave sent in blanket orders dur- 
lag the past few months. We 
iiicepted them in good faith, 
\specting that these contracts 
jould be fulfilled long before 
Was. If they are not fulfilled 
low when the season is at its 
Wheight—perhaps you can ex- 
Wilain it. 
| Frankly, we're disappointed. 
i7e're going to be up against 
W2avy shipping and rush orders 
i a time when delays mean 
Honey to your customer. Io 
jrotect your own interests and 
miiose of your. friends, as well, 


- 


ie . 
my, ina recent business-paper adver- 


wement, tells an interesting story con- 
ining an automobile dealer, located 
4 the Northwest, who established an 
ceptional sales record through the 
fijmter, while most other dealers were 
ite. He was asked by the home office 
Hi talk before the sales convention and 
| the assembled salesmen and dealers 
w he did it. 


“He arrived at Detroit in a rather 
izzled frame of mind,’’ relates the 
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make it your business NOW to 
get releases on some of the 
equipment called for in the 
blanket contracts. Any going 
oilcompany can juse half va 
dozen lubricating outfits right 
now. If several gasoline pumps 
and tanks won't produce profits 
now, then Fords are running on 
their reputation. 


Peaches and pumps! ‘This is 
the season for pumps. Let’s get 
going and cash in on this ideal 
automobile weather—the sea- 
son when oil companies are 
expanding and bustling with ac- 
tivity. 

Don’t wait until October or 
November! You can’t expect 
tor do your. stuff) then’: 7You 
know as well as I do that the 
first heavy frost has the same 
effect on pumps as it has on 
peaches. 


Hel KINGSLEY, 
Sales Manager. 


advertisement. ‘‘He explained that he 
thought it was entirely regular to sell 
motor cars in the winter time. He 
didn’t know it couldn’t be done. He 
wasn’t ‘sales-blind’ like the rest of the 
Staite 


The manufacturers of Daniel Green 
Comfy Slippers have given us a new 
term which graphically portrays a com- 
mon selling illness. ‘‘Sales-blindness’’ 
is an affliction as frequently found in 
sales circles as snow-blindness in the 
Arctic Circle. 
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For the life of me, I cawt recall whether Silk Hat 
Harry was a gentleman crook or a slick detective. Ali 
I can remember of the tales concerning him, mythical or) 
nol, ts the silk hat. 


In a like manner, Dick Tyler, of Conneaut, Ohio,¥ 
neither a gentleman crook nor a detective, but a repre) 
sentative and prosperous business man, is recognized ant 
remembered by the silk handkerchief which he alway, 
wears around his neck. 


1GHT RUN GAS 
2 LUBRICATING OWLS 


ent BOGDUTE SE 
DENNSTLYANIA CRUDE 


How OFTEN can a 
Prospect be SOLD# 


INV fay lL Bae By Tom PoTTs : 
bumped up against a Hn 


; . ee qoul 
ae is py eans the editor of this publication th}, 


Tyler—Dick Tyler. write me, giving rather startlin ih 
I sold him a 1200 gallon Type imformation which I will dish: 
“C” tank and a Figure 101 close later on in this articles 
Pump. A recent order of mine, information, by the way, whic/iv 
signed by this same man, caused suggested the title above. x 
We 


Pee Oi OMUAT 
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But first of all, I want to tell 
| you something about Dick 
| Tyler—a man whose personal- 
| ity has made most every one of 
ithe 10,000 inhabitants of the 
| Ohio town his friend; and that 
element, personality, is just 
what he is capitalizing upon 
}every day in the week, including 
HSunday. He has sold himself 
ito the automobilists of Con- 
Hmeaut, Ohio, and also to the 
}tourists who pass through that 
} thriving little city, 100%. 


' My own personal observa- 
Ntion of Dick Tyler is that he 
jis just an ordinary human mor- 
ital, abnormally possessed of cer- 
itain characteristics which make 
}for a successful business man. 
i He is peculiar, to the extent of 
Joeing referred to as a ‘nut’ 
)2y some of his best friends, 
juthough I would class him in 
this connection as being “crazy 
like a fox.’’ As above stated, 
jie capitalizes upon his eccen- 
}iricities. 


| If he were ever called upon 
joo make up a list of his business 
jissets, his principal considera- 
lion for the item of good-will 
Wvould consist of a white silk 
handkerchief. I do not know 
Wvhat he ought to put it in at, 
jut it should be considerable, 
or that white silk handkerchief, 
x0sely worn around the neck, 
; Dick Tyler to a whole host 

f people. They see it on the 


post-cards he gives out at his 
station. [hey see it on his 
road-maps, and his other adver- 
tising. In fact, they never see 
Dick Tyler himself without this 
distinguishing piece of embel- 
lishment to his apparel. ‘This, 
therefore, represents but one 
more channel through which 
Dick Tyler has worked his per- 


sonality into his business. 


Right between the three Fig- 
ure 99 pumps, with which his 
main station is equipped, is 
located his big cash register 
which, like the pumps, ind1- 
cates both audibly and other- 
wise, every sale made by each 
attendant. Just across the street 
from this station is situated the 
Cleveland Hotel, Conneaut’s 
leading hostelry, where tired 
tourists put up for the night in 
large numbers. Last fall dur- 
ing the late tourist season one 
of Cleveland’s representative oil 
men had occasion to stop at this 
hotel over Saturday night. An- 
ticipating a good night’s rest, 
well into Sunday morning, he 
retired at a late hour. It was 
practically impossible to sleep, 
however, especially after 6:00 
a. m., as between noise made by 
the nearly-human pumps, and 
his multiple-drawer cash regis- 


(Continued on Page Eight) 
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There ALWAYS has been | 
and There Always WILL be 


SOMETHIN 


STILL CAR—SHOW- 
ING DUTCH OVEN OF | 
THE PORTABLE 
REFINING CO., OF 
LULING, TEX. 


JMG Sra ee 
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Bowser 


Man 


LS] ment. 


It is being proved daily that 


most of the great industries with 


Wwhich we are familiar are in 


‘stages of infancy as far as de- 
velopment is concerned. 

One of the greatest of world 
industries —one with which 
Bowser and Company is directly 


}connected and, in a large meas- 


ure, responsible for its growth, 
is the Petroleum industry. Gen- 
erally speaking, Bowser has been 
directly identified with the ma- 
jority of the great strides which 


jbave marked the progress of this 
jvast and far reaching business. 


The latest development in 


\this field is a portable refinery— 


the first and only one of its kind 
nm the world. That Bowser has 


| iD Ww under the S U/N 


me 
co 


JESS than a hundred years ago people in general 
declared that there was nothing further to be 
expected in the way of mechanical develop- 

JES These folks thought that the world had 

i reached the Nth degree of mechanical progress. 

\of these same people died, carrying their illusions to the 

\ grave; others are still living, to see their wild statements 
flung back into their faces by the marvels of accomplish- 

ment. 


Many 


played an important part in this 
new idea is evidenced by photo- 
graphs which Justin L. Doyle, 
of the Dallas district, recently 
sent us. Bowser equipment con- 
sists of three Figure 1709 power 
pumps and five Figure 68’s for 
storing heavy, light and medium 
oil, kerosene and gasoline. “The 
story of the new refinery. fol- 
lows: 


The transportation of a crude ~ 
oil refinery virtually intact from 
one oil field to another with 
scarcely any loss in salvage has 
been made possible in the con- 
struction of a portable refinery 
recently placed in operation 
at Luling, Texas, by the Port- 
able Refining Company. 


Page Seven 


T he 


Bowser 


Man 


This refinery is built on two 
immense steel railway cars, spe- 
cially constructed of heavy steel. 
The main equipment of the 
plant is permanently attached to 
and operated from these big 
cats. One of these cars, 70 feet 
long, houses the power equip- 
ment, while the other, 65 feet 
in length, carries the distilling 
equipment, including the still, 
heat exchanger and condenser. 

Certain parts of the refinery’s 
equipment are detachable, being 
put in place after the cars carry- 
ing the main equipment are 
spotted on switch tracks at the 
point of operation. This de- 
tachable equipment includes 
smoke stack, rectifying tower, 
pipe connections, tanks, pumps 
and other small movable parts. 


The refinery can be placed in 
operation, after the cars on 
which its equipment is carried 
are spotted in the field, within 
eight or ten days. Detachable 
equipment can be dismantled 
and the refinery placed in tran- 
sit again within less than a 
week. 


The heavy cars carrying the | 
plant’s equipment do not rest 
on their wheels while the re- 
finery is in operation. Instead 
they are jacked up and lowered 
on concrete foundation supports | 
built crosswise the tracks, being | 
braced and tied down with one- 
beam braces and heavy steel | 
rods. ‘Thus the heavy weight | 
of the plant is removed during | 
operation from the car wheels. 


BULK STORAGE PLANT OWNED BY DICK TYLER 
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(Continued From Page Five) 
ter, this weary traveler gave up 
in despair, admitting sleep could 
not even be cultivated against 
such active and constant oppo- 
sition as was being furnished 
across the way. 


Milne uNog.: 1 
Fig. 99 Pump in- 
stalled at this sta- 
Maion has, for a 
bperiod of over 


Bowser 


readers of 
tion; 


Tom Potts, 


salesman, 
headquarters in Cleveland, 
needs no introduction to 
this 
this fact enables us 
to dispense with 


line. This line runs a distance 
of over 1,200. feet, crossing un- 
derneath two city streets, and 
the land of fifteen different 
property Owners, connecting 

finally with his 


bulk storage 

Ertan plantens Youdcan 
with : ae: 

imagine! thie 

“pull’ required 


publica- to get a permit 


for running such 
repro- 


\two and one-half 
years past, aver- 
jaged in excess of 
1900 gallons of 
)zasoline disburse- 
ment per day. 
While his other 
lowo old faithful 
29's at this sta- 
Hiion may not 
Wlave accom- 
dlished quite as 
much as No. | 
?ump, because of 
ts enviable loca- 
Waon, still No. 2 
ind No. 3 Pumps 
Hire not far be- 
ijtind, as this sta- 
Wiion is running 


Bound 2,500 


allons daily, and far in excess 


ducing his picture, which 
has appeared many times 
before in these columns. 

Tom’s great hobby, at 
least one of them, is fish- 
ing. Give him a pole and 
a cam ofs bait and « hel 
come home with one of 
two things—either a big 
string of sizeable fish or 
a cracking good story of 
a big fellow that got 
away. 

While he has not men- 
tioned in his article the 
matter of personal service 
which he has rendered 
Dick Tyler, nevertheless, 
it has been a big thing 
in his success in holding 
this thirty order account 
for Bowser and Company 
exclusively. 


bulk 


business, 


station, 
and when the alarm 


a line right in the 
center of town, so 
to speak. Gasoline 
flows by gravity 
from this line at 
the) ratestoin 20 


gallons per hour. 


Get this! When 
Dick Tyler wants 
to fill any one of 
his four station 
San ks hes first 
gauges it, then 
sets his Big Ben 
Alarm Clock to 
Cou Ofte a diaaLie 
proper time, 
opens the valve 
connecting with 
his pipe line and 

goes about his 


if this amount on Saturdays 
Nad Sundays. 


ype “‘C” Galvanized Tanks, 


gizcted with an independent pipe 


tid these four tanks are con-| 


goes off he knows he has a full 
tank. Presto! Shut off the 
valve, and connect with another 
tank. Talk about over-head, 
hey? Dick Tyler can transport 
4,000 gallons of gasoline from 
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his bulk to this filling station 
at no more expense than is re- 
quired for the annual cleaning 
of his Big Ben clock. 

Dick Tyler's new bulk stor- 
age plant at Conneaut is con- 


ceded generally as being one of 


the most complete and compact 
plants of its kind in existence. 
Oil men from all over the coun- 
try have passed judgment on 
this bulk-station, and I have 
not yet heard an adverse criti- 
cism upon a single detail of this 
layout. Like its owner, I am 
particularly proud of this bulk 
plant, because of the part played 
by Bowser and Company in its 
equipment. As you will note 
from the illustration herein re- 
produced, this plant is equipped 
with two 3-inch Figure 1709 
Pumps, each pump having a ca- 
pacity of 200 gallons per min- 
ute. [hese pumps are provided 
with ten horsepower electric 
motors, mounted upon extended 
pump base. The automatic self- 
starters, as you note, are shown 
mounted against the wall. By- 
passes, relief-valves and pres- 
sure-gauges are furnished with 
these pumps, and the pumps are 
connected with 3-inch pipe suc- 
tion and discharge lines. Mani- 
folds are provided which allow 


pumping from one tank to an-, 


other, as well as from tank cars 
into any one of five different 
storage tanks. With this in- 
stallation, it is possible, accord- 
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ing to Mr. Tyler, to unload 
completely the average tank car — 
in fifty minutes. His bulk stor- | 
age tanks consist of the follow- | 
ing capacities: 


2—30,000 gallons each. 
2—15,000 gallons each. 
1—20,000 gallons. 


This gives Mr. Tyler a total 
storage capacity of 110,000 gal- 
lons. ‘These tanks are well in- 
stalled, and strikingly decorated. | 
He has painted them with two | 
coats of lead and oil, and fin- 
ished all of them with Bowser | 
Red Sentry paint. The facts | 
are, I sold him $138.00 worth | 
of Bowser paint for finishing | 
these five tanks. No wonder | 
they look ‘“‘spiffy.”’ Indeed, } 
they are a credit to the residen- ] 
tial section of Conneaut, in | 
which they are located. | 


Now the editor of THE Bow- |} 
SER MAN has requested me to |} 
inflict this article upon you. In | 
fact, he has even gone so far as }, 
to pull his Home Office “‘sold”’ | 
cards, which reveals the start- | 
ling fact, so he informs me, that ] 
I have been guilty of selling to | 
Dick Tyler, during the past six | 
years, twenty-eight separate or- |) 
ders. Your editor rants still] 
further, with the proclamation |; 
that if twenty-eight separate or- | 
ders from one prospect is not a], 
record, he'll eat any last year’s jj, 
straw hat I care to dig up. 


T he 
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Man 


The selling of twenty-eight 
| (now thirty) separate orders to 
| Dick Tyler during the past six 
|years has, therefore, been but 
the natural result of cultivating 
him. There is no mystery about 
it. I merely stumbled across 
him six years ago, when he had 
-an old G. © B. curb pump in 
front of his garage. I started 
then to cultivate him. During 
| the first six months of this pres- 
-ent year, he has purchased from 
cus twelve Figure 99 pumps, 
) twelve 1,000-gallon 12 Gauge 
| Type “‘C’’ tanks, twelve Lube- 
‘\sters, one Figure 101, and one 
‘Figure 41 pump, each with 
>0-gallon Type “‘C’’ tanks. I 
mention this merely to get the 
‘idea across to you that Dick 
“Tyler buys Bowser equipment 
|} 100% exclusively. He does not 

ypurchase pumps from us, and 
‘tanks somewhere else. And if 
‘Dick Tyler wanted to sell out 
‘his business tomorrow, he could 
‘command a price far in excess 
of what he could secure for it 
‘with pumps and tanks installed 
of a dozen different makes. 
‘That is a point, it seems to me, 
thon which many. of us fall 
‘down; we get weak in the knees 
and allow our customers to buy 
just a portion of their equip- 
ment from us. [hat means 
they must go out and find some 
other tank and pump builder 
with whom to place the balance 
of their order. Sooner or later 


such practice results in our cus- 
tomer getting Bowser pumps all 
mixed up with foreign tanks, 
where non-packing nuts do not 
fit properly, thus allowing 
water to seep through at this 
point into the tank, and work 
up into our pump, thereby caus- 
ing both the customer and our- 
selves no end of needless trou- 
ble and expense. A little more 
concentrated effort upon our 
part will, I am sure, overcome 
a large part of this foolish prac- 
tice. It has been my convincing 
observation right along, that 
where a customer buys a Bow- 
ser Outfit 100%, he is satisfied 
with its performance in just 
about the same relative measure. 
I believe also that, in most all 
cases where you have an active 
account with a going oil com- 
pany customer, he can be sold 
something almost every time 
you call upon him. 

Editor’s Note: While a record of thirty 
orders from one customer in six years is 
generally rather startling, there may be 
similar or even better examples of con- 
centrated selling effort in the organiza-: 
tion. We would like to hear from others 


who have enjoyed a consistent volume of 
business from one individual. 


Your Choice 


Jide et iouMm nave) been 
found guilty of speeding. What 
do you want, ten days or ten 
dollars?’ 

Lecoelea sie: 


money.” 


Ti it takesthe 
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High Spots in 
Company 
and \ndividual 


Affairs 
In the Past Thirty Days 


At a recent meeting of the 
Company stockholders new Di1- 
rectors were elected as follows: 
R. M. Feustal, President of the 
Indiana Service Corporation; 
Dr. G. M. Leslie, President. of 
the Bass Foundry and Machine 
Company 7B tele vicssoran: 
President of the Mossman- 
YatnelleCompanye HeG@erani: 
President of the Old National 
Bank; C. N. Gillette, formerly 
Vice-President of the First Na- 


tional Bank. of hicaco ai ee 


Bowser.) © ba tt nan ote tne 
Board: S. B. Bechtel, President, 
and Judge W. J. Vesey, Coun- 


sel. 


Officers of the Company are: 
S. B. Bechtel, President; D. A. 
Corey... Vice-President. tleaeee 
Grosvenor, Secretary-Treasurer: 
W. A. Bersch, Comptroller; W. 
C. MacFarlane, Assistant Comp- 
Hae and W. J. Vesey, Coun- 
sel, 


‘That all the speed demons do 
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not necessarily defend their 
reputations on the track at In- 
dianapolis is shown by the fol- 
lowing incident which is now 
history: 


On the 12th of July -the@] 
Home Office received an inquiry | 
from a man in Virginia; in fact, | 


the man wired in asking about |} 


Dry Cleaning Equipment. The | 
inquiry was referred to E. B. | 
French, Manager of the Wash- J 
ington District, and he wired | 
back an order for $1,600.00 on | 
the 18th. In other words, but | 
six days elapsed between the 
time of receiving the inquiry 
and shipping the order. Wow! 


George J. Komarek, for the | 
last year European Manager of | 
the lubrication and filtration di- 
vision operating under the gen- 
eral direction of R. G. Schulze, 
European Director, has returned | 
to. Fort Wayne to take up spe- 
cial duties in domestic sales | 
work of the same division. 


The Bow 


Oe et 


Man 


vents 


Among other things, George 
yrought back what the well- 
lessed and up-to-date Ameri- 
tn has been wearing for several 
jonths, flowing trousers— 
eated at the top—a sawed off 
jst and a boom in his voice 
at listens good to his friends. 


George came to us when 
dwser purchased the Richard- 
m-Phenix Company of Mil- 
aukee and his experience in 
brication and filtration sales 
ork dates back about five 
ars. In discussing foreign 
‘siness in general, he expressed 
3 opinion that conditions in 
2 old countries were favorable 
d that American manufactur- 
should experience a good 
‘eign business during the next 
ar. 


L. W. Cheney, of the New York 
‘trict, recently shot in an order for 
‘Figure 109 paint oil outfits. This 
ipment replaces a battery of similar 
fits installed by us many years ago. 
W. says that just because a man 
bought once is no sign that he can 


be checked off the prospect list and 
forgotten. And the article by Tom 
Potts in this issue bears out the truth 
of such a statement. 


Roy Lounsbury, of the Home Office 
Sales department, recently learned the 
intricacies of handling a cane. Noticing 
that one of his feet seemed to be about 
twice its normal size and the fact that 
the leg to which it was attached had a 
decided limp, led us to ask the usual 
question. ‘‘Cut it on a bottle,” says 
Roy—but adds that he didn’t drop the 
instrument of injury. 


The Minneapolis office is now 


located in the Builders’ Ex- 
change Building, Room 712. 
Yep! Same building but one 


story up. 


P. W. Lawther, that story- 
tellin’, order-huntin’ friend of 
ours who left Fort Wayne some 
time ago, is now located in 
Memphis, where he will pro- 
ceed to put Bowser on the [Ten- 
nessee map. 


E. M. Harshbarger, Manager of 
Railroad Sales, has recently returned 
from the convention at Atlantic City, 
where some 11,000 railroad officials 
and equipment manufacturers got to- 
gether for mutual benefit. 


E. M. was in charge of the Bowser 
exhibit. He reports the biggest and 
best convention ever staged; and, inci- 
dently, our business with the railroads 
the first six months of this year is 
"way ahead of 1923. . 
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Slam *Em Out! 


As this issue of TITHE BOWSER 
MAN goes to press the entire or- 
ganization is anxiously watch- 
ing the Bowser Baseball Contest 
which has already run several 
Innings. 

We can’t help but feel that a 
Contest of this kind is a splen- 
did thing. It Peps up the whole 
organization; without a doubt 
it increases Sales and Commis- 
sions and places just plain, or- 
dinary Work on a Sporting 
basis. 

Details and news of the Con- 
test are being given you in the 
weekly Score-Card, but HE 
BOWSER MAN feels that it, too, 
should carry an occasional item 
during the Game. 


Congratulations are due the 
Winners or Prize Takers of the 
first Inning—announcement of 
which you already have had. 
Of the five leading Basemakers, 
R. E. Tomlinson, of the Dallas 
district, proved himself to be 
Champion Slugger with a total 
of 30 Basesmn i hatisiyustro lao 
a Base! L. W. Cheney was sec- 
ond with’ 9° ases?* lb ele pica: 
>; Bases: G. On otone si tases: 
and Wb: SNe POP aMialhton ae 
Bases. 


Now there’s no reason why 
You shouldn't be listed as one 
of the High Five in one of the 
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Nine Innings. All it takes to} 
Hit the Ball is a firm stand at 
the Plate, a little Dust on the! 
hands, a good Eye and a hard| 
swing at the Pill. Of course, 
the more Home Runs you suc-/ 
ceed in making, the quicker your} 
score mounts up. 
me that most any Ball Player! 
would think well enough of) 
$30.00—-yes, or even $10.00—} 


] 


Swings at the Horsehide. And) 
say! Figure 65—now reduced} 
to Half Price—why, man alive!) 


Hammering from the Home! 
Plate. . And), iG-Siiaces that} 


Bench letter promising them ¢f 
big Championship Banquet ill 
the $100.00 Manager's Prize 
goes to Boston. It looks liki 
you other Managers are going t¢ 
have to Step some if your 
planning a vacation or some: 
thing with that Prize Money 

This is a game where yor 
Hit and Win or you Strike ou) 
and Lose. Remember—nobodyjj,’ 
Walks. 
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V. W. DAVIES, and his Crew in 
the Traffic Dept. automatically 
step into the scene when your 
order reads 


OAR \ 
Pe ZiAN GRR: \ 
wee <2 VA \ 
ge Ze “je 
AK P77 _p — Z) 
az. an 

d 4| 
CA 


FE Ie 
It NN eee 


oy A 
— Ss "ep Ze fx Bs 
Ga 7 oe 


| <Srep — = 
Sa. OT 


WHEN the editor of 
|| THE BOWSER MAN 
asked me to write an 
article on “‘How the 
i Trafic Department 
Mtelps the Salesman,’ I agreed 
}) do so—but now I find my- 
\lf in a rather embarrassing po- 
tion, for while I know the 
taffic Department does help to 
se some of the salesman’s bur- 
ens, some of you may think 
iis is an entirely new subject 
certainly one not to be 


On or Before-” 


spoken of in the past tense. 
Then again, considerations of 
modesty make me feel reluctant 
to dilate on the subject since the 
“help” may have been percep- 
tible toesome. Gis youre le that 
is so, I shall feel complimented 
because the Traffic Department 
is supposed to be a specialist on 
transportation ills—and in line 
with good medical practice we 
employ both preventive and 
curative methods in these mat- 
ters. 


VE TRIE JOA UNCOOL 


T he 


Now if you will promise not 
to nickname me ‘“‘Doc’’ I'll tell 
you we sometimes have to use 
an anaesthetic for acute cases 
which is calculated to reduce the 
painful pressure transportation 
failures sometimes cause the 
salesman or the customer. 


Our greatest efforts, however, 
are expended on _ preventive 
measures in the way of proper 
preparation of shipments, crat- 
ing, billing, tariff descriptions— 
the careful checking of destina- 
tions or shipping points—scien- 
tific routing, as well as by main- 
taining certain relations with 
the railroads and other carriers 
and individuals having to do 
with the actual handling of our 
goods in transit. 


In these things the salesman 
can help by writing his orders 
carefully and legibly—by put- 
ting the essential information in 
the spaces provided for it on the 
order blank and by diplomatic- 
ally declining to guarantee de- 
livery to the customer on any 
particular date unless he is rea- 
sonably sure it can be done. 
When promise of delivery on a 
certain date is vital to the sale, 
the Traffic Department should 
be notified so that special atten- 
tion may be given the shipment. 


There are, of course, two 
sides to the problem and it 
sometimes happens, regardless of 
how well the shipper does his 
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part, there will be a transporta- 
tion failure on the part of the 
carrier in the way of loss, dam-’ 
age, delay or overcharge—which 
this department treats by means 
of tracers, replacements and 
claims. | 


Sometimes the railroads get 
into a bad fix. [his was par-. 
ticularly true during the time of 
government operation of the 
railroads, when congestions and 
embargoes were the rule rather 
than the exception. 


I recall that when embargoes 
were wholly restrictive from) 
this territory to the East, I took) 
ten cars of goods you salesmen’ 
had sold, to a place in Central) 
Virginia, from which point we 
battled the goods through the 
embargo lines so that your cus- 
tomers could get their goods and} 
you gentlemen get your com-| 
missions. [his action prevented 
many cancellations and the! 
salesmen in the territory affected 
were highly appreciative of the} 
effort our Company made} 
through the Traffic Department} 
to effect these deliveries. | 


We took quite a quantity of } 
freight, under the same plan, to! 
Central’ Pennsylvania, as well! 
as to points in the South, dis- | 
tributing through Atlanta. | 
These things were not particu- 
larly easy of accomplishment, | 
owing to the preference being) 
given to government material, 


f 
ae 


I 


{i 
AL’ 


matter 


}) 
jitown were em- 


| bargoed for most 
| of the important 
I} points to which 
Hour shipments 


| i 
d 


Were going, 


| It required a 
lz00od deal of 


MBy ite pulling”’ 
Mand a hatful of 
K tigars to work 
"his problem out, 
out the cars were 
tid OL 


demur- 


That, of course, 
was during—and 
(lor a time after— 
ihe war period. 
lPhe operating 
\vonditions of the 


f 
/ Restablished 


}) 


‘the salesman, 


}agricultural products and food 
‘for human consumption and, as 
of fact, 
y) teached my Virginia destination 
(| with ten cars of freight, I was 
|told that all lines out of that 


jailroads are now greatly im- 
»roved and some of them have 
old time 
\\chedules and, outside of an oc- 


their 


.iasional dock or freight hand- 
ers’ strike, we now have little 
jr no trouble with embargoes. 


| Today there are many ways 
Sin which we try to be of help.to 
especially since 


when I[ 


special 


Most every one in 
the Bowser organization 
knows V. W. Davies; 
but a lot of us don’t 
know, or rather, we 
don’t realize, that, as 
Manager of the Traffic 
Department, he directs a 
work that is about nine 
times more important 
than is generally sup- 
posed, 

Mr. Davies has been 
with Bowser about ten 
years; it would be in- 
teresting to know just 
how much he has saved 
the Company in freight 
bills and cancelled or- 
ders during that time. 

Yes, that’s his job, 
of course! But suppos- 


ing he and his depart- 
ment fell down on the 
job—who would know 
the difference? 


salesman 
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me 


there has been quite a keen com- 
petition in the matter.of estab- 
lishing filling stations, 
particularly true when a filling 
station owner has advertised a 
date for 


This is 


the opening 
with. pumps yet 
to come and be 
installed. I per- 
sonally recall 
many cases in 
which we have 
saved the day for 
the filling station 
owner, as well as 
the salesman, by 
getting special ac- 
tion from the car- 
rier. Some of our 
salesmen have to 
meet competition, 
having either a 
factory or large 
stocks in the terri- 
tory. With com- 
petitive pumps on 
the ground we 
make every effort 
to bridge the gap 


with prompt service and I know 
of many instances in which we 
“put it over’ to the satisfaction 
of the customer, as well as the 


Then there is the matter of 
freight rates. 
department very closely because 
there are so many opportunities 
for the railroad companies to 


We watch this 
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apply incorrect rates. About 
4,000 rate changes daily are 
filed with the Interstate Com- 
merce Commission, so you can 
readily understand what a diff- 
cult task it is for the carriers to 
distribute their tariffs to all of 
their agents in time to be ef- 
fective, and how much greater 
is the difficulty in seeing that 
every agent has a correct under- 
standing of the application of 
the rate. One case in point is 
a boiler shop tank we shipped 
to one of the Southern States. 
Fortunately, the charges on this 
tank were to be prepaid and 
when the freight bill was pre- 
sented to us we checked the 
tariffs carefully and succeeded in 
locating commodity rates and 
exceptions applicable locally in 
Florida and Georgia, which 
enabled us to cut this freight bill 
down by $117.00—a clear sav- 
ing. We had to show the local 
people here just how the rate 
was secured and they cheerfully 
accepted the correction when the 
tariff. authorities were pointed 
out to them. 


We recently had a carload 
shipment for one of the South- 
western States. It happened 
that our track scales were out 
of order and the railroad applied 
its own scale weight. When 
bill was presented this weight 
seemed somewhat high to us 
and we immediately challenged 
it, causing car to be reweighed 
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in transit—the result was that} 
we saved $236.00 on that car. 
Just a week or two ago we 
saved $55.00 on a shipment tc/} 
the East. Of course, it is the 
Traffic Department’s job to dc} 
these things and we are not re-|} 
ferring to these experiences fot 
any other purpose than for the} 
use they may be in considering) 
how this department can helpi} 
the salesman and his business. 


When shipments go out “col: 
lect,’’ the customer paying the 
freight, we, of course, have nc’ 


railroad has charged the cus-/ 
tomer more freight than it) 
should and if any of your cus-}} 
tomers have any doubt as to the; 
correctness of the freight charge,|} 
especially in connection witk'f} 
boiler shop tanks, carload ship-| 
ments or large less-than-carloac 
orders, we will be glad to audit\h: 
such items if you will send ir 
the freight bills. Sometimes), 
these overcharges amount tc} 
$50.00 or more, and myh 
thought is that you could in: 
crease your prestige ‘with you} 
customer if you put him in thi 
way of recovering substantia’); 
items of overcharge from thi 
carrier. : 


There is just one other thing] 
I would like to mention if I may}’ 
be permitted to do so, and thaij 
is your attitude toward the rail-} 
roads. ‘“‘Railroad baiting’ 1h 
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| ather going out of fashion, as 
fousiness people have come to 
| ealize that one can’t hurt the 
}ailroads without hurting one’s 
jousiness. Still there continues 


Ikecting the railroads. There 
}vere about one hundred and 
tifty bills last year and some- 
hvhat more than that in the 
wtate Legislature, few of which 
re constructive, most of them 


heing merely meddlesome and 
indering. 


— 


A short time ago I wrote per- 
onal letters to the presidents of 
ithe most of our large railroad 
ikystems asking them to define 
the so-called “‘railroad prob- 
em,’ and to say what the ship- 
ers could do to help solve it. 
heir replies (which they took 
ae trouble to write over their 
“ersonal signatures), when 
‘nalyzed, were simply this: Let 
ae railroads alone! Give them 
needed rest cure. Let them 
York out their own destinies 
nder the Transportation Act 
Nf 1920 and discourage anti- 
ulroad legislation having for 
is object the taking away from 
uilroad management the real 
Anction of management, and 
‘tacking the revenues of the 
irriers. 


= 


So 


These attacks have a ten- 
ency to restrict railroad credit; 
yey are unable to purchase 
yuipment, motive power and 


enlarge terminal facilities; the 
result is that traffic is ham- 
pered and service becomes poor, 
notwithstanding which, it costs 
us all much more money to 
transact business under those 
unfavorable conditions than it 
would were the railroads al- 
lowed the proper return on their 
investment and were enabled to 
save the vast amount of money 
that is now being spent by them 
in an attempt to comply with 
the multitude of regulations and 


restrictions with which their 
management is now hedged 
about. 


To give you a sample of the 
“law” one Legislature approved 
to govern railroad operations 
within its borders, please ob- 
serve the following: 


“That when two trains 
using double tracks meet 
at a crossing, both must 
stop and neither shall pro- 
ceed until the other has 
passed.”’ 


My opinion in this matter is 
not prejudiced in favor of the 
carriers but is reached after a 
number of years during which 
I have had an opportunity to 
watch the workings of the car- 
riers and the laws affecting them, 
and the effect these things have 
on our business. 


Let’s be fair to the railroads. 
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The trouble with hitching your wagon to a star is that star 
have been known to fall. | 


Shakespeare must have had radio in mind when he wrote some 
thing about all the world being a stage. 


Frank Sleep, who conducts a tire shop out West where men at 
men and Fords are a darn nuisance, has a very appropriate adver 
tising slogan: ‘‘When it’s time to retire, go to Sleep!” 


Fellows who spend their time honking the horn are being lef 
behind by the chaps at the wheel. | 


The home of the free (bootleggers) and the land of the brav 
(those who drink it). | 


A woman who smokes might well be called a spit-fire. 


This is the season when men walk miles for a lucky strik}: 
(apologies to Mr. Camel) just for the pleasure of telling abou} 
it later. 


Who puts out the fires at home when Bitemen attend their Stat 
Conventions? 


A lily will come up through the mud. 


a ary 


Where is your wife going to spend your vacation? 
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Word was received here yes- 
terday to the effect that there 
are two vacant parking spaces 
in Omaha. 


We'd like to meet an insur- 
ance salesman who would ad- 
mit that the policy you took 
out with another company was 


ean Ky 


The fellow who carried the 
message to Garcia should have 
returned home and opened a 
correspondence school. 


Are you men talking politics 
or Bowser pumps and tanks? 
Generally speaking, all of us are 
apt to spend far too much time 
these days thinking and talking 
politics. Let’s do our voting in 
November and our selling now! 


iaiwmoalord yal lasaVian= 
ager, says that things in Texas 
are mighty hot—1including pros- 
pects for Bowser Outfits. 


A Doctor Luden, who, ap- 
| parently has little else to do, has 
figured out the actual commer- 
cial value of the average man or 
woman. This figure is ninety- 
eight cents, no doubt marked 
down from a dollar. 


Reduced to the elements of his 
composition, Dr. Luden analy- 
zes the average man as follows: 
Fat enough for seven bars of 
soap; iron enough for a medium 


sized nail; sugar enough to fill 
a shaker; lime enough to white- 
wash a chicken coop and sul- 
phur enough to rid a dog of 
fleas. 


‘There is no reason to believe 
but that this is a fairly accurate 
estimate of man’s commercial 
value if he could be broken up 
like an old stove and sold to a 
yunksdealer. It happens ato 
horses every day. 


‘There is one thing, however, 
fiat the Woctor) hasn teetaken 
into consideration. Perhaps he 
would regard it as ridiculous. 
But what about “‘spirit’’? Sup- 
posing you and I are worth 
ninety-eight cents each—speak- 
ing of soap and iron and sugar. 
What are we worth in spirit? 
Spirit immeasurably increases 
our value and he who has the 
greatest spirit is of the most 
value. 


And the most wonderful 
thing about this particular ele- 
ment of our composition is that 
Wwe can increase it if we only 
will. 


Are you selling visible attach- 
ments at 15% discount now or 
are you going to procrastinate 
until this money maker is called 


off? 


Set yourself a quota—then 
beat it. 
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DO YOU REMEMBER WAY 
BACK WHEN— 


Bowser salesmen carried model cases like the one 
pictured here? In addition to the model, which 
was patterned after the first pump and tank ever 
built and which Mr. Bowser, himself, con- 
structed, the case included a drinking glass with 
which to demonstrate the tiny syphon and 
transfer pump, a valve and an order book. 


EDITOR’S NOTE: Readers of THE BOWSER MAN are requested to send in old | 
photographs for this page. Send pictures that pertain to Company activities of | 
long ago, accompanied by a brief description. 
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EORGE GAWEHN, artist and photographer for Bowser and Company, laid 
aside his brushes this month, cranked up his Detroit Special, threw in a 
camera and a couple of plates and steered a course due north and west of the city. 


So, with what he brought back, used as a front cover for this issue of THE 
BOWSER MAN and with the help of Riley’s famous poem of long ago, we hope 
that you may be'able to spend a few moments of pleasant reminiscence as your 
mind recalls what you once knew as 


The OLD SWIMMIN’ HOLE 


Oh! the old swimmin‘’-hole! whare the crick so still and deep 
Looked like a baby-river that was laying half asleep, 

And the gurgle of the worter round the drift jest below 
Sounded like the laugh of something we onc’t ust to know 
Before we could remember anything but the eyes 

Of the angels lookin’ out as we left Paradise; 

But the merry days of youth is beyond our controle, 

And it’s hard to part ferever with the old swimmin’-hole. 


Oh! the old swimmin’-hole! In the happy days of yore, 
When I ust to lean above it on the old sickamore, 

Oh! it showed me a face in its warm sunny tide 

That gazed back at me so gay and glorified, 

It made me love myself, as I leaped to caress 

My shadder smilin’ up at me with sich tenderness. 

But them days is past and gone, and old Time’s tuck his toll 
From the old man come back to the old swimmin’-hole. 


Oh! the old swimmin’-hole! In the long, lazy days 
When the hum-drum of school made so many run-a-ways, 
How plesant was the jurney down the old dusty lane, 
Whare the tracks of our bare feet was all printed so plane 
You could tell by the dent of the heel and the sole 

They was lots 0’ fun on hands at the old swimmin’-hole. 
But the lost love is past! Let your tears in sorrow roll 
Like the rain that ust to dapple up the old swimmin’-hole. 


Thare the bullrushes growed, and the cattails so tall, 

And the sunshine and shadder fell over it all; 

And it mottled the worter with amber and gold 

Til the glad lillies rocked in the ripples that rolled; 

And the snake-feeder’s four gauzy wings fluttered by 

Like the ghost of a daisy dropped out of the sky, 

Or a wownded apple-blossom in the breeze’s controle 

As it cut acrost some orchurd to’rds the old swimmin’-hole. 


Oh! the old swimmin’-hole! When I last saw the place, 
The scenes was all changed, like the change in my face; 
The bridge of the railroad now crosses the spot 

Whare the old divin’-log lays sunk and fergot. 

And I stray down the banks whare the trees ust to be— 
But never again will theyr shade shelter me! 

And I wish in my sorrow I could strip to the soul, 

And dive off in my grave like the old swimmin’-hole. 
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E. C. MARSH, iz a sales letter to 
San Francisco SALESMEN 


we fail with Bowser and Com- 
pany we will fail with someone 
else. Consequently our duty is to 
overcome the conditions which we 
think beset us and strike out every 
morning with a new determina- 
tion, undismayed by any failures 
which have confronted us in the 
past; determine to make a record 
for that day. It is easy to be pes- 
simistic, but it takes honest to 
goodness he-men to bring about 
the results which we are seeking. 


bee a EN 
oes 2 © eat 


aa pecs a Botaaneansaee ae system gaan : 
of operation; its advantages over methods, now in. ‘uses 
Seale you to sell thes “by the arload. | 

‘been issued on he Solve it Pur fe made no “mention of Ae 


reaching the “entire ‘indus 17 
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“The BIGGEST Commissions 
available TODAY are in the 
PAINT OIL FIELD” 


says L. Ek. PORTER 


writing on 


OPPORTUNITY 


=) VERY salesman in the United 
States will be interested in the 
recent transfer of Mr. T. D. 
Kingsley to Albany, New 
: York, where he will make his , 
veadquarters as Eastern Manager, hav- 
ag responsibility for the Company's 
ctivities in territory comprising the 
‘ttsburgh, Washington, Philadelphia, 
Yew York, Buffalo, Albany and Boston 
Districts. In that area Mr. Kingsley 
rill have jurisdiction over sales, service, 
nd warehousing. 

This transfer was made on Mr. 
dngsley’s request because he saw an 
~pportunity for closer concen- 


1s, 2 O RR 


Asst. Gen. Mer. 
Gen. Sales Mer. 


have seen fit Mr. 


ration on the sales problem in 
ae East than he was able to 
ive it when burdened with 
ye full responsibility for sales 
aroughout the United States, 
ad because of the great impor- 
ince of our sales and service 
rork throughout that part of 
ye country the Management 


to) “grant 
Kingsley’s request that he be 
transferred to the position of 
Eastern Manager, as above de- 
scribed. 

Mr. Kingsley’s going East is, 
I believe, an excellent object 
lesson for every one in the Bow- 
ser organization to follow, and 
Three 
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that is, Mr. Kingsley has been 
willing to sacrifice all other con- 
siderations to follow what he 
sees is the greatest sales oppor- 
tunity at this time. 


For the salesman in the field 
it is possible to follow the great- 
est sales opportunity without 
any sacrifice. All that is needed 
is aconviction that Bowser paint 
oil equipment offers the best 
possible investment for profit to 
the paint oil dealer or the manu- 
facturer who handles paint oils 
in large quantities. 


You will be interested to 
know that so far this year we 
have sold a lot more paint oil 
outfits than during the same 
period last year, and that last 
year was one of the biggest 
paint oil outfit years in the his- 
tory of the business. 
come about, I am sure, by the 
attention which a good many 
salesmen have given the paint 
oil line rather than because the 
prospects were any better than 
they have been. Between Sep- 
tember 15 and November 15 a 
special discount is being offered 
to the paint oil trade, so that in 
this period a much bigger op- 
portunity for profit is offered 
the paint oil dealer than usual. 
‘This is likewise a great oppor- 
tunity for the Bowser salesman, 
as there is not a territory in the 
United States that does not have 
some paint oil prospects. “These 
Four 


, 
Pa g @ . 


‘This “has: 


should all be seen and worked | 
for immediate business, as the 
special discount will positively }} 
be withdrawn November 15. 

‘Take your bulletin on paint. 
oil—study the equipment we 
offer—study the various book- | 
lets that have been issued on} 
paint oil, all of which every live } 
salesman should have in_ his} 
possession. See every paint oil} 
prospect in your territory andf 
insist on their considering this 
great opportunity that is of-| 
fered to Bowserize their paint 
storage and thereby greatly add 
to their profits. If you don't) 
have them in stock, ask for paint. 
oil survey sheets. They will) 
help you to’ present your propo- | 
sition on a dollars-and-cents| 
basis that cannot fail to inter-| 
est your prospect. “The biggest, 
commissions available today are! 
in the paint oil field. Get yours!) 


| 
On the Range | 
Exasperated sergeant (to re- 
cruit at the firing point): “‘Do| 
you know how to take a half 
sight ?”’ 
Recruit: .“"Y es;) siee 
EK. S.: “Did you ‘@ver see al 
fine sight?”’ | 
Ric Ses," sien 
BE. Sita Whats 
sight you ever saw?” : 
R: “A boatload of sergeants 
being sunk!”’ | 


zm 


the finest 


—Sound Off. 
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From the Daily Guardian, an 
ustralian paper, dated March 
1, 1924, we read an account of 
Bowser pump going through 
re hot flames of fire and coming 
ut none the worse for the ex- 
erience. 


It seems a car was filling at 
1e Bowser curb pump; the pe- 
foleum tank was under the 
ashboard and when one of the 


[> BOWSER PUMP AFTER THE 
FIRE WAS EXTINGUISHED 


t’s the same old STORY--- 


BOWSER PUMPS 
LAUGH at FIRE 


---this time in 


AUSTRALIA 


occupants of the car felt the 
need of a smoke, the fumes of 
the petrol connected with the 
lighted match with the usual 
results. 


As shown in the illustration, 
the car was a complete wreck; 
three people were severely 
burned. But, although ‘‘the 
heat was terrific—it being im- 
possible to get within fifteen 
yards of the flames—the pump 
neither fired or exploded and 
the glass cylinder, enveloped in 
flames, was not so much as 
cracked. Before the ashes had 
cooled, the Bowser was again 
delivering accurate quantities, 
being in perfect order.”’ 


All of which any fire under- 
writer will tell you is usual— 
where Bowser pumps are con- 
cerned. 
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Santa Claus Comes 


ONO ia bie ying oak 
tempting, fellows? 
We mean that cigars 
and those candy 
shown at the top of 
this page. A box of twenty- 
fivedsa.baligas, moenatoraisize, 
wouldn’t go bad at all these 
cool Fall evenings—sitting in 
the big comfortable chair under 
the reading lamp and with a 
soft pair of slippers wrapped 
about tired feet. 


What? Oh, you don’t smoke? 
Well, that’s easy. Ill bet the 
lady at: home would enjoy a 
box of candy—three pounds of 
delicious, rich chocolates. Now 
don’t tell me you're single be- 
cause even though it’s true 
there's always some pretty fem- 
inine acquaintance who appre- 


Preece Srte 


QUICK! 


and this is what 
Santa brings---your 
choice of a box of 
25 cigars or a | 


3-pound box of candy. 


ciates sweets—in a box. - Just 


look over your list and pick out} 


the one who deserves it most 
and then set out to win the 
prize for her. 


All you have to do is to sell 
paint-oil equipment. 


from September 15 to Novem-) 
ber 15. But you have to do it 
You see, the first 
twenty orders are the ones which 
cop the prizes—either a box of 
cigars or a three-pound box of 


Figures) 
109 and 115, at 20% discount, 


i T he 


| candy of your own choosing. 


im You know, it used to be a 

hard proposition to sell paint- 
} oil equipment all the year 
‘round. ‘The reason for that 
|| condition was that people didn’t 
buy paints and decorating sup- 
plies except in the Spring; thus 
|the paint dealer had what is 
called a slack season. 


jm That is all changed now, 
thanks to the Save the Surface 
Advertising Campaigns which 
‘have educated the public to 
paint and have decorating done 
all the year ‘round. Many of 
'the paint stores throughout the 
country are doing a bigger busi- 
hess during the winter months 
| than ever before. You see the 
long winter evenings enable the 
home man to repaint some of 
jthe furniture, redecorate the 
| walls or woodwork, or shine up 
ithe old bus. 


Then, too, our winters aren't 
|}so terrible that some outside 
} painting can’t be done. When 
| this big country of ours settles 
down in earnest to protect its 
| property fromenrot, rust)and 
| wear there's bound to be con- 
|siderable paint business. For 
| instance, it takes a lot of paint 
and paint-oils to protect 83 
billion dollars worth of stand- 


¢ 
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Early this year--- 


that is, if you’re 
a real good 


salesman! 


ing property—houses, theatres, 
schools, barns, factories, hos- 
pitals, etc.; likewise, if it wasn’t 
for paint, rust could do an enor- 
mous amount of damage to 3% 
billion dollars worth of farm 
implements—plows, tractors, 
cultivators, harrows, wagons, 
etc. Winter months are just the 
ones in which the farmer can 
paint his farming tools with 
profit to himself and the paint- 
oil dealer. Other important 
items which need oceans of paint 
are: 


Furniture—10 billion dollars 
worth. 

Automobiles and Trucks—8 
billion dollars worth. 

Railroads—5 billion dollars 
worth. 

Electric. Railroads—1 billion 
dollars worth. 


‘Bhemtotalfamount. of), this 
partial list of property in the 
United States which deserves 
and gets millions of gallons 
of paint is $111,000,000,000. 
You've got paint dealer cus- 
tomers who share in this great 
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business and they need Bowser 
equipment. 

Did you know that three out 
of five public buildings lack 
paint protection; that nineteen 
out of twenty barns and silos 
need paint; (fourmout soLwiive 
homes are rotting and wearing 
away because of no protection 
to the elements; one out of two 
factories cry for a new overcoat; 
three out of four warehouses 
and three out of five apartment 
houses are also paint destitute? 
In other words, only 25% of 
this valuable property is receiv- 
ing attention with paint and 
vatnish. -To get this across to 
your prospect, tell him that for 
every dollar's worth of business 
he does now there is $4.00 more 
to be had if he will but go 
after it. “he Save the Surface 
Association will substantiate 
these figures if he needs proof. 


Not long ago a survey was 
made in an average American 
town to see just what kind of 
paint and varnish was needed— 
and how much. The popula- 
tion of the town was 6,000; 
here’s what the survey dis- 
closed: 


NEEDED 


35,000 Gallons of Paint. 
6,500 Gallons of Varnish. 
5,000 Gallons of Enamel. 
$15,800 Worth of Putty 


and Supplies. 
55,000 Hours Labor. 
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Say there were two stores ir) 
that town able to handle the 
business. If they would havel|’ 
combined their efforts and gon¢) 
after this business, they woulci\y 
have made several years earn: 
INGS) POUteOLmmais propositior | 
alone. 


this country deteriorates at the)} 
rate of approximately $11.0C}}, 
per person. Paint and varnish} 
would bring this amount down) 
toma ridiculously low sum, but | 
people 
possible to protect a dollavt 
worth of property with paint} 
and varnish at a cost of 1M’ 
cents per year. [he reason they) 
don’t know it is because the 
paint dealer doesn’t tell ‘em. 
Maybe he doesn’t know it him-|] 
self! 


P. J. Barnum, as you remem-} 
ber, used to say that the public 
likes to be fooled. Barnum was} 
certainly a master hand at doing| 
that very thing, but he drew the} 
line on kidding himself. His} 
circus, combined with Ringling} 
Brothers, thought as much of 
paint as they did of their clowns 
and elephants. “The manage-| 
ment of these two famous shows} 
comes out in a letter and says: 


“Paint and varnish both pre-| 
serve and beautify our trains, | 
wagons, and floats. | 

“Paint puts punch in the cir-' 
cus. We never finish painting. | 
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1) housands of paint and varnish 
t rushes work winter and sum- 
rer. 


“The best circus wagons ever 
cuilt would have’but a brief life 


‘ish. 

“Some of our finest allegor- 
jal floats undergo twenty-two 
jainting operations in a single 
fear. Thus we have wagons 
mat have traveled half a mil- 
on miles through heat and 


thad sand, yet still are in isplen- 


il d condition. 
| ‘And this is largely because 
1 three things—Paint and 


‘arnish—Plenty of. Paint and 
arnish.’’ 


Pil tefl you, boys, most of 


wiiaese things but they don't 
wink about them in terms of 
ncofit to themselves. When you 


ep up to a paint-oil prospect, 
t him know that you know 
*s not getting all the business 
is possible for him to get. In 
iat way he will come to feel 
lat you are not only interested 

selling him Bowser equip- 
‘ent but that you are also in- 
‘rested in seeing his business 
‘velop to such a point that it 
ill cost him money every day 
at he puts off installing the 


dur prospects Rnow all about . 


best storage and distributing sys- 
tem on the market. 


Naturally your commissions 
will increase—and maybe—if 
you hurry—you ll get a box of 
cigars or a plate of candy. 


EpITOR’s NOTE: Those who 
have won cigars or candy to 
datemarce ene ol arlingre aor 
Ghirem Gwe hil brook rival. 
AUstings Paelies Peoplespar as ©). 
Johnson wrt: Bradshaw. J.C, 
Guthe, S. D. Smith, P. Carlton, 
L. W. Cheney, Edw. Knoblack, 
JeJGomalvand J Cra wWeiss. 


When a Bowser salesman made a 
call the other day, his prospect 
greeted him thusly: 

“Well, sir, I’ve found that there’s 
a cheaper pump on the market than 
yours—and I’m going to get it. 
What do you say to that?”’ 

“I know there’s a cheaper ocut- 
fit,’ defended our salesman, “and 
that doesn’t worry me any more 
than the existence of a mtorcycle 
bothers the Cadillac Company. But, 
[ am worrying about your ultimate 
satisfacticon—I wonder if you’ve 
thought enough about that?’’ 


Presto 


Little gobs of gear. grease, 
Little daubs of paint, 

Make the junk-pile motor car 
Look as if it ain’t. 
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BROMLEY assumes new 


RESPONSIBILITIES, 


LH. SBRONW Exe or 
the past three years 
manager of the lubri- 
cation and filtration 
division of Bowser 6 
Company, has been appointed 
manager of the engineering sales 
division, a newly created posi- 
tion. He will assume these ad- 
ditional responsibilities, in con- 
nection with his former duties, 
at once. 


Mr. Bromley came to Bowser 
© Company from the Richard- 
son-Phenix Company of Mil- 
waukee at the time of purchas- 
ing that concern. The business 
of the lubrication and filtration 
division of the two companies 
was consolidated, with Mr. 
Bromley in charge. 


‘The new position of manager 
of the engineering sales is being 
created in order that a separate 
division may specialize in fac- 
tory sales work and leave the 
balance of the organization to 
develop the filling station and 
kindred fields of the business. 
As manager of the engineering 
sales, Mr. Bromley will have 
jurisdiction of Bowser activities 
in the entire industrial field, 
including pump and tank busi- 
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C. H. BROMLEY 


who knows one or 
two things about lubricatio:\ | 
and power plants 


The 


Bowser Man 


tess as related to factories. This 
{1 addition to filtration and 
(ther engineering work in the 
rower plant field. 


Prior to his connections with 
tae Richardson-Phenix Com- 
g@iy, ©. H. was an associate 
Klitor of “‘Power’’ Magazine 
id before that time was Pacific 
roast editor of the same pub- 
Hcation. He is a member of the 
H merican Society of Mechanical 
Ingineers, the National Asso- 
ation of Stationary Engineers, 
‘he National Electric Light 
ssociation and the Engineers’ 


tlub of New York City. 


Mr. Bromley is largely re- 
joonsible for the development of 
\ientific lubrication for power- 
WWctven machinery and is the 
athor of several books on “‘En- 
meering Practice.”’ 


EpDITOR’s NOTE: The article 
Ove is just about the way the 
imouncement would appear in 
e newspaper. You wouldn't 
ink, from reading it—and not 
1iowing C. H.—that he was 
common, everyday, likeable 
ap. Engineering—author- 
ip— lubrication— filtration— 
[| those long, high-sounding 
ords just naturally give a man 
| Impression that—well, you 
Itiow what I mean—sort of a 
teer, dictionary feeling. 


But listen! We've been on 


several parties with Charlie and 
he’s a regular kid. He dons a 
bathing suit without the slight- 
est give-a-darn whether there’s 
a hole in the—ah-h-h—trunks 
or not. 


At home, among other things, 
he takes the keenest delight in 
rubbing the finish off his Studie 
with such simple tools as a 
sponge and chamois. And— 
sh-h-h—he’s just plain foolish 
about bananas. 


LOOK AND LISTEN—BUT 
DON’T STOP 


The way to beat a competitor 
is to keep everlastingly at it. 
No political campaign, whether 
it is a presidential battle or any 
other, can prevent the success 
of a salesman who knows his 
ground, redoubles his sales en- 
deavors and determines to fight 
every step of the way with every 
legitimate prospect.’’—Building 
Supply News. 


Mistaken Identity 


“Why did the labor boss fire 
you from that job?” 

“Well, you know a labor 
boss is one who stands around 
and watches his gang work. 

“Yes, yes! What's that got 
to do with it?” 

“Well, he got jealous of me. 
People thought I was the boss.”’ 
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Your 


RESOURCES 


are determined 
by 


your 


RESOURCEFULNESS--- 


TS time we took 
stock of ourselves, 
It’s time that each of 
us marched our re- 

spective selves up in 

front of a full length mirror in 
order to take a good look. I 
can think of a half dozen men 
in our sales organization who 
have a perfect right to feel fairly 
well pleased with what they see 
in the mirror. Maybe you're 
one of them. 


Never in the history of the 
Bowser organization—I dare 
say never in the history of any 
organization — have so many 
rumors and currents and 
counter-currents been at work 
to sway and to influence the 
gunners on the firing line. You 
have had bombs shot off in your 
ears just as you were getting 
ready to pull the trigger on a 
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what do 

YOU 

see in the 

mirror? i" 


sale. Calamity-howlers havelu 


fundamental and unchangeableto) 
policies and plans formulated) 
by your company. Bhe 

The crisis in the battle ist: 


past. Take a breathing spell.pr 
Look in the mirror. How def 
you find yourself? Are youjt 


by competitive bombast? 
with a bruise here and there, are 


The 


Bowset Man 


jrou still smiling and steady,— 
}rour imagination working at 
|op speed and your vision of 
}rictory clear and unmistakable? 


| No need to go into the past. 
iLet the dead past bury its 
\lead.”’ We live in the present. 
| ife is a fight—especially is sales 
tvork a fight. Bowser is worth 
lighting for. Bowser has ideals 
ind high aims and a rich and 
‘lorious past. Bowser is doing 
hings right now. Bowser is up 
Wind going with a force and a 
jvill never before equaled or ap- 
\roached. 


Aside from the usual run of 
}ianufacturing difficulties, which 
ften do not come into the clear 
ight of the sun until the equip- 
Jient is in the field and set up 
or use—aside from the fact 
Maat, with large quantity buy- 
Hag, we have come into an era 
f large quantity kicking as 
rell—aside from these things 
pd all other 


is past. 
spell. 


er is striving 
head in seven 
eague boots, 
‘erfecting inter- 
al and field 
i'rganizations, 
)mplifying and 
tandardizing 
}juipment, economizing where 
‘conomy is good business and 


vous? 


takable? 


The crisis in the battle 
Take 
Look in the mirror. 
How do you find yourself? 
Are you shellshocked? Ner- 
Gassed by competi- 
tive bombast? 
bruise here and there, 
you still smiling and steady 
—your imagination working 
at top speed and your vision 
of victory clear and unmis- 


spending money without hesita- 
tion wherever there is good rea- 
son for expenditures. Don’t be 
color-blind to the present sales 
situation. It is not drab and 


grey and gloomy, but the colors 


are bright and glowing with 
much promise and definite as- 
surance. Can't you see the 
colors? Don’t you know that 
Wilatlasaye 1sethiedas le atmanot 
kidding myself and I certainly 
don’t want to try to kid you. 


But what are you seeing in 
the mirror? Let me tell you 
what one man sees. Sales were 
not keeping up as they should 
in his territory. He sat down 
and thought the thing out. He 
left his model and his order 
book at home two days. He 
went out into the slums and 
the “‘smelly’”’ district of a large 
city where the colored folks re- 
side. He canvassed the grocery 
stores and the ‘‘delicatessen’’ 
shops, if you 
can favor with 
such a name the 
dirty and grimy 
DiLaiceserinto 
which he went 
for information. 

He came out 
Witheawiiy): aid 
complete set of 
facts in ‘regard 
to the quantity 
of kerosene sold in that section 
of the city. He hied himself to 


a breathing 


Or with a 
are 
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a large corporation which makes 
a business of selling kerosene 
and he showed the officials of 
that corporation that there was 
sufficient quantity of that liquid 
sold in that locality to warrant 
the placing of tanks and the se- 
curing of contracts which that 
company did not then hold. 


Result: A beautiful order for 
kerosene outfits as a starter, with 
more’ to. follow.” tHe created 
sales. [he market was there 
but he had to find it, bring it to 
light and let it blossom forth 
into orders. 


That's only a sample of what 
that man sees in the mirror. He 
ought to be fairly well satisfied, 
don't you think? 


I see another man standing in 
front of the mirror. He was up 
against an overdraft on his com- 
mission account. He was also 
up against the necessity—the 
absolute mnecessity—of having 
some money promptly to meet 
an obligation. -He laid out a 
plan—at home. He got into 
his little old flivver and started 
out with a determination to 
make things come his way. For 
was he not a salesman; and is 
not the salesman’s big calling 
to compel others to see things 
his way? Before he got home 
late the following Saturday 
night, the flivver speedometer 
had had 800 miles added to its 
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total, 


and that didn’t count 


a couple of long jumps which > 
he made by train midway in 


the week—the total distance 
traveled by train being about 
400 miles. Result: $4.650.00 
worth of business, $2,000.00 
of which was cash. Did he get 
his money to meet his obliga- 
tion? He did. 


What do you see in the mir-_ 
Are you drifting along, 
fretting at conditions? Or with | 


ror? 


a great big beaming smile, 


which camouflages set teeth, are 
you brushing aside the things 
that small men worry about | 
and are you stepping out to- 
master the conditions which you | 


find about you? ? In detail, 
things are different than they 
used to be but it is only in de- 
tail. 


profitable way? 


jubilee. 


After a self-made man finishes the | 


job he closes the factory. 


Many a man’s greatness is due to. 


the fact that he has a boss wife. 


If matrimony doesn’t make a wo- 


man wise there is no hope for her. 


The main problem is, and | 
always has been, “‘how to sell.’ | 
Can you solve that problem for | 
yourself in a big, broad’ and 
Of course you | 
can—provided only you are a. 
salesman to begin with. Bow-. 
ser is going ahead, straight, fast 
and unmistakably. Get on the 
band wagon; it will be a great 
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TOMLINSON PILES UP THE GREATEST 
NUMBER OF BASES 


Final Results of the Bowser Baseball Game 
| By the time this issue of (THE BOWSER MAN is in your hands 
}you will have read the baseball score card carrying the announce- 
}ment of ninth inning and final winners. As a matter of record, 
})nowever, we are showing final results along with some rather 
important decisions of the Umps. 


Total Number of Bases 


| Player Team No. Bases __ Prize 
Perinat Gb OMmlINnsOn: 26.7.6 eas Dallaseee areca) rin 428 $100.00 
LG fae BS IC 6 Ge RN | eae WV aShinton cer 20): 334 75.00 
Meee Cie GersOnee anew Gl- s. g A La fiyeure a mninvns oy 28h 328 See Note 1 
BS ad eee ats yaar es sce 294 See Note 2 
bolted TAUGHT is SS ea err oe ea Viet p Disease det. 238 50.00 
| itis TEES ANIC fey Agr ae Dallas a nie Sree nc he Fe iho) 10.00 
ieee eoteinnausen, ye ti. cs Ohio and Kentucky... .206 10.00 
Sema te PROCES bree geek Pee ee ae Glevelandameren srsc tite bAZ 10.00 
ee Cee ALGING UL sto a © Sais beranciscOme louie 2 ire’ 10.00 
BND a ere ALIN ne te. wep nase rah Oinica SOM cits ses esee 174 10.00 
Mee ee euSOOdMate sei e eA Ee Detroit eek 134 10.00 
Be ree Nn OTIC tes Visco bss eed INC Want OC Kc.) ae 126 See Note 3 
remaster Cha VEO ad ho gs ord clchareke Wieshinstan we. .; ox ee 26 10.00 
em oat N et VUE TON). aon ea as itis Durga 8 fs). eee hea nee 10.00 
ORAL ONE AES Cl 61 ee Rate a ee Ohio and Kentucky... .110 10.00 
BPE ee R OAV ACES 5 chic) ose aw a Reds Washington ans... aera 107 10.00 
| Total Number of Home Runs 
No. 

Player Team Home Runs Prize 
erin wiOmunson 6s. oe ecard Dallagwreme pel). epee 67 See Note 4 
Peme Cnn mt OC lestONls kk ae «5 Dan vaio, eee 54 $100.00 

Total Number of Three-Baggers 
No. Three 
| Player Team Baggers Prize 
PE yee DEDe Ys fe, San eee NeW YiOTKs (2 ck a7 eee 34 Sah 200 
| Total Number of Stolen Bases 
No. Stolen 
Player Team Bases Prize 
Se reas A CCTSON gern fi Se otis Albany). 2a 54 $ 50.00 
Final Standing of Manager's Contest 
Manager Team Average Prize 
ETSI Soli 0 ea mAs 2rd ee Albany. Sie. eeee 93.8 $100.00 
Manager Team Average 
Re Soe om Sal Of ear tae es cals em Sa) 6 Dallaso 0. See 73.8 
See 7 atttow ts CICICE I he's hgh. ure lak as (ShicagOwinuiern oe tee Has 
Nemes ek ten Ch ate wrmine Orso. eo is Wiashingtotis went ames 4 57.4 
MeN Elo Ee NOersOe eo Son okays Wess ING Win y, OF kha eee ae 54.7 
Mc EWe ka WEDEL Ico ny eal pees ae iVMiempbiseiiean heen 00.0 t 
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R. E. TOMLINSON C. R, EGGLESTON 
; DAMILGAS ALBANY 
Total Number Bases Total Number Home Runs 


LOOK’ THESEREA@ES 
OVER 


NOTE IN: PARTHGREA 
“THE DERE RIVE 
EXPRESSIONS 


There must be something to 


that phrase—used to explain 
failure— 


“You Don’t Hold | 


Your Mouth Right!” 
L. W. CHENEY ws | 
NEW YORK | 

Total Number Three-Baggers 


Pege Santeenx 
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GEO Ss DACON H.’ G~ ANDERSON 
MANAGER ALBANY DISTRICT ALBANY 
Winner of Manager’s Contest Total Number Stolen Bases 


G. A. SMITH Jee CLINE 
WASHINGTON MEMPHIS 
Second Total Number Bases Third Total Number Bases 
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RULINGS by the UMPS 


The following rulings refer to Notes in the prize column | 
appearing in the accompany tabulations and are based on the rules | 
announced in Score Card Number | at the beginning of the | 


contest, which reads: 


“No player may win more 
than one game prize, but will 
be awarded the largest prize for 
which he qualifies.”’ 


Note 1. Mr. Anderson, of 
Albany, qualified for first place 
on the Total Number of Stolen 
Bases, which carries a prize of 
$50.00. He also qualified for 
third place in the Total Num- 
ber of Bases, which also car- 
ries a prize of $50.00. He is 
awarded first place on Stolen 
Bases. 


NGTEa2 A lL ohion obeNie 
‘Tomlinson, of Dallas, qualified 
as first in Total Number of 
Bases, he also qualified as first 
in ‘Total Number of Home 
Runs. Each place carries a prize 
of $100.00. He is, therefore, 
awarded first place on Total 
Number of Bases and is de- 
prived of prize-participation in 
the Home Run group. This 
causes Mr. Eggleston, of Al- 
bany, to be eligible for the 
Home Run prize, which he is 
awarded. But, in turn, Mr. 
Eggleston is deprived of third 
prize in Total Number of Bases 
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—which is the smaller of the | 


two awards. 


NOTE 3. 


Baggers, which carries a prize 


of $75.00. He is awarded first 


prize in this group and 1s, there- | 
fore, automatically excluded 
from prize-participation in the. 
Total Number of Bases group. 


NoTeE 4. Mr. 


of Home Runs. 


Gassing Is Out of Date 


Remaining in a closed garage 


with the engine of your car run- 
ning is our idea of a hazardous 
occupation. 


that way.—Collier’s. .... 


Mr. Cheney, of | 
New York, qualified as first in | 
the Total Number of Three- | 


Tomlinson, | 
of Dallas, having qualified as | 
first in Total Number of Bases, | 
is awarded that prize and is de- | 
prived, by the rules, of prize- | 
participation in Total Number | 


It’s almost sure. 
death from poisonous exhaust. 
gases, and entirely needless, yet | 
many good people have died | 


Among the PRIZE WINNERS 
on the SKIDOO TABLE 


Wee ADARLING Ja Om W Aleolt W. C. SAVAGE 
Chicago Ohio and Kentucky Washington 

Innings on Table Innings on Table Innings on Table 

Dee Oe) 0.9 PES As Ds Ons geo no By iorte ae) 


B. N. D. MILLIRON JaGubARDINGs JR: IRAN G hs OR OHS 
Pitsburgh San Francisco Cleveland 
Innings on Table Innings on Table Innings on Table 
te 5 409 6.0475,05/9 Aeon 7 89 LD AAS SOs a oto 


E. STEINHAUSER Rec by RD R. J. GOODMAN 
Ohio and Kentucky - Washington Detroit 
Innings on Table Innings on Table Innings on Table 
aye Oe io, o EAD OF Ain O59 TARO a5 OFeo 
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High Spots in 
Company 
and Individual 


Affairs 
In the Past Thirty Days 


Since this issue of THE Bow- 
SER MAN is a double one—Sep- 
‘tember and October—the an- 
nouncement of T. D. Kingsley’s 
going East is perhaps not news. 
A few words, however, on T. 
D. and his successor are not out 
of place at this time. “Tom, as 
we all affectionately know him, 
has, at his own request relin- 
quished the Sales Managership, 
which he has so satisfactorily 
and successfully handled, and 
gone to Albany as Eastern 
Manager. The change was ef- 
fective September Ist. In his 
new capacity Tom will have 
jurisdiction over all territory 
covered by the district offices of 
Boston, Albany, New York, 
Buffalo, Philadelphia and Wash- 
ington and that territory which 
is contiguous to and includes 
Pittsburgh. His new duties will 
also include executive responsi- 
bility for the Eastern warehouse 
at Albany, J. L. Rhoads report- 
ing to him instead of the Home 
Office. 


; : 
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Yes, T. D. 1s assumungwam 
important work, but those who | 
have worked for and with him | 
know that he is more than 
equal to the task. “THE BOW- } 
SER MAN wishes that all of you | 
could have been present at the | 
sort of farewell party which } 


members of the fourth and fifth | 


floors gave to Tom at Lake j 
Wawasee. It would have done |} 


your heart good to see him § 


shoot at the target—at—that’s | 
what I said—and you'd have | 


certainly enjoyed the Treasure } 


Hunt. Maybe, some day, you — 
can get him to tell you about it. | 


Introducing L. E. Porter— | 
Assistant General Manager and | 
General Sales Manager. Of | 
course, Lew really needs no in- | 
troduction—nor his new re- | 
sponsibilities any detailed com- 
ment here. Effective September 
Ist you were being guided by 
his experienced hand. | 


You have read, or should | 
have read, his message to you 
in this issue. As a former sales- | 


vents 


nan, District Manager and Ad- 
| rertising Manager, Mr. Porter 
fnas a darn good idea of what 
he sales organization is sup- 
loosed to do—and more impor- 
ant, how it should be done. © 
| THE BOWSER MAN hopes 
: | hat L. E. will have a timely 
}aessage for you in each issue. 
}1.-C. Storr, assistant sales man- 
@yger, and C. J. Worden, Mr. 
}orter’s personal assistant, have 
joromised to help me secure sales 
\deas from his extensive store- 
j1ouse. 


} The Atlanta and Birming- 
ham district have now been 
laerged into one and will here- 
}fter be known as the Atlanta 
istrict. H. C. Carpenter will 
He in charge of the enlarged dis- 
my cict. 

Mr. Carpenter is thoroughly 
}cquainted with conditions in 
}2e Southeast and his past per- 
}ormance promises big things 
H}or the southern territory. 


The Figures C-7 and C-77 


The Bowser 


Man 


have been deservedly popular 
from the beginning. Announce- 
ment is now made that C-77 is 
to have the Underwriters’ Label 
and with this good news these 
two visibles should be among 
the “Best Sellers’ in 1925. 


The new address of the St. 
Louis Office is 1340 Syndicate 
Trust Building. 


Effective October Ist, C. A. 
Willson, who has been work- 
ing as a salesman under the 
Philadelphia Office, will become 
DistricteVianageruccr sr: ssays 
that Bacon can thank his lucky 
stars that the baseball contest is 
ended. With Bill Gillette on 
the job now, as supervisor of 
service, the Quaker territory will 
be among those present. 


Justine L. Doyle, formerly 
of the Dallas District organiza- 
tion, will assume charge of the 
Denver District. Mr. Doyle 
will personally represent Bow- 
ser © Company to the large oil 
companies centering in Denver 
and will build up such a sales 
organization as is necessary to 
take care of Wyoming, Colo- 
rado and part of New Mexico. 


Effective immediately the new 
address of our Cleveland office 
simcnanced to 7 lla. buch 
Avenue. 
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SAIHEN you think of a’ 
pW filling station you 
naturally think first 
of the station where 
: you buy most of 
your gasoline and oil. ‘Then if 
you will but jet your fancy 
wander you picture to yourself 
some particular station you once 
saw in the course of your wan- 
derings about the country that 
left a pleasing and lasting im- 
pression with you. Then when 
you try to figure out the reason 
for this impression it gradually 
opens up before you like the un- 
folding of a panorama. In the 
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Filling 
Station 
Design 


by 
C. W. BULLARD, A. I. A. 


first place its location on a busy | 
thoroughfare; its wide, long } 
sweeping drives up to the beau- | 
tifully appointed and propor- 
tioned building where the | 
sturdy, business looking pumps | 
awaited your pleasure; the air | 
and water tower and the drain } 
pit in just the right places; and | 
then the well kept lawn, with} 
flowers and shrubs and hedges | 
artistically placed about the] 
grounds; all these things {J 
blending together harmoniously 
stamped themselves indelibly 
on your mind. Did you stop 
for gasoline? You did if you 
were able to cram another gal- 
lon into your tank! 


It is the composition of all| 
these essentials that we have in} 
mind when we speak of the} 


Man 


‘ 


design’’ of filling stations. It 
ts the whole thing as a unit; the 
round itself; the drives and the 
}puilding; the pumps, drain pits 
kind greasing rack; all the things 
lecessary to make the station 
Womplete; and it-is the arrange- 
foent of all these in their proper 
Hlaces as well as the architec- 
jural treatment of the building 
| hat goes to make the design of 
ihe station good or bad. 


The design of the station is 
| hen one of the first things to be 
}onsidered after the location has 
Pheen decided upon. The ar- 

angement of the drives with 
bespect to the accessibility from 
he streets, the relation of the 
tives to the building proper, 


| 
ie 


| 
| 


iehe. Bowsec 


and the location of the drain 
pits, air and water service with 
respect to maximum service with 
the minimum space and time for 
service, all of these, being ar- 
ranged harmoniously and intel- 
ligently, with good design of 
buildings, will be a decided as- 
set to the station itself as well 
as to the neighborhood in which 
it is located. 


Filling stations were at first 
simply bases for the distribu- 
tion of gasoline and oil to the 
motoring public and such a 
place needed only a small build- 
ing for the shelter of the attend- 
ant and the storing of three or 
four drums of oil and generally 
had only one pump for the dis- 
pensing of gasoline. 


; SUPERIOR OIL COMPANY STATION BEFORE THE FIRE WHICH 
COMPLETELY DESTROYED THE BUILDING 
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However, competition entered 
into the scheme of things along 
with the increase in the num- 
ber of automobiles and the in- 
creased demand for gasoline and 


possible for a minimum charge | 
and all gasoline and oils are dis- | 
pensed by the highest types of) 
accurate self-measuring pumps.) 


This advance of the filling? 


o1lpand soon 
the filling sta- 
tion bud began 
to. untold sand 
blossom out 
until now some 
of them have 
developed into 
regular depart- 
ment stores for 
the automobile, 
~ where one may 
DAwemni Smear 
washed, pol- 
ished, greased, 
oiled, supplied 
with gasoline, 
tires changed 


and repaired, 


battery looked 


Abe Lincoln, as we under- 
stand it, lived for a time 
in Springfield, Illinois, and 
practiced law on the natives. 
The author of this article— 
Clark Wesley Bullard—was 
born there. Thus he and 
Lineoln both did something 
for their home town—not at 
the same time, however. 

Before C. W. became a 
member of the American 
Institute of Architects, he 
graduated from the Univer- 
sity of Illinois after that 
he and his father practiced 
architecture in Springfield. 
The University, however, re- 
called C. W. and he became 
a member of the Supervis- 
ing Architects’ office—later 
an instructor. 

Just before our filling sta- 
tion designer came to Bow- 
ser & Company, he was in 
DUSINESS LOT skh tees eal steer 
Peoria. We’re not going to 
tell you what the contrac- 
tors say about his plans. 
Clark simply can’t take on 
any more work—and two 
fine lads and their mother, 


station has not 
occurred all at 
once, but, never-. 
theless, it has) 
been quite rapid, 
and the present 
requirements of| 
the motoring 
public has made 
it advisable, for’ 
the sake of dis-) 
cussion, to clas-| 
sify them inte! 
four general} 
groups, VIZ.: 

First. Filling’ 
stations in the’ 
business district ;) 
second, filling’ 
stations in resi-| 


after, in addi- 
tion to supply- 
ing accessories or 
parts that may 
be needed or desired, all this 
being done literally “while you 
wait,’ and, so that the waiting 
will not be tedious, rest rooms 
supplied with magazines, news- 
_ papers, road maps and road bul- 
' letins, and wash rooms and toilet 
rooms for both men and women 
are provided. All work is done 
with the idea of the best service 


Hudsons. 
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ats hone; say sthat all his 
Spare time is use din coax- 
ing along one of the first 


dential sections 
tions on arterial 


whose business is dependent) 
upon the people in that district 
and whatever transient business 
that might come that way; and| 
fourth, filling stations in small| 
towns that handle the local) 
trade but in reality cater to the 
touring public. 

' The first group, that of sta-| 
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| tions in the business district, is 
-usually restricted in size and 
»may have one or two drives, 
| two or three gasoline pumps, a 
| small building for housing the 
-oil and shelter for the attend- 
}ant, and may or may not have 
| drain pits. Usually only a small 
building is needed with just 
space enough for three or four 
-oil outfits, air tank and com- 
| pressor, heater and office for the 
attendant. 


In the second group, that of 
! ig stations in residential dis- 


| tion is also drawn from the 
)neighborhood. But as it is the 
qjtransient trade that is sought, 
Wiithen the station should handle 
+/two or three grades of gasoline, 
\several grades and brands of oil 
(Gif an oil company station it 
should have on hand all grades 
4pof its own oil and gasoline) 
jand there should be drain pits 
and greasing rack, air and water 
jservice and ample parking space. 
™ The building itself should have 
Man office and sales room, with a 
(men’s toilet room opening off 
®t, and a rest room for women 
Mwith a separate toilet room. 
ilThe entrance to the sales room 
should be from the drives, while 
iN) he entrance to the women’s rest 
‘oom should be at one side of 
he building and be screened 


from the public view by a vine 
covered lattice or high shrub- 
bery. [he atmosphere of the 
station should be inviting and 
the arrangement and character 
of the whole place should be 
such as to appeal to the ap- 
proaching motorist, and _ the 
ground should be of sufficient 
size and so placed as to be seen 
by the approaching motorist 
from a distance so that he will 
have plenty of time in which to 
decide to drive in. 


The requirements of the third 
group, that of stations located 
in residential districts, is some- 
what the same as those of the 
second group, with the excep- 
tion that the building does not 
need to be quite so complete. 
The drives should be quite 
easy of approach and wide and 
straight enough so as to inspire 
confidence in the timid driver, 
as quite a few women in the 
neighborhood will use such a 
station. [he need of greasing 
racks and drain pits is quite es- 
sential, as the convenience of 
such a station to the people in 
the neighborhood is one of the 
best drawing points. The build- 
ing itself need only be large 
enough to contain the oil out- 
fits with plenty of room for the 
necessary furniture and equip- 
ment and with a toilet room, 
primarily for the use of the at- 
tendant. It is better to have an 
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-outside entrance for the toilet 
room, 
without embarrassment by any- 
one patronizing the station. 


The fourth group, compris- 
ing filling stations in small 
towns, constitutes a more com- 
plex problem and one which re- 
quires considerable preliminary 
study and observation of tour- 
ing conditions. 

The small town generally has 
a garage or store which is equip- 
ped with a curb pump. 


The filling station in this 
group usually starts as a com- 
petitor of the curb pumps, and, 
as the motorist generally prefers 
to patronize a concern catering 
to them exclusively, it gradu- 
ally builds up a good business. 
This generally leads to the need 
of handling certain accessories 
and sometimes to the building 
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as ib cane then besused 


up of a service station in con-. 
nection therewith. In turn, this: 


latter is more common in the 
sparsely settled districts or in’ 
small towns a few miles from a 
large city and adds quite a bit 
to the general business of the) 
Where there is a good 
restaurant and reliable garage in| 
the town it 1s probably better) 


station. 


to do away with these features 


and to recommend the regular 
established places to your cus-| 


Comers: g 


ing in group two; sales room 
and office, men’s toilet 


iy 


anc, 
women’s rest room and toilet’ 
The grounds should be larg¢| 


The Bowset 


enough to provide parking space 
) without obstructing the drives. 


While this grouping of filling 
stations may be carried further, 
yet nearly every filling station 
may properly be placed in one 
of them and in some cases a fill- 
jing station may be placed in 
\two groups. The following 
/ discussion of the layout, drives, 
)building and landscaping will 
)apply to all groups. 


In the first place it is abso- 
lutely essential that the lot be 
Jarge enough for the needs of 
the filling station. While this 
requirement is quite obvious, 
i) yet it is surprising the number 
tof lots that have been bought 
mifor filling station uses, which, 
iiwhile not quite impossible, are 
tather impracticable and at best 
offer a combination of crowded 
and dangerous drives and inade- 
‘The 


hoe less than 50’ by 50’ and pre- 
ferably 60’ by 80’ or longer. 
‘itor an inside lot the size should 
ttjaot be less than 50’ deep by 70’ 
iirontage, while a frontage of 
la}30’ would be much better. “The 
uslabove sizes will allow for a 
mall building about 12’ by 
W6’ and the installation of a 
ig tainage pit, but if a + greas- 
Ming rack is to be installed and 
Pace provided for air and water 
™-ervice then a larger lot will be 


‘ veeded. It is much better to 
a i 


ing 


Man 


have plenty of room and space 
which will be inviting to mo- 
torists than to have a crowded 
station into which motorists 
would not want to drive except 
in case of absolute necessity. 


Under ordinary circumstances 
the drives should be about 12’ 
wide and the pump island, if 
not carrying canopy supports, 
should be not less than 2’ 6” 
wide. A step at least one foot 
wide should be between the in- 
side drive and the building. If 
there is a canopy over the drive 
and canopy supports are carried 
on pump island then the pump 
island should be at least one 
foot wider than the canopy sup- 
ports.so that the island will 
form a protecting curb for the 
supports. Ihe pump island 
should be of concrete and should 
be about 4” above the drive. 
Where the drives are practically 
straight or approached by long 
radius curves and where space is 
at a premium the width of the 
drives may be reduced to 10’ 
6’". Where the drives are ap- 
proached by sharp curves it may 
be necessary’ to widen them to 
PSan Om OCD rl oweverpine 
12-foot width drive is the best 
and will serve very well in all 
but the most unusual cases. 


The air and water tower 
should be’so located that cars 
may approach and depart from 
it without interfering with cars 
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approaching or departing from 
the gasoline pumps and should 
also be available to cars leav- 
ing or approaching the gasoline 
pumps. The locating of the air 
and water tower on one side of 
the building and the ‘drain pit 
on the other side out of the 
direct path of approaching or 
departing cars is a logical ar- 
rangement. The placing of an 
air and water tower at the curb 
for passing cars is very good, 
as it keeps the tower in the 
station proper free for patrons 
and allows patrons not needing 
gasoline or oil at the time to fill 
their tires and radiators without 
inconveniencing the attendants. 
Of course quite a few people use 
this service who never patronize 
the station, but that. in itself 1s 
negligible and might be the 
means of eventually bringing in 
more business. Provision should 
be made for water on the pump 
island. [his can be taken care 
of with a container which can 
be filled with water from a sill 
cock on the outside of the build- 
ing or a hose cock on the island 
itself. 


When a station is located on 
a busy thoroughfare where the 
direction of the main _ traffic 
changes at stated times, such as 
a street leading from the suburbs 
and the residential district to the 
business district in which the 
trafic is toward the city in the 
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morning and toward the sub-| 
urbs in the evening, it is well to) 
have three or more drives, re-) 
serving one drive for the mini-. 
mum traffic and all the other) 
drives for the main traffic, thus) 
enabling the station to handle a’ 
large number of cars quickly, as) 
time is quite an important fac- 
tor to the business man driving. 
to work or returning home and 
quickness of service will be ap- 
preciated by him. 


The plan of the building is 
dependent on several things, 
viz.: First, the *ateawavatlabim 
for it with relation to the drives 
and property lines and building 
restrictions: second, the number} 
of rooms required; and third,}! 
the amount of space needed for 
the office and sales room. 
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by the area available. | 
case the lot width is 44’ 6” and 
the length is 150’. The pic-| 
tures accompanying this article 
show the metamorphosis of the! 


first photograph shows the orig- 
inal building, a small frame af-}, 


a place for storing supplies, had) 
nothing else in its favor. 
building was very unattractive 
and was quite an eyesore. 


Man 


building. The second photo- 
| graph shows the new building 
-as designed by our architectural 
department, fireproof through- 
out, with a large display win- 
_dow in front, with plenty of 
»room for oil outfits, desk, etc., 


‘The design of the 
| building is in very good taste 


| The building was located so 
jas to be convenient to both 
,.the gasoline pumps and to the 
/ Sreasing racks and also so that 
;the display window would be 
{prominent both from the drives 
yiand from Creighton Avenue, 
which is a crosstown thorough- 
fare. 


The photographs demon- 
s)strate vividly how a well de- 
‘signed building and well ar- 


jset to the company and at the 
jsame time add to the attractive- 
ness of the neighborhood. 


The advantages of a well de- 
signed building should not be 
*)overlooked, for it is just that 
added touch, which, other things 
being equal, swings the balance 
m its favor. Just as-a well 
dressed man or woman is looked 
japon with favor, so it is with 
1 well-designed filling station. 


| The Bowser 


‘That this is being recognized is 
shown in some of the recent fill- 
ing stations, especially those of 
the larger oil companies, who 
are spending thousands of dol- 
lars in making their buildings 
and grounds veritable beauty 
spots. If the larger companies 
consider this an advantage it is 
all the more reason why a small 
independent company cannot af- 
ford to ignore it. 


One feature which the owner 
must determine for himself, is 
whether or not a canopy over 
the drives is to be used, and, if 
it is, whether it should be over 
one drive or two drives. Where 
the station has only two drives 
and a canopy is desired it should 
extend over only one drive, so 
that large trucks may be served 
in the open drive without run- 
ning the chance of wrecking the 
canopy. While the clear height 
between the canopy and drive 
should not be less than 9’ yet 
the type of gasoline pumps used 
quite often decides this. Where 
the canopy is over one drive 
only, with the outside supports 
resting on the pump island, the 
supporting beam comes directly 
over the pumps, making it nec- 
essary to keep the beam high 
enough to allow proper clear- 
ance for the pumps. In the case 
of self-measuring pumps a clear 
height of 10’ above the pump 
island is usually sufficient, but 
in the case of the visible type 
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T he 


pump a clear height of 11’ is 
generally required. Where the 


canopy extends over two drives, » 


with the pump island between 
the drives, the beam may be 
dropped lower, as the clear ceil- 
ing height is then the deter- 
mining factor. 


The necessity for a canopy is 
generally dependent on climatic 
conditions. In parts of the 
country where there is quite a 
bit of rainfall during the year, 
or where the heat of the sun is 
such as to make the need of 
a canopy desirable, as in the 
southern states, it is an advan- 
‘tage. It may, also, be needed 
to some extent in the northern 
states where the snowfall is 
heavy. In the majority of the 
states, however, the need of a 
canopy is questionable, since it 
requires more room for drives 
where space is at a premium, 
adds to the cost of the build- 
ing, and, unless handled well, 
detracts considerably from the 
looks of the station. 


Within the last year or so 
many stations have gone very 
extensively into the handling 
of accessories, and, to do this 
profitably, some method of dis- 
play must be used. ‘This is 
generally done by means of a 
display window such as shown 
in the accompanying photo- 
graph, which allows for an at- 
tractive display. In connection 
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with the display window quite | 
a few stations are putting in 
self-measuring oil pumps di- 
rectly back of the bulkhead, so) 
that the customer can see the 
operation of the pump and. 
know that he is getting the kind | 
of oil asked for, as the pumps 
all bear markers with the name | 
and grade of oil. When this is 
the case the oil tanks are placed | 
in the basement of the building, 
or, if there is no basement, in 
a vault under the floor so as to 
be accessible and so that the oil 4, 
will be kept warm. The tanks f 
may be filled from the outside }, 
through fill pipes or from the |; 
inside of the building direct. | 
This is a very good way to han- 
dle oil, as it does away with! 
greasy tanks as the drip pans d1- | 
rectly under the nozzles return | 
all drippings and excess oil to 
the proper tanks. 


In some stations the oil! 
pumps are placed in a recess in| 
the front of the building with’ 
glass doors in front which can 
be folded back out of the way | 
in the day time and’'closed at! 
night or in cold weather. In! 
cold -weather entrance is ob-| 
tained through a door from the} 
sales room at the side or back! 
of the display room. 


Within the last year or so a 
good many companies have de-| 
veloped the business of draining 


crank cases and filling them | 
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with fresh oil to such an extent 
chat buildings have been erected 
so take care of this feature. The 
jaame “‘lub--servatory”’ has been 
coined for this type of building. 
t is very often combined with 
he filling station under one roof 
jand at other times placed by it- 
\elf on some other part of the 
pot. The ends of the lub- 
hervatory are open, the open- 
}ngs being high enough to allow 
)arge trucks to pass through and 
the floor is usually of reinforced 
poncrete with runways in them 
por the wheels. “here may be 
‘jeveral runways side by side 
‘lvith concrete islands separating 
‘)hem, each runway long enough 
‘}o accommodate two or more 
\ars, with openings in the floor 
‘etween the tracks for crank 
ase draining. The larger lub- 
ervatories have basements and 
\vhen the car owner drives onto 


penings. An attendant in the 
asement attends to the drain- 
ag of the crank case while an 
ttendant on the runway floor 
juts in the fresh oil, all this 
e*rvice being done quickly so 
at there is no need of the oc- 
Apants getting out of their car. 


In regard to the general con- 
‘ruction. of the building most 
81f the recognized building ma- 
Merials lend themselves quite 


readily. Brick makes a very ac- 
ceptable material, as it may be - 
had in a variety of shades and 
textures and may be laid up in 
very attractive bonds and pat- 
terns. Stucco on hollow tile or 
metal lath on wood framing 1s 
very often used to good advan- 
tage. Frame construction with 
siding, clapboards or shingles 
may be worked up into very 
pleasing designs, but the inflam- 
mability of frame construction 
is decidedly against its use, es- 
pecially where close to other 
buildings. The use of slate or 
tile for roofing adds to the looks 
of the station as well as reducing 
the fire hazard. Wood shingles 
are one of the best materials 
from the standpoint of weather- 
ing and from the standpoint of 
texture and design, but their in- 
flammability is decidedly against 
their use in most cases. Compo- 
sition shingles, outside of their 
value as a fire retardant, have 
very little in their favor. ‘These 
are the more common _ roof 
coverings and their use depends 
a large part upon the design of 
the building as a whole. 


The common material for 
floors, for buildings without 
basements, is concrete with a 
cement topping and with a 
cement base around all walls. 
For buildings with basements 
the first floor should have a sub- 
floor of common flooring with 
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a finish floor of maple or hard 
pine. The basement floor should 
be of concrete with a cement 
topping finish. 


The inside of all outside ma- 
sonry walls should be furred 
with 21acby 27 iurtineg astrias 
and all walls, ceilings (includ- 
ing basement ceiling) and fur- 
ring strips should be covered 
with metal lath and plastered. 
‘Lhis1s «the best. method {of 
finishing walls and _ ceilings, 
although a composition wall 
board may be used. 


Where a basement is wanted 
it should have an outside stair- 
way with concrete steps and 
area. [he outside stairway is 
used for the most part for the 
conservation of space, for in a 
small building an inside stair- 
way would take up too much 
valuable space. ‘“[he basement, 
which should be well venti- 
lated, is generally used for the 
location of the heating plant, 
fuel room, storage space, oil 
tanks, air compressor and tank, 
and sometimes the men’s toilet 
room. 


In the smaller stations heat- 
ing is generally accomplished by 
means of a stove, but where 
there are several rooms to be 
heated it is better to have a hot 
water heating system. ‘There 
are systems on the market which 
allow for hot water heating 
with the heater on the same 
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floor as the radiators, so that ; 
basement is unnecessary. Wher 
there is a basement it is bette: 
to place the heating plant in it 
as it gives quicker and better re: 
sults, is more economical, anc 
does away with the handling o 
coal and ashes in the sales room 


| 
y 


Another thing that adds td 
the general neatness and attrac’ 
tiveness of the station is th 
landscaping of the grounds. Th) 
judicious use of shrubs, plants 
flowers and grass gives to th 
well designed station the needec 
background and embellishmen| 
to properly set it off. With th 


to drives, the green grass anc}; 
shrubbery give to the station ; 
decided restful contrast which 1 
very much appreciated. 


The lighting arrangement o 
the grounds and building 1 
something that needs very care 
ful study, as there should b 
plenty of light so that every 
part of the grounds should hav} 
proper illumination. If there 1 
a canopy over the drive or drive’ 
the ceiling should have enoug]l}) 
well placed lights so as to mak/jt 
the drives practically as light alt! 
day and so arranged as not tii 
cast any shadows. If there if 
a canopy over one drive onli 
then a light standard should biis 
placed opposite the pump islanifh: 
on the edge of the outside drivel 
The greasing racks, drain pit 
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be air and water towers should 
shave individual light standards 
so that there will be plenty of 
wlight, well distributed, to work 
tiby. In the case of the greasing 
tracks and drain pits it is well to 
have an outlet well placed so as 
ito allow the use of an exten- 
nsion cord. ‘The lighting of the 
grounds should be such as to 
thoroughly illuminate the drives 
Gand curbs so that there will be 
no trouble for the motorist in 
Mdriving into the station. The 
Sistation itself as the dominat- 
qin feature of the whole place 
should be exceptionally well 
Mlighted. ‘This is generally ac- 
M complished by placing lights 
every three or four feet on the 
Msoffits of projecting cornices all 
around the building and by 
the use of bracket lights at 
the corners and on all piers. 


t 


that all pumps and equipment 
are thoroughly and efficiently 
p(luminated. ‘The light stand- 


0 confuse the drivers. Canopy 
\gights should be fitted with deep 


should be lighted similar to the 
display windows in stores so 
bat goods on display will at 
efill times attract attention. 


The proper bringing together 
and balancing of all the essen- 
tials that go to make up a well 
arranged and designed filling 
station will add much to mak- 
ing that station a well paying 
proposition. “The main essen- 
tials, of course, that contribute 
to the initial success of the sta- 
tion depend upon the quality of 
the goods handled, the method 
of handling them and the effi- 
ciency and courtesy of the at- 
tendants in charge. Without 
these essentials any station 
would, no doubt, prove a fail- 
ure, but, added to these essen- © 
tials the well designed station 
will act as a magnet for draw- 
ing new trade and patrons and 
will be the medium of changing 
the average paying station into 
a station bringing in more grati- 
fying returns on the investment. 


How Do They Live So 
Long? ; 


Some automotive gazetteer 
has discovered that the average 
life of American cars has in- 
creased from 5.3 years to 6.7 
years. Wonderful! A marvel- 
ous tribute to the designers, 
engineers and manufacturers. 
Show us any other highly com- 
plicated product that will last 
so long with so much abuse.— 


Gas. 
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Hallowe'en ain’t what it used to be since modern plumbing ha) 
gained such a foothold in this country. 
* Ok Ok i] 

: 46 +? i \ 

The modern girl is about ten “‘laps’’ ahead of her eae | | 

Ky kes ak | 


A garage is a place where they put grease on the steering wheel— 
-and charge you for it. 
aarti re 
When a man reaches 50, his favorite poem is “‘Down Wher! 
| 


the Vest Begins.”’ 
pee eae 


‘The man who buys a Packard car and puts a Ford motor unde} 
the hood is like the bird who buys a Bowser pump and connect! 
it to a tank of another make. | 

se OK ik 


Our neighbor calls his car “‘Opportunity’’ because it knocks. 


iq 
Alimony—a payment on a liberty bond. | 
Bi is Micake Ab Pa 


Real salesmanship begins after the buyer says ‘“‘no.”’ If thei | 
all said “‘yes,’’ selling could be successfully conducted by mail. 
kote ok Mase 


God made the country; man made the roads; the Devil, himsel1ij 
makes the detours—and Bowser makes the pumps. | 
a ae 


Then thousand years from now they may be delivering gasolin| 
like they do milk. All we'll have to do is to set our ‘‘can’”’ ou}: 
at night. 
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A salesman was selling kero- 
sent outfits and his first call was 
on a Dutch grocer. The sales- 
man started right off with his 
model, demonstrating the con- 
venience and accuracy with 
,;which it was possible to fill the 
little bucket. “Then he turned 
to the grocer and asked: ‘What 
do you think of it? Some out- 
fit, eh?”’ 


_ The grocer, eyes shining and 
his face wreathed in smiles, 
slapped his hands together ap- 
provingly. 

“Py golly! Dot’s fine! Dot’s 
@ecreat ting. Effry grocer in 
dis town shoot haf vun.”’ 


Then elapsed a time during 
Which neither spoke. Again 
the salesman demonstrated the 
odel. 


fon t you’ think ‘that’s a 


time and profit saver—a real in- 
39? 


Dots desstufl, :all 


“You think it’s a good thing 


mt you:’’.. 
“Sure! Dot's de perries.”’ 


“You know you need it, 
@on't you?’ 


Pourev. [shoot say so.’ 
“Well, why don’t you buy 
ingore?” 
uv “Vell, vy don’d you ask 
me?’ 


If it wasn't. for the “imp” 
everything would be possible. | 


The average man lives to be 
70 years old. _ He spends these 


years by 

CLEC UT eats iit la amen nte Ne Zo 
WOT IO. 97: 3." venin whine 20 
EIEEVELEI OU cs usvan Oe Ath 4 
*Bating yand drinking.) +. u 
Being sick and concalescing 4 
Playing and praying... . 10 


*Revised figures since prohibition. 

Lots of men would be worse 
than they are if they knew how 
to go about it. 


Even the poorest convict can 
afford a watch and chain. 


It would take a big asylum to 
hold those who are crazy about 
themselves. 


Suspicious 

‘Teacher: “Who signed the 
Magna Charta?”’ 

Youngster: ‘Please, ma'am, 
‘twasn't me.” 

Weacher: .discusted) ne. @, 
take your seat.”’ 

Skeptical member of rural 
school board: ‘‘Here, call that 
boy back. I don’t like his man- 


I believe he did do it. 


ner, 
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DO YOU REMEMBER WAY 
BACK WHEN— 


The nearest thing to a gasoline filling 
station looked like the picture shown 
above, which illustrates a Bowser Cut 
10 in use sixteen years ago. This pic- 
ture was loaned to us by the editor of 
The Texaco Star, house-organ of the 
Texas Company. This “‘station’’ was 
located in Houston, Texas, on the porch 
of a grocery store and, as The Texaco 
Star says, ‘“The filling machinery in the 
box bore the trade tag of Bowser Self- 
Measuring Oil Tanks.” 


EDITOR’S NOTE: Readers of THE BOWSER MAN are requested to send in old 
photographs for this page. Send pictures that pertain to Company activities of 
long ago, accompanied by a brief description. — 


Page Thirty-eight 


cn 
oF 


a 


ita 
seh 
(cF 


T he 


Bowser 


Man 


BILL GRIM’S PROGRESS 


SeeVHREE hundred and 
Mell three years ago Bill 
BS Grim threw caution 
ll to the winds, hoisted 
an awkward blun- 
Te to his shoulder, 
hooked powder horn 
and shot. pouch to his 
belt and sallied forth in 
quest of his Thanks- 
giving dinner. 

If he returned safely, 
lucky enough to have 
killed his turkey with- 
out having been bowled 
over himself by devilish, resent- 
ing Indians, there was real cause 
for Thanksgiving. It seemed, 
however, if we can rely upon 
the pictures depicting those days, 
that it was the Indians’ custom 
to eat an early dinner that day, 
and, having satisfied the inner 
man, pay their respects to the 
always apprehensive Bill Grim 
at about the time when the sec- 
ond helping of turkey was in 
order. Poisonous arrows, upon 
these occasions, ruined many a 
well-cooked bird and, unfor- 
tunately, one or two of those 
who had been in the process of 
consuming it. [he strain must 
have been something fierce upon 
the digestive apparatus, to say 
the least. 


a 


About all we have left of 
thoses dayswmismt beuscustoiiae on 
Thanksgiving—and the turkey. 


IOUS SEE TE FD 


their Indians, but they are onl} 
as mischievous and as harmle J 
and lovable, as any four ye§ 
old youngstercan be. The blur} 
derbus, powder hor 
and shot pouch hanj 
above the modern firr 
place as relics of bygor’ 
days. 

Our turkey—if wi 
are fortunate enough t 
have turkey—comes t 
us by the simple proce: 
of calling the butch? 
on the telephone and leaving an orde’} 
it is delivered in a cloud of dust ar 
gasoline fumes by a Ford truck. Ye 
and I never have the interesting ei 
perience of biting down on a piece (ji 
shot. No, our turkey has been syi@ 
tematically executed by the sharp en] 
of a five and ten cent store hatchet) 
the only thing on the table resembling 
shot in appearance—and sometimes 1) 
substance—-is a round, green objec| 
grown, perhaps, in Michigan, cannel 
in Illinois and labeled Jone’s Double || 
Peas; they arrived, too, via trucl! 
along with the turkey. i 


If you will refer to.any standar} 
encyclopedia you will learn that thr§ 
hundred years ago Thanksgiving Da} 
was set aside to give thanks for tk 
harvest and the blessings of life as en} 
joyed by these simple, home-loving# 
Indian-harrassed folks. | 


Today, it means a big dinner, | 
holiday from the grind of the shof¥ 
and office, football in the afternoor| 
movies at night and a thick, stupilf 
head the next day. But, if we onl 
would, there’s much for which to bj 
thankful. 


The Bowser Man 


IThe THANKSGIVING 
' SEASON 


sees the dawning of a 


New ERA 


eoX1A4CH member of 
A our organization re- AL 
Sap] cently received a let- og ane 


yer from our President, Mr. Asst. Gen. Mer. 
en. Sales Mer. 


‘hews that the Creditors Committee, which was 
lippointed by our Bankers to ride with us during 
| period of six months, beginning May 15th, will 


pe discharged November 22nd. 


The joyful part of this news is not that the 
-reditors’ Committee has been discharged, as they 
ave certainly proved most helpful in their att1- 
ude and contact with us, but their discharge means 
"hat all our debts to the banks have been paid and 
"he business placed in the hands of our Board of 
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Directors and the Management. By the flotatior’ 
of a bond issue, about which you had full informa! 
tion, our capital indebtedness has been all placec} 
in one basket, and any one who 1s familiar witl 
statements will readily agree that our statement, a\} 
of October 31st, 1s a good, clean sheet and show, 
that we are on an excellent working basis with} 


handle it on a profitable basis. 


You may not be interested in statements bu : 
here's the dope in a nutshell. 


May 15th we OWeds Datlk some sa: aeneee eee $3,200,000.0(4 


Gold Notes... ... 400,000.0(F 

iLotal Gapital Indebtednessu.. 19 yew $3,600,000 oct 
Nov. lethrowedibanks@ ae ee $2,019,500.0(hy 
Gold Notes unpaida. =. ae 400,000 i 


$2,200,000.00 bond issue and a cash balance 0} 
$1,000,000.00 on hand and in banks. 


have a cash balance well in excess of current op} 
erating needs. Accounts Receivable total well ove:| 
214 million after deducting an ample reserve fo! 


Pave” f.0UuTr 


The Bowser Man 


“" 
| s . 

oad debts. And raw material, partly finished, and 
‘inished on hand is more than sufficient to meet the 


urrent needs of the business. 


‘To every salesman, as well as to every manager, 
his 1s cause for jubilation. [here is every reason 


ve can get it. | 
_ There is no question about our getting a far 
oigger domestic business next year than we got this 
vear, although this year has been gratifying and 
orofitable. But let’s not wait until next year to 
tive vent to our enthusiasm. Let's hit the line 
1ard immediately, and make, from now on until 
he end of the year, a jubilee period which will 
nake it stand out in Bowser history in sales for 
mmediate shipment. ‘here is business to be se- 
ured in every part of the country. [his Com- 
»yany has proven its ability to handle that business. 

Every Oil Company should be given the facts 
o offset the unpleasant propaganda which has 
veen spread by. unscrupulous competitors who 
nisstated the facts in an effort to profit thereby, 
nd when you make these things clear to your 
nl company friends, get an order for immediate 
‘hipment. 

The time of jubilee is here—let’s “‘bring the 
»vacon Home.”’ 
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The . 


American Red Cross 


Serves Humanity 
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IT was a SALESMAN --- 


WOULD get two pieces of rather heavy card- 
board, cut the next two pages out *of “THE 
BOWSER MAN and paste them on the pieces of 
card-board. ‘hen, I’d take a piece of gummed 
ape and, laying the boards face down, and side by side, 
ape the joint. In this way, I’d have a neat, presentable 
ind handy folder on the new Bowser Visible Attachment 
or Lubricating Tanks. 


I'd carry that little folder with me when calling on 
mrospects; I'd get it out, open it up and stand it on the 
lesk or table—or whatever was handy——and when the 
yrospect asked questions, I’d take his order for half a 
lozen—sort of pin money stuff. 


The following two pages tell the whole story both 
yictorially and descriptively. “Ihe Index on this new 
iccessory is 1. ‘The price is— 


fort Wayne Albany Dallas San Francisco 
$3.90 $4.15 $4.40 $4.40 


*Of course, if you think enough of THE BOWSER MAN that you do not 
yant to destroy this copy by clipping the next two pages, I'll be glad to send 
ou an extra copy—if you think well enough of this idea to try it. 
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You're proud of your oil. 
Then show it---don’t hide it. 


Remove the mystery. Make 
your lube oil conspicuous--- 
prominent. 


Lube oil in a sample tube attracts 
attention and reminds of lube 
need. 


Let your lube oils “speak out’--- 
inviting sales. 


Put water-proof Bowser tanks 
“out in the open’’---the spe- 
cial display will work won- 
ders for you. 


From “extra lemon 
pale” to “claret red” 
the Bowser tube dis- 
plays it best. 


Oil men use small bottles for oil 
display. 


The standard 4-oz. bottle---5+ 
inches tall by about 1; inch 
diameter---has been found 
to do the job best. 


Bottles of larger diameter con- 
tain a large body of oil---and 
darken the color to the eye. 


The Bowser Visible Display for 
lube oil is 5; inches high 
by 15 inches diameter. 

It’s the “tried and proven” dis- 


play---it is obviously the 
only correct way. 


S.F Bowser & Company, rs 


Pump and Tank Headquarters 


FLOAR Ia, 


WAYNE, 


IN DILA NEAG 


Sales and Service Offices and Representatives Everywhere 


The Bowser Man 


Just like the familiar display 
bottle carried. by oil salesmen. 
The “best way” to show and 
sell oil---as proved by exper- 
ience of oil men themselves. 


Drip tube covered Heavy construction for heavy 
by a special Te- duty. A substantial pump—an 
cessed” nozzle— asset to any business. 
weather-proof. 


, Cut steel cog-rack (not cast 
: iron) —unbreakable—no- 
F : } ’ wear-out-to-it. 


Spring-tension, mov- 
able swing drip tube. “5 Handle may be locked 


securely. 


Construction “laid open” 
to show 4-inch turned up © 
flange under the fill hole 
cover---water-proof. 


Pump plate “laid open” 
to show weather-proof 
construction. No bolt- 
holes through top of 


tank at any point. Substantial, at- 
tractive and ser- 


viceable tank— 
14-gauge— 
55 gal. capacity. 


The Bowser Man 


DOUBTFUL! 
If YOU are--- piscouRAGED! 


NEW at the 
GAME! 


Stick to it w 


J, Gye Harding eae mestamcca wit| f 
Bowser and Company eleven years agi 
—in August, 1913. Business was nq 
very flourishing in those days and Lie 
bad left a position which paid hij, 
$125 a month to take up the pum §) 
and tank game. 


1 
i 


The first five months that J. ¢ 
spent in selling Bowser equipmer| 
brought him exactly $25 per mont| 

: above his expenses. But he stuck. 
Nw f = As he says, ‘“‘the only thing the| 
kept me in the tank and pump busines 


Wily 
itl ais 
Y, 


was the pleasure of seeing something } 
had sold being placed in the garage 


and stores throughout my territory.) 

If- you | know JaGeerarcinc: Jr} 
you realize what plugging away an/ 
stick-to-it determination does for 


VA NEW A’ 
DISCOURAGEMENT ~ THE GAME 


man—whether he sells tanks an| 
pumps or something else. He was on 
of the Western Coast’s big sluggei} 
during the Bowser Baseball Contes 
and his success dates from the time bi 
determined to stick. 


Pra ce Lien 
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fae ~6SUCCESS, 


think necessary." 


= LEVEN years ago, the 
only thing that kept 
me in the tank and 
pump business was 
| the pleasure and the 
Ikick in seeing the line of goods 
il was selling being placed in the 
majority of garages and stores 
throughout my territory—what 
ew there were. I find that I 
still get great pleasure in selling 
Bowser goods, and [ attribute 
#my success not to superior or 
#oigh-pressure salesmanship, but 
me the fact that I get, as I. said 
loefore, a great deal of pleasure 
jout of my work. 


( 
A 
l 


The methods, of course, have 
changed in the selling of Bow- 
ser goods. The selling of equip- 
ment not alone involves the 
jtalking of so many gears and so 
#Many copper mesh strainers, or 
\bells ringing in this equipment, 
Ibut the rendering to your cus- 
tomer your advice in the con- 


"Our success depends on the amount of 
mours we are willing to put. in; 
aS melo es CG eit. 
than the followers of lLaFollette 


the price 
demands more time 
seem to 


ducting of his business. I have 
found it to be very successful 
to become associated with con- 
tractors who will engage in the 
erection of service stations and 
garages. 


When I call on a prospective 
customer, my conversation starts 
out by: giving him some facts 
and figures on the cost of con- 
struction and of maintaining 
the business in which he wants 
to engage. As I have made a 
study of this with different con- 
tractors whom I am associated 
with, I am able to give him fig- 
ures that will be more correct, 
possibly, than those of my com- 
petitors who do not bother with 
this extra service. I find that 
where Bowser equipment pre- 
dominates in the independent 
filling stations and garages it is 
much easier to get the co-opera- 
tion of the various oil com- 
panies. [his condition can only 
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be brought about by a salesman 
getting real pleasure out of his 
work, and treating it as a game 
to be played the same as any 
merchant that wants to be suc- 
cessful would play the game, 
and that is—on the square and 
with enthusiasm, putting him- 
self in the place of the customer 
and treating him as though he 
belonged to the human family, 
and not one to be loaded up 
with tanks and pumps and then 
set adrift to work out his own 
salvation. 


I also find it to my advan- 
tage to keep a list of good build- 
ing locations on file, and you 
will find that when you get es- 
tablished, and as it becomes 
known that prospective service 
station owners are referred to 
you, property owners will begin 
to look you up, and in this way 
you will be able to get the two 
of them together. I have never 
failed in securing a nice order 
in this way. There are a few 
things to guard against; allow- 
ing neither of them to make mis- 
representations or to overesti- 
mate the possibilities of any 
location, and keeping in mind 
at all times that the price of our 
success is work——and then more 
work. 


There are always times in all 
lines of business when things 
look very discouraging. I find 
that the pump and tank busi- 


Ea oe LT Wieuane 


-make our money through the) 


ness is the same as any other| 
business, and will have to be 
treated as such. One sof, thm 
most encouraging things to me) 
is the attitude the Company is} 
now displaying in the bringing} 
out of new equipment that is 
bound to remove a lot of sales! 
resistance, and there is no ques-| 
tion that they are awake to the 
situation and the trend of affairs 
in our line of business. 


One thing to avoid in pro-| 
ceeding along the lines in which} 
I have been successful is the 
taking of commissions from con-} 
tractors. This commission, nat- 
urally, is borne by the customer, 
that we take to him, which 
destroys our argument that wef 
will supervise construction and 


selling of the equipment, andi 
not through placing the build-| 
ing contract with some particu-| 
lar builder. A builder will give 
you far better service if he is| 
under obligations to you, and| 
not you to him. ] 


There is lots of equipment tc}) 
be traded out in old garages and) 
filling stations. Also there is 
new equipment to be added te 
stations now built. 


a 


ing the prospective customerj, 
over to a station that is Bowse1 
equipped, and then turning 
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oose the different oil companies 
‘hat you have the co-operation 
Wf on this prospect. ‘This co- 


Minds that you are a square 
shooter, and will play fair with 
‘hem, though it may cost you 
She sale of a piece of equipment. 


idvantage to specialize in any 
ityle of equipment. I[ try to 
a mind in the way of styles 
ind so on—and I either advise 
iS circumstances would tell me 
his is good judgment for him 
iJoad up a man with equipment 
if I do not, the other fellow 

One of the surest ways 


I have never found it to my 
Hind out what the purchaser has 
mm to add to it or change it, 
iio do so. Never would I try to 
nnd pass the buck, saying that 
)f testing the strength of your 


) find that such a competitor 
jasts about sixty to ninety days, 
ind then he moves on. 


I also find that it is a splen- 
jid thing to be friendly with 
Mhy competitors and shoot 
(quare with them, as well as 
Mour customers. By doing this 
jaey very often will suggest our 
yuipment where they are un- 
ble to make the sale for them- 
elves, or at least they will not 
hep on it as hard as they would 


} you were not shooting square. 


WHY MANY PROSPECTS 
NEVER BECOME 
CUSTOMERS 


Here are some things that Mr. 
FP. H. Dickinson, Sales Manager 
of the Tidewater Oil Sales Cor- 
poration, discovered from an ex- 
haustive analysis of a sales situa- 
tion. He investigated not only 
his own, but other organiza- 
tions as well. 


This is what he found: 


1. Taking 100% of the possible buy- 
ers of the right kind in each man’s 
territory, he found that 48.2% of 
them were never called on. Of the 
51.8% that were called on once, 
only one per cent bought. 

2. Of the 51.8% of buyers that were 
called on the first time, 24.4% 
never received a second call and 
only 1% bought on the second 
Galle 

3. He found that 24%4% of the pos- 
sible buyers bought on the third 
call and that 14.6% never received 
a third call. 

4. He found that 95% of all business 
came.as) a» tesult of -the: fourth; 
fifth and subsequent call, and that 
12.7% of the dealers that received 
first, second and third calls never 
received a fourth. 

5. In other words, salesmen never call 
on 48.2% of the 100 possible 
buyers. They called once on 51.8 
of them,’ fwice. on 39.2, ‘three 
times on 21.5, or about one-fifth. 


From the 20% of the pos- 
sible buyers in the territory, 
called on four times or more, 
came ninety-five per cent of the 
business obtained. 
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High Spots in 

Company 

and \ndividual 
Affairs 


In the Past Thirty Days 


Wm. F. Svec, Richardson- 
Phenix Division at St. Louis, is 
going to have turkey and all the 
trimmings for dinner Thanks- 
giving day—and he’s going to 
have it at home. Miss Mildred 
Bayer, BOWSER MAN corre- 
spondent for the St. Louis office, 
has given us the dope; Bill Svec 
is matried.. “In*fact, 11 4Billssits 
down to, his dinner) at1200 
P. M. sharp on November 27th, 
he will have been married just 
51 days, 2.hoursy) loo minutes: 


We understand that, having 
gone through with a costume 
rehearsal the previous day, Bill 
decided the best way out of all 
that formality was to change 
plans, which he “did. So" the 
contracting couple enlisted the 
aid of W. E. Grooms and Miss 
Bayer and were married at 


10:45 A. M. October 7th. 


It so happened that October 
7th was W. E. Grooms’ wed- 
ding anniversary, so Grooms in- 
vited the new bride and groom 
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out to Mrs. Grooms’ homef 
where a wonderful dinner wa’ 
had by all. 


Oh, yes, the bride was Mis: 


Bernice Friend. 


It isn’t too late to join thi 
Red Cross—if you haven't don! 
so already. 


On pages 8 and 9 you'll fin«|| 
pictures of the newest equip}) 
ment in our line—Figure C-150}), 
You'll also want to know tha} 
we furnish a T to replace a U%P 
or | inch elbow on the discharg| 
arm of lubricating outfits. T) 
install, screw visible attachmen} 
into’ Ts. To iligeremeve au 


allows air to be forced cue a | 
finger over end of nozzle an 
operate pump slowly. 
tube is full replace nut. a 
clean, attachment must be re 
moved from T. 


E. B. French, Manager of th) 
Washington District, has rei} 
signed to engage in anothe'}! 


The 


Bowser 


Man 


VENTS 


line of business. Everyone who 
i knows E. B. is sorry to hear of 
) this decision, but we all wish 
him the best of success in his 
| new venture. For the present, 
T. D. Kingsley, Eastern Man- 
ager, will direct the salesmen 
‘under that district. 


November 18, 19 and 20 are 
big days in Cleveland. The 
) National Petroleum Marketers’ 
'Association hold their conven- 
(tion at that time and Bowser 
will be there in full regalia. 
(Our booth will contain the 
i;newest and best gasoline and oil 
‘equipment in the world, with 
1! R.L. Heaton, Advertising Man- 
) ager, in charge. 


Among: those who are going 
‘to be in the vicinity of Cleve- 
t land during the convention and 

who will take advantage of the 
Occasion to drop in are L. E. 
morter, I. D. Kingsley, John 
sibbles, E. M. Harshbarger, 
) H. W. Luhmann, Carl Hobrock, 
WR. R. Safford, H. Christie and 
# Lom Potts. 


As I am reading proof on this 
issue of THE BOWSER MAN, 
word comes that John Tibbles 
wrote the first order sold at the 
convention. 

‘The convention opened at 
about 9:00 a. m. Tuesday, No- 
vember 18th, and John sold 
$1,100.00 worth of Bowser 
SCuipimen trate | ee omaeein 


Day Jel eso Nannon -stel mus 
something about that recent or- 
der of yours totaling better than 
$8,500.00. Of course, we've 
got your order to look at, but 
what we want to know is all 
the facts which led up to the 
sales and facts which are not 
only: interesting to other sales- 
men, but instructive and helpful 
aS a Welleee What, dOmyOUmsay.s 
Let’s have a letter on the sub- 
ject—as a Christmas present. 


Thanks! 


Be Nes Willtron doesn 
take back talk from anything, 
as is proved by his recent or- 
der sfor-arounds $2,400" toxthe 
Youngstown Sheet and Steel 
Company. 


Word has just been received 
to the effect that Clarence Car- 
penter is recovering nicely from 
an operation for appendicitis. 
Send him a card for his tray of 
turkey. 
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’M THANKFUL FOR— 


“T’m thankful for the presence of 
factors in this great business that 
make it possible to continue to find 
that satisfaction that comes from 
work: also for the happiness that is 
mine at home as well as the realiza- 
tion of an increased capacity for en- 
joyment of good times as the occa- 
sions are encountered by 
reason of growth in tolera- 
Hones and. Ap preciatione sot 
others.”’ 

R. R. Dooley, 
Manager Foreign Sales. 


“When it comes to being 
thankful I’ve got the star 
reason. I just got news 
that I’m a Granddaddy. For 
so young and good looking 
a feller like me it’s cer- 
tainly a great achievement.” 

K. J. Hessenmueller, 
Pittsburgh District. 
* co * 

“T am thankful for the opportunity 
and privilege of again enjoying the 
eventful Thanksgiving day with my 
family, which means so much to us 
all who have a home and the com- 
forts of a family fireside.”’ : 

J. S. Walsh, 
Ohio-Kentucky Territory. 


iting “Wakenalkemeul Teene <Swielkaiayee Ye) jelaws 


old ‘Ship Bowser’ because it has al- 
ways stuck to me. I’m going to see 


it come into harbor mightier and 
stronger than ever before.” 
J. J. Mack, 
Philadelphia Office. 
* * ok 


“T’m thankful that God has granted 
me such environment that has allow- 
ed me to face all conditions with my 
customers with truthfulness so that 
they have confidence in me to give 
me their business, because I believe 
that confidence is the basis of all 
salesmanship and success.’’ 


E. Steinhauser, 
: Ohio-Kentucky Territory. 


He oe 


“My health is good, for which I 
am very thankful—have enjoyed the 
‘biggest’ year I have ever had with 
the Company and this means turkey 
for Thanksgiving. Amen!” 

Robert J. Goodman, 
Detroit Office. 
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“T’m thankful the political battle 
is’ over and that -CooleGalgicspacmtue 
wheel. The outlook here is fine for 
1925. Railroads and manufacturers 
are now showing signs of greater 
activity; the Chicago Northwestern 
Road is sending seven new engines 
into the iron ore district, Lumber 
Companies are starting new 
camps. What more could I 
ask?” 

Geo. W. Allen, 
Minneapolis Office. 
* ok 


“As I look about and see 
the evidence of moral prog- 
ress in mankind expressed 
in a keener sense of moral 
responsibilities as given in 
the Golden Rule I find con- 


tinual cause for being 
thankies 
H. J. Bradshaw, 
New York District. 
* * | 
“Thankful, Ll  haiviemerecOv ere cman, 


health and ‘that ammablemcromaom cd 
nice business.’’ 
J. W. Runyan, 
Philadelphia Office. 
* * k 

“T’m thankful for good health, good 
business, a good line of future pros- 
pects, a good Fresidential Election 
and good opportunities with a good 
crowd in a good company. Throw in 
a good wife and a good baby for good 
measure. This is last but not least.” 

H. E. Thompson, 
L. & F. Salesman— 
Cleveland Sales Office. 


“T am thankful that by good judg- 
ment, firmness, and perseverance 
Bowser is coming out bigger and bet- 
ter than ever. I hope every Bowser 
salesman will be true and persevere 
like the Caterpillar tank—go over 
everything! Let nothing stop you 
with the greatest and best line ever; 
let no one sell a pump but a Bowser 
man; with this determination 1925 
will be the greatest year Bowser ever 
knew.” 3 

J. M. Augustin, 
QOhio-Kentucky Territory. 
* * * 

“T am especially thankful for the 
word SERVICE and all it embodies. 
SERVICE I am receiving and SHRV- 
ICE I am able to give to the business 
world and to mankind in general.’’ 

Chas. H. Pridey, 
Manager, Kansas City Office. 
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| “Thankful—yes—indeed! First, be- 
jicause I have a multitude of things 
for which to be thankful. Health 
and the measure of prosperity that 
jhas been mine. Yes—and-. most de- 
cidedly thankful for the re-election 
of the Republican administration. 
Those of you not in touch with the 
situation in the Northwest can 
,) scarcely comprehend the scare that 
ry” was thrown into us and how elated 
we are generally over the 


outcome.” 
R. G. Conklin, 
Mer. . Minneapolis Office. 


EVourcss truly is. thankful 
for two things this Thanks- 
igiving—first, that I’m alive 
vafter having driven a Ford 
lsix months in Detroit traf- 
fic and secondly that the 


baci stronger than ever.’ 
D. W. eeciey: 
Manager Detroit Office. 


“T am thankful for great heaps of 
things.” 

C. E. Feichter, 
Manager Order Dept. 
a 

“Pan apwaukariwill seers oihaahavers ahaler aelexe 
good ol’ U. S. A., where by brains 
and enterprise we are giving all men 
more living per dollar and per day 
Wthan anywhere else on earth.” 

Cc. H. Bromley, 
“argues L. & F. Division. 


* Ok 


“T’m thankful for good health, and 
- leor Hy Luhmann, for good digestion 
* land my order No. 718 that took eight 
years to land.” 
J. J. Lyons, 
Boston District. 


* * *k 


“T am thankful for the wonderful 
1 |satisfaction the Bowser equipment if 
w#naave sold this year is giving its 
“owners and users. To me it insures 
jone thing, 


Jness next year.” 
Leo D. Dwyer, 


Kans.-Nebr.-Mo. Territory. 


ci % 


“T am thankful for the health 
which enables me to enjoy life with 
my fine little family and with a cir- 
tle of real friends and associates of 
vhom a better man than I could well 


joe proud.” 
R. R. Safford, 
Manager, Dallas Office. 


greater volume of busi- . 


“T’m thankful for the privilege and 
opportunity, both of which have been 
mine for these many years past, to 


‘carry-on’ in this eternal scrap for 
business. Really, the conflicts have 
proven altogether inspiring, and, 


while I lose one now and then, still 
there is genuine solace in the out- 
come of the great majority of these 
skirmishes, and I hepe there may 
continue to be for a long time yet 


COM. Comes: 
Tom C. Potts, 
Cleveland City Manager. 


“Vm- thankful for a. real 
bunch of salesmen backing 
us, a good business this fall 
and election of Coolidge.”’ 

P. E. Krider, 
Manager Chicago District. 


“T am thankful you men- 


tion the next Bowser Man 
will ‘look, taste and smell 
like turkey’—it may add 


flavors. tO) OUT Spork. Vchops 
Thanksgiving dinner.’ 
E. Grooms, 
Manager St. Louis District. 
an * &k 
“T am thankful for the re-election 
of President Coolidge, for the new 
moderate priced equipment, C-5-55 
and C-11, and the general prosperity 
of our country.” 
R. W. Maxey, 
Dallas District. 


a 


> limethanktile the trost, 1s) soni stne 
pumpkin; the fodder’s in the shock; 
Vm thankful for my appetite and 
,cause I ain’t got nothin’ in hock!” 

Cc. J. Worden, 
Asst. to Sales Manager. 
* * * 

“We are all thankful for something. 
Yes, for a great many things. 

“Did you or anybody else ever hear 
of a customer being dissatisfied with 
a Bowser outfit? 

“Guess that’s worth 
thankful for.” 


while being 


John C. Juthe, 
Salesman, Boston Office. 


* * *%* 


cAss a native of Wermont, Im 
thankful that the people have _ so 
unanimously elected a fellow Ver- 
monter for President of the United 
States of America. Lani thankful 
that I am able to work. There are 
a few. things I can do’ without but 
work is not included among them.”’’ 

H. C. Carpenter, 
Manager Atlanta District. 
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“This Thanksgiving day I can sin- 
cerely say I have a great deal to be 
thankful for. Not only have I had 
a very successful year in business, 
but I have had the very best of 
health and encouragement to aid me 
in my work.”’ 

Harold G. Anderson, 
f Albany District. 

“Tm thankful that Coolidge is 
elected. That ‘Bowser’ got down to 
‘Brass Tacks’ also. That business 
and farm conditions promise us the 
greatest year in our history at a time 
when we can make the most of it.” 

Joseph A. Merriil, 
Chicago L. & F. Division. 
*# id + 


“T am thankful for health and hap- 
piness and the privilege of repre- 
senting the best Company on earth, 
in their line, in the ‘City of the Hour’ 
—Dallas, Texas.’ 

R. E. Tomlinson, 

Dallas District. 
“There are many things to be 
thankful for, but at the present time 
I feel particularly thankful that the 
Company has been able to re-finance 
and establish its credit on a sound 
basis. Business outlook for 1925 is 


good—let’s go!’ 

W. W. Gillette, 
Service Supervisor. 

x ok % 
sleam,) thanktuls tone the Pasta sits 
troubles buried—the Present, with 
more sunshine than rain—the Future, 

and its opportunities.” 

D. A. Corey, 

Vice-Pres.-Fact. Mgr. 


% * ke 


yl Vekaay dlakwaliambyl atone ~ inayye anewalyy; 
friends not obtained under false pre- 
tence, my family’s good health and 
their affection, and exceedingly 
thankful to my fellow co-workers for 
their co-operation, also for the prog- 
ress and success of our Company 
during the present year.’’ 
E. Matthes, 
Manager Traffic & Stores, 
Milwaukee Plant. 


“T am thankful that my family and 
myself are permitted to enjoy the 
best of everything, especially good 
health. I am thankful for the out- 
come of the recent election, and I 
am thankful for the results of your 
recent baseball game where the East 
showed up the rest of the world.” 

Cc. R. Eggleston, 
Albany District. 
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“Turkey will taste fine, because 
September and October were bigger 
months than ever before in fifteen 
years with Bowser.’’ 

R. H. Sherlock, 
Chicago District. 

“T am thankful for the election of 
Calvin Coolidge. I am thankful form# 
the good times that now confront us. — 

am thankful for my connection | 
with Bowser, and the small checks 
that I have been securing and hope 
in the next twelve months they will’ 
be much larger. I am thankful for: 
the ten No. 241-H pumps on the slow} 
list at such a small price, and I am 
thankful for the one that I havea’ 
already sold with a C-2 visible at- 
tachment and 280-gallon tank, since | 
receiving the list. I am thankfui] 
for the good health I am now enjoy- 
ing and hope it will continue to be) 
good. I am thankful for the turkey | 
that I now have for Thanksgiving 
and for the idea of placing my No: 
8’s under the turkey laden board} 
Thanksgiving and demonstrating to 
the family and guests that.one thing 
I am thankful for is the good appe-|! 
tite I am now enjoying.” 

Andy Hurst, 
Ohio-Kentucky Territory.) 


“IT am thankful for the progress} 
that the Company has made in ad-| 
justing its finances and for the 
bright outlook for bigger, better, and) 
more profitable business than ever.|§ 
I am thankful for the wonderful op-| 
portunity that the boys of today have. 
in the Boy Scout program, and for 
the movement that is making the 
Dads of today give more thought to} 
the molding of the men of tomorrow.” 

H. J. Grosvenor, 
Secretary-Treasurer. 
* * * { 

“Tm thankful for all my friends; 
heir happy grins and home-made 


gin. 
I’m-thankful for my darn good job 
And for my boss, you know that’s 


Bob. 
Shucks; I’m no poet; can’t make this: 
rhyme, | 

But Vll strut my stuff at dinner) 
time.’’ } 


Tom Warner, jf, 
Dallas District. ], 
* 


% * 


“T am thankful for the kind touch, 
of our Great Mother that makes and 
keeps us all kin—Scots and Kluckers 


included.” 
G. A. Smith, 
Washington Territory. 
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“T’m thankful for the line of goods 
1) Lt have to advertise. It must be an 
f awful pull on the imagination to 
write ads for some pump and tank 
companies.”’ 


R. L. Heaton, 
Advertising Manager. 


“T am very tankful that I am well 
and happy and the prospects are good 
that I will go round and round with 

'another gobbler on Thanksgiving; 
also in having the privilege of being 
one of the representatives of the best 
Company in its line and in the real 
New York of the South, Dallas, Tex.’’ 
W. W. Ince, 
Dallas District. 
s 


| ok 


“T am thankful for the prosperous 
) condition of the country in general, 
which, together with the loyal sup- 
) port of the branch managers and the 
'men in the field, has helped to make 
collections better than any previous 
Pyear.” 


F. LG. Diehl, 
Manager Collection Dept. 
* * * 


“As Abe Martin would say: ‘There 
)hain’t nothin’ like a long spell of salt 
pork to make a feller thankful for 
fgobbler.’ So at the end of anxious 
months and entering into renewed 
prosperity I am mighty thankful for 
imy association with a gang of loyal, 
isteadfast workers under a manage- 
iment which has accomplished that 
‘which was seemingly impossible.’ 
H. C. Storr, 
Asst. Sales Mgr., Home Office. 


*k * 


“ihe: tact that atter the financial 
embarrassment of the past six months 
our refinancing has been completed 
and we are now in splendid shape 
‘and ready for big business. 

“T am also thankful for the Bowser 
Organization and its Fighting Spirit, 
for its co-opération and united efforts 
during the trying time which brought 
about the fine showing that made the 
financing possible. 

“T am also thankful’ for the present 
business situation and the opportu- 
nity which we will all have of show- 
ing our gratitude by making Decem- 
ber and the year 1925 the best ever. 

“Surely the Lord has been good to 
1) us and we have much to be thankful 


Ss. B. Bechtel, 
President. 


f 


“T am thankful the election is over 
and for its results. Prospects cannot 
now use fhat as an excuse for pro- 
erastinating. I am also thankful for 
the present financial position of Shae Sle 
Bowser & Co. and the possibilities 
before us.” 

H. E. Anderson, 
Manager, New York District. 
* * * 

“Really, I have so many things to 
be thankful for this Thanksgiving 
that I am ‘stumped’ what to say, 
other than to state that if the Good 
God had been any better to me and 
my dear family I don’t know what 
more He could have done. I even 
won a prize, which is more than I 
ever did before, thanks to the Albany 
District salesmen!”’ 

Geo. S. Bacon, 
Manager, Albany District. 
* * * 

Sra ui bank elutes ciia.t 1 at he van ee 
(not at) this wonderful age—which 
has witnessed the development of the 
telephone, street car, flying machine, 
radio and other evidence of human 
progress—even the present day styles 
make it easier to get up stairs.” 

V. W. Davies, 
Mgr. Traffic Dept., Home Office. 


* * * 


“Hor my friends, Known and un- 


known. 
“Hor the knowledge that, though 
yesterday was not what it should 


have been, there is always today to 
live. 

JON NONE Billy islevere I (Cebar WORK, TiOhe 
work holds the key to LIFE and 
PA PEND Sis 

John FP. Picco, 
Salesman, San Francisco Office. 


“ih Bhan “elaeyalcebl sc@ie  lavseihela: eka 
happiness. Also for the wave of 
prosperity resulting from the elec- 


tion, which I hope to share with the 
House of Bowser.’’ 
i J. F. Hackman, 
Salesman, San Francisco Office. 
* * 


Sli lian quafeialcienl qelaehe Il pliaal jepeiiyic 
leged to live in this progressive day 
and age and to see the wonders 
wrought. I wish I could see and be 
here a hundred or a thousand years 
from now to see what things look 
like then. But the Fool Killer will 
probably get me long before that.’ 

H. L. Austin, 
Salesman, Albany Office. 
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This is the MAN 
who SOLD the 


equipment--- 


TOM WARNER 
Dallas District 


This is the 
Equipment 


And this is the MAN}, 
who---but read the \ 
story on the next 


page-- 


V. W. DAVIES 
Manager Traffic Department 
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at WOME fellows are just 
naturally modest, 
some acquire modesty 
} and others have it 
thrust upon them. I[ 


Tom Warner, of Dallas, should 
be placed; all I know is that he 
must be modest, because, except 
ifor a lucky discovery, I wouldn't 
lhave known the facts on a 
\cracker-jack sale made by him. 
| Iwas browsing around in the 
‘Sales Department and chanced 
jupon this story. It won't take 


\long to tell it, but it’s one you'll 
iremember—or should—some 
time. 

Ieunderstand -that. Com 
worked on this prospect—the 
Humble Oil and Refining Com- 


\ioany—for: about two weeks. 


At the end of that time he came 
away with an order for 500 
three-compartment wheel-tanks. 

Five hundred! Not five— 
aot fifty, but five hundred! 
What? How much in dollars 
Md cents? Listen! Figure it 
out for yourself! The printer 
says he hasn’t enough type. 


HEADS are better than 1 


Accompanying this splendid 
order were complete shipping 
instructions—and here is where 
V. W. Davies, Trafic Manager, 
comes in. From here on I’m 
going to let two letters tell the 
story. But before resuming let 
me call your attention again to 
Mr. Davies’ article in the Au- 
gust issue of "THE BOWSER 
MAN. I want to say again, and 
the following correspondence 
will bear out my statement, that 
you aren't taking advantage of 
the vast gray matter available in 
this organization if you aren’t 
using V. W. Davies and his de: 
partment on all orders of any 
SIZe. 


The Letter to Our Customer 


“Recently you favored us 
with your order for 500 Port- 
able. Lubricating Outfits, in- 
structing that we ship these 
directs tO samlist™ OlstAllionssin 
‘Texas and Louisiana on the less 
than carload basis. We have 
made an analysis of this order 
through our Traffic Department 
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and feel we can offer some sug- 
gestions in relation to shipment 
which will save quite an appre- 
ciable sum in freight charges, 
provided it will be convenient 
for you to make the necessary 
arrangements at the other end of 
the linemeyY ous understand; .of 
course, that all of our outfits are 
crated when leaving this plant, 
so that there is no difference in 
this respect, whether shipment 1s 
made on the carload basis or on 


theslguGe ke wBasis: 


“We have taken the list of 
stations which you have given 
us and have grouped them into 
carloads, showing in each case 
the carload destination; in other 
words, the point at which ship- 
ment would have to be split up 
Aner scntaDVel we laeitelobtevo 
the various destinations. All of 
our figures have been based on 
the forty-two outfits in a stand- 
ArGE 3 0-1 OO ls Ga tree el De mUSeaOr 
larger cars is not recommended, 
as’ thewratings= wilico mina yaube 
found in Supplement 26 to 
Consolidated Freight Classifica- 
tion No! 3, Page. 35, Items 28 
and. 9; ate subject"to Rulevs4 
and the increase in minima ex- 
ceeds the additional weight that 
may be loaded in the larger car. 
After incorporating the changes 
in this outfit which have been 
mutually agreed upon, we are 
informed by our Engineering 
Department that the outfits will 
measure approximately 61x50x 
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30 inches and will weigh about } 


360: pounds. This 


equipment takes a freight classi-|) 
fication of 1% x Ist class less# 
“Ke i} 


carload—- minimum 24,000} 


than» carload. “andae@lass 


pounds, subject to Rule 34. 


“By shipping all of these out-| 
fits as indicated in the attached} 
strategic] 


summary to certain 
points in Texas and reshipping 


from those points on the less# 
than carload basis to the various! 


may be made in favor of thell, 


carload and reshipment plan. 


The selection of distributing} 
points and the grouping of the| 


final destinations is largely a 
matter of judgment and the 
‘Texas mileage scale. 


partment, by checking short line| 
mileage closely may be able to 
suggest changes in the distribut- 
ing points or in the grouping 


shipment. 


“If you should feel that it is| 
advisable to use the distributing! 
plan suggested here, we could 
make arrangements to refrain 
from stenciling equipment for 
their final destinations, as all of 


It is quite} 
possible that your Traffic De-fr 


q 


the outfits are exactly alike and)" 


the reshipping agent could then 
pick out the required number of. 


; The 
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outfits at random and be re- 
ieved of the necessity of sorting 
|»utfits marked for certain desti- 
sations. We could cut the sten- 
ils here and ship them with 
ach car so that the reshipping 
gent would merely have to 
itencil the required number for 
Jach destination and make a bill 
f lading. 


| “It would appear that the 
aving of freight is quite worth 
vhile in this connection and we 
vould be pleased to have your 
Jastructions regarding how you 
vould like to have this handled. 


our wil note-.on this 
jrouping that thirteen carload 


m our part, as we will be glad 
9 handle the matter in which- 
ver way is best suited to your 
jequirements. We have simply 
jone to the lengths which we 
jave in figuring this out with 
jae desire to render the Humble 


jould give them in connection 
ith this very fine order which 
ney have given us. 


Assuring .you.that itis a 
"\Jeasure to pass on this news of 
l possible saving, and awaiting 
our reply with interest, we are, 


Poe bOW SER 6 CO: 


Letter From Tom Warner 


“T cannot tell you how much 
the Humble Company appre- 
ciates Mr. Davies’ work in fig- 
uring out shipping instructions 
on this equipment. ‘The sales 
department of the Humble 
Company, in my presence yes- ~ 
terday, sure tromped on their 
trafic department in regard to 
the distribution of these tanks. 
They all said to me yesterday, 
that their hats were off to Bow- 
ser's Trafic Department and I 
want to say that it certainly put 
a feather in our cap when we 
went in and showed them where 
we could save them $1,500.00 
on these different shipments. I 
have learned through this trans- 
action that our Traffic Depart- 
ment is worth more to us than 
the average salesman realizes. 


“Please thank Mr. Davies and 
his department for me in regard 
to this good work. 


“Yours very truly, 


“TOM WARNER.” 


It will be interesting to know 
that, as this is being written— 
November 13th—the first of 
thirteen cars is being moved to 
the Samainy track.s sheaded ss tor 


Houston, Texas. 


Page Twenty-three 


Dre Dowser Mas 


By eal in the interest of the sal es Organization of 


Monthly FORT WAUNE, - = - INDIANA 


Edited by KENNETH S. SEIBERT, Advertising Department 


VoL. 25 NOVEMBER, 1924 No. 


AG GINE SATE AS salts 


Davis and Lafollette had their eyes on the Presidential Chait 
but think what Coolidge had on it. 


ee ne 
Weather report—Next four years Cool idge. 
x Ok Ok 


It takes more than a blunderbus to bring home the bacon] 


nowadays. 
Kee ok Meek 


We wonder if the Pilgrims would be thankful if they wer} 


living today. 
kk Ok 


Love at first sight nowadays doesn’t mean so much after allf 


There’s so much one can see now—at first sight. 
kos aks 3k 


If our eyesight doesn’t deceive us there are more village belle; 


peeling today than ever before. 
2 xk 0 ok 


“You can’t pull that rough stuff around here,’ said the villag 
constable yesterday when he arrested Pete Colpins on his way 


home with a load of sand paper. 
pe aes 


When, upon the occasion of their first party, Eve asked Adan} 


what to wear, he replied, ‘Better wear your poison ivy, it’s going 


to be a rough party.” 
| ak OF Fok 


In the word Thanksgiving the accent is on giving. 
kk Ox 


aes S. F. BOWSER & CO. Inc. eee. | 


Bowser Pre }/ 
} 


FO 


li 


Advice to the village buttinski.-by Uncle Henry: “‘If at firs) 


you don't see in, pry, pry again!”’ 
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Who is this lady, Cast— 
‘tellar Cast—who always plays 
_ leading part in the movies? 

* Ok Ok 


The way some people drive 
}ou'd think they owned a string 
f blue racers instead of a lonely, 
ieasly rattler. 

* Ok Ok 


There's no way of. getting 
fround it. The cause for so 
aany divorces is so many mar- 
ages. 
: aie ane 

We wonder if it would help 
ny if some of the writers turned 
vaders and some of the readers 
arned to writers? 
saeco ty 2 Hk 


When Better Pumps and 
-anks Are Built, Bowser Will 
i suild Them. Gasoline and oils 
umped from them are Good 
tthe Last Drop. I'd Walk a 
(ile for a Bowser Pump but I 
ont need to; there’s one on 
mey corner. “Ask Dad, He 
-nows how good they are. Ask 
ae Man Who Owns one and 
ell tell you that Bowser is 
ust a Real Good Pump. You'll 
‘e Surprised at What a Whale 
f a Difference Just a Few Cents 
Jake. Bowser pumps give the 
ling station That Well- 
Yressed Look—the Most Beau- 
ful Pumpsin America. There's 
Bowser Pump in Your Town. 


sou'll use them Eventually, 
Vhy Not Now? 


Folks sure carried water for 
the Elephant on November 4th. 


>K ok *k 


A lot of folks have been hav- 
ing cross word puzzles at home 
for years. ‘The puzzle is to see 
who can be the ‘‘crossest.”’ 


ok *K *K 


Most after dinner speeches are 
as dry as the breakfast dainty 
for which they are named. 


$500 GIVEN AWAY! 


To that pump 
bow, Sir!! 
It sure is the cat’s meow, 
be Sir! 
’ Tll sure buy my gas 
IkMeonen 3. janbhanya) Opt 
class— 


I certainly 


this 


Here’s your chance to win a big 
prize. Finish this limerick and send 
your answer to the CON-test editor of 
THE BOWSER MAN. We give useless 
prizes every month. Hundreds have 
been lucky; why not you? Those who 
send their answers in before Thanks- 
giving will receive, free, a genuine 
papier-mache turkey. Tell your wife 
not to order anything from the butcher 
for her Thanksgiving dinner and sit 
right down and waste your time. Con- 
test closes February 30, 1922. No 
manuscripts returned unless accom- 
panied by self-addressed and stamped 


envelope. Don’t fasten the stamps on 
too good! The $500 will be awarded 
just as soon as we collect enough 


stamps. 
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A HUNDRED YEARS 
FROM NOW— 


tated in Strasbourg only tong 
Renough to take on gas and 
moul-—and then hurried on fo 


Our usual title, ““Do You Remember 
Way Back When,’ will hold good with 
the above picture. 


I believe we are indebted to the Bos- 
ton Office for this snap, which shows 
one of the Around-the-World planes 
taking gas from a Bowser Figure 241. 


Note particularly the height of the 
globe—no doubt boosted heavenward 
to provide sufficient drain for the plane’s 
gas tank. 


EDITOR’S NOTE: Readers of THE BOWSER MAN are requested to send in ole 
photographs for this page. Send pictures that pertain to Company activities oO! 
long ago, accompanied by a brief description. | 
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"TIS ALWAYS FAIR WEATHER 


A gang of good fellows who got together on an informal gathering at Clear 
wake, Saturday afternoon, November 8th, to hunt and play over the week-end. 


Reading from left to right, top row: C. H. Bromley, Manager L. & F. 
Division; W. C. Armistead, Assistant Factory Manager; F. L. Diehl, Manager 
ollection Department; S. B. Bechtel, President; H. C. Storr, Assistant Sales 
Manager; L. E. Porter, General Sales Manager. Second row: I. L. Walker, 
Special Representative; Ed Eggiman, Executive Department; Frank McKay, 
“urchasing Department; Ralph Tarney, Executive Department; D. G. Milligan, 
Manager Service Department; R. H. Mauk, Executive Department. Bottom 
tow: V. W. Davies, Traffic Manager; Roy Matlack, Executive Department; 
X% R. Dooley, Manager Foreign Sales Department; Sam Stringer, Assistant 
2urchasing Agent; Lee Johnson, Manager Engineering Department, and 
‘rank Lechler, Executive Department. Kodaked by R. L. Heaton, Adver- 
ising Manager. 
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S a writer, my experi- 
ence is rather limited, 
but on request I will 
endeavor to tell some 

| of my experiences as 
a salesman of Bowser Equip- 
‘ment. I have been selling this 
‘equipment for three years and 
‘find that the work is interest- 
jing; and, interesting enough to 
ime a «Cpleasure. This, in my 
imind, is a very important item. 
I haven’t any set rules for sell- 
me—-a man must size up his 
prospect and then “‘use your 
head.’’ Let the price be the 
least important item in your 
sales talk and only show it 
when you are ready for the sig- 
nature on the dotted line. 


| Bx p WS 
a \ 1 
i ; 


~s 
aS) 


ep: a 


¥, 


Also, if you don’t get him 
| the first time, try again. Your 
chances are even better then, as 
you know how to approach 
him, and get him off his guard. 
‘I have tried to make it a point 
‘to know the tank wagon men, 
‘the oil and gas salesmen, and 
the Specialty Salesmen in my 
territory. Through them, I 
have had some valuable leads 


and in the long run it pays to 


“A salesman must, first, be always on the 
job; second, be willing to serve in all ways, 
iand lastly, not be too easily discouraged at 


—H. G. ANDERSON, 
Albany District. 


be friendly with all of them. 
This recalls to my mind my 
first experience with Bowser 6 
Company. 


I was given model, etc., on 
December Ist three years ago, 
and told to work Warren 
County in New York State. 
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This, if you will refer to a map, 
takes in a large part of the Adi- 
rondack Mountains and is 
dotted with several small vil- 
lages. When I got there, I saw 
nothing but snow —three feet 
or more, and prospects of sell- 
ing gasoline equipment certainly 
looked dark. I called on all the 
garages and got some likely 
prospects for Spring, and also 
called on several Minor Oil 
Companies. I stuck around one 
in particular, making a good 
iriend*= off =the» tank, wawagon 
driver, going with him on the 
truck when he was delivering. 
I advertised myself as much as 
possible so that if anything 
CAll Coat petit ast yee (ire a they. 
would think of me. During 
December, I didn’t land a sale, 
and January was worse. More 
snow than before, but I[ still 
made trips: on™ the sgasy truck, 
and made myself acquainted 
with everyone likely to be a 
prospect. February I broke the 
ice, and made a sale for Spring 
delivery. Some encouragement 
atleast. butsistill, =no.actual 
money made as yet. March was 
something different though—lI 
was kept busy every day from 
people I had called on during 
the winter months, and I 
started to reap a harvest. My 
territory has been increased since 
then but I am proud of the fact 
that in the last three years 90% 
of the gasoline and oil equip- 


EAMESTA VE CO) Ohi 


H. G. Anderson sa’ 
his article, that he | 


any set rules for se} 


He makes that state 
early—in the first 
graph. 


Now just to show 
how inconsistent he i 
me refer you to his 
paragraph which I | 


preceding page. If 
isn’t giving us rules— 


ment installed in this particular 


county is Bowser, and has come | 


through me. Also, there are 
four different Minor Oil Com-_ 
panies in one town of 15,000) 


population, and I have managed | 


to get all their business. All| 
this I attribute to going around | 


with that truck driver, as these | 


oil companies are offsprings of — 
the first one I called on. 

This experience started me 
on. the right track, and’ since 


then I have tried to make each Ji 


of my customers my personal 
friend. , [his aids me to a great | 
extent, for when you have him | 
feeling that way, he will mail | 
in his orders, and not wait} 
until you call on him. This 
enables me.to put more time on 
new prospects and to cover my | 
territory more closely. I have 
found out also, that all these 
fellows will “‘work’’ for you; | 
tipping you off to anything: 
new, and putting a word in for’ 


you to the new customers. Iti} 


is necessary to be of the utmost} 


~ 
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‘think those three ad- 
‘3shments are about the 
ié rules by which one 
¥ govern himself; at 
1 they have been used 
|. G. and, as his story 
é:s, they enabled him, 
i§ to break the ice and, 


Make them feel that you are 
\ there to assist them as well as 
get their order. The orders 
will take care of themselves, if 
| the territory is developed along 
the lines of real service. I mean 
| assisting in laying out stations, 
picking out locations, deciding 
;on the kind of equipment, and 
)in various other ways. 


I have been asked why I have 
}sold more Figure 102 pumps 
| than any of the other Figure 
jimnumbers. I have found from 
i) experience that in my territory, 
mn) the Figure 102 serves better 
| than our other pumps. I don’t 
| mean to say by this that it is a 
| better pump mechanically than 


iy) that it is better from the service 
w) Standpoint, upkeep, etc., consid- 
jering the weather conditions 
bere. For a strictly loan equip- 
ment the Figure 102 stands up 
| the best, and gives me the least 
trouble. Where a man is equip- 
ping his own station and there 


is to be a canopy over the 
pumps, I recommend our Fig- 
ute 97 or 99 pump for the rea- 
son that I know they will be 
given better attention than loan 
equipment. 


Before closing, I would add 
that, to my mind, a salesman 
must, first, be always on the 
job; second, be willing to serve 
in all ways, and lastly, not be 
too easily discouraged at the 
first refusal to buy. 


Your Little Wife 


Who cooks to tempt your appe- 
titer 
Your little wife. 


Who tells your women friends 
that you 

Are the one grand husband 
through and through? 

Your little wife. 


Who pats your cheek when you 
get home? 
Your little wife. 


Who smoothes the thin hair on 
your dome? 
Your little wife. 


Who looks at you, her brown 
eyes clear, 


And snuggling to you extra 


near, says: 
This is pay day, ain’t it 
dear?’’, 


Your little wife. 
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SPORTY years of mak- 
»] ing pumps and tanks, 
‘and always setting 
the pace for the other 
=————) manufacturers in the 
same field, is the history of S. F. 
Bowser 6 Company. 

Progress was slow at first, as 
is the case in any new field of 
endeavor, but as Science de- 
veloped new volatile liquids to 
handle, Bowser © Company 


TEXGNIE A WA ar 


immedately met the emer-j} 
gency by building a new 
piece of equipment to han-) 
dle the new product. 


Then came the automo-) 
bile with its gasoline engine’ 
and the natural sequence’ 
Bowser’s Cut 10 for hand} 
ling gasoline, which was appro: 
priately named by the old Wa) 
Horse, Jack Gumpper, “‘Filling 
Station.’’ From the time of thi 
first wood-encased overground 
tank and pump, which wai 
called a “‘Filling Station,” tq 
the present, the development ha’ 
been by leaps and bounds. | 


All Bowser salesmen know! 
the successive steps, which it) 
the Bowser language are, Fig} 
ures: 242, 95, 415 2 OMe 
101, 102, 97, 99; and then th 
demand for something differen | 
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f= the ‘Glass Bottle,’ so. the 
customer could see what he was 
buying; then we have added 
Mesa -2S) 1 (© -3'si 6 C-52's, 
C-4's, C-44’s and then came 
m6 and C-66, C-5, and C-55 
sand still there was something 
lacking, from the station own- 
‘ers viewpoint. He was letting 
the customer see what he was 
)buying, which was satisfactory 
jas far as the buyer of the gaso- 
‘line was concerned, but the sta- 
}tion owners began to realize 
Hthat the attendants, in their 
| eagerness to satisfy the customer 
‘and give full measure, were giv- 


In this article 
“Tommy” Tomlinson 
tells you how to sell 
the Figure C-7 and 
C-77—at least, he 
tells you how he sells 
"em, which is _ just 
about as good. And 
he sure does; sell ’em, 

-I mean. That’s what 
made him a= major 
leaguer in the Bowser 
Baseball Contest. If 
you want my opinion 
Ill venture to say that 
the reason R. E. sells 
so many of these par- 
ticular pumps is_ be- 
cause he is sold on 
them himself. 


SELLS Figure C-7, C-77 


ing too much, rather than have 
him look up at the glass con- 
tainer, and, even if the gasoline 
was at a level with the markers, 
get the impression that he was 
not getting full measure. 


This caused many station 
owners untold worries, and 
they ."began~ to’. ask.) =) Why 
doesn’t someone make a visible 
pump that will be as accurate as 
the old piston type?’’ Bowser 
heard the questions, and an- 
swered them by building the 
one outstanding pump in all 
thes world) today. :the.@- 77a 
pump that is really and truly an 
outstanding pump — one that 
met the immediate approval and 
universal demand of station 


owners, the country over. 


The 


Bowser 


Man 


The strongest appeal you can 
make to a prospective buyer of 
a pump is the money it will 
make for him. In selling the 
C-77 I make this statement to 
the prospect: 


rather than above —dong@ 
ou?’ 

All of which he admits; then 
if you are good at figures, you 
can show him a nice dividend 


on his investment in a C-77, in 


“T can sell you 
a visible pump 
that will make 
you more money 
than any other 
pump you can 
buy!” 

Of course he 
comes. *hack. at 
me: 


“Why can I 
ina keeps an) Ore 
money with your 
pump than any 
other pump?” 


What are the outstand- 
ing features of the C-77? 
The mechanical measuring 
mechanism, ten-gallon glass 
cylinder, and the simplicity 
and economical operation. 
The mechanical measuring 
mechanism is the perfect- 
ing feature of the visible 
pump, and don’t forget the 
visible pump is the pump 
of today, and it will be the 
pump of tomorrow. They 
may change the styles and 
mechanical working, below 
the glass cylinder, but the 
glass cylinder is here to 
stay, and the mechanical 
measuring in the glass 
cylinder is here to stay. 


the savings on 
the overmeasure- 
ments. 


I went so far, 
recently, as tq 
wager a man on 
€.ac be aul om 
drawn from a 
ten-gallon visible 
pump that he 
could not come 
within the five- 
point allowance | 
of the State Law. 
He accepted, and 
after the third 
gallon, he paid 


If he has a visi- 
ble pump, I answer him like this: 


“Mr. ‘Smiuth) isn-t ait ca tact 
that the reason you have a vis- 
ible is because your trade de- 
mands it, so that they can see 
that they are getting full meas- 
ure? Isn’t it also a fact that it 
is hard for you to give a cus- 
tomer accurate measurements on 
the intermediate gallons, by 
watching and gauging the meas- 
urement by the eye? And in 
your desire to satisfy them, you 
usually let the gasoline down 
below the level of the marker, 
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off, three straight. 
He was convinced that the eye 
measuring visibles were not ac- 
curate, and that usually, the 
inaccuracy was a loss to him, 
as he and his helpers always 
let the gas run down, so that 
there would be no doubt in 
the customer's mind. I got the 
order! 


If a prospect has never used 
a visible, I explain the opera- 
tions, using similar arguments. 


Why a ten-gallon instead of a i. 


five? The psychological effect. 
A customer drives in, he sees 
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)n gallons in the glass cylinder: 
» immediately associates that 
ith his tank. He also knows 
‘nat you can give him seven or 
ght gallons without having to 
oump up,’ and he knows his 
nk will hold eight gallons; so 
“}2 says, ‘Give me eight.” 


I had this experience: A cer- 
in station here in Dallas had 
five-gallon visible. I sold him 
a the ten-gallon idea and got 
is order. He used a system of 
cords, whereby he knew at the 
id of the month the exact 
umber of customers to whom 
e had served gas during the 
‘onth. He also knew how 
1any gallons he had sold dur- 
ag the last month's operation, 
ith the five-gallon visible, 
thich showed 534 gallons per 
astomer. he first month 
mith his ten-gallon visible, he 
siveraged 7% gallons per cus- 
omer. Ihe second month, he 
veraged 8% gallons, and now 
ye averages 71% to 8% gallons 
er customer. 

Once a user of a ten-gallon 
isible, always a user; and once 
user of a mechanical measur- 
jag visible pump, then it is next 
yo impossible to sell, give or 
2ase him anything except a 
| -77. 

In selling the C-77, I do not 
jnly sell the station owner, but 
| sell the attendants and the 
ustomers. Sometimes you 


have to sell the attendants in the 
station before you can get to the 
proprietor. When you stop to 
think of a specialty salesman, if 
you analyze his work, you will 
find out that oftentimes he does 
an enormous amount of work 
to accomplish a certain objec- 
tive, and in doing this work, 
sometimes he does not receive 
any direct pecuniary benefit 
from it, but in the end he 
usually benefits by the mission- 
ary work; in many cases, 
though, the end seems far- 
fetched from the salesman’s 
viewpoint. 


Let me illustrate with an ex- 
ample: Ninety days ago, one 
of the major oil companies 
shipped fifty C-7’s to their Dal- 
las warehouse. [These pumps 
were to be used in supplying 
new customers in the surround- 
ing territory, as they made ap- 
plication for lease equipment. 
As soon as | found out that this 
company had C-7’s in stock 
here, I began to call on the sta- 
tions that had leased equipment 
from this company, and tried to 
sell them the C-7 or C-/7. 
Some few I sold and got their 
orders. “he majority said they 
would continue to lease equip- 
ment, but that they certainly 
would like to have a C-7 or 
C-77. In a short time these 
men that I called on found out 
that the company they were 
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leasing from had Bowser C-7's 
in stock. “The result was that 
47 pieces of competitive equip- 
ment came out and 47 C-7’s 
were installed. 


Did IL. get. anything’ for> the 
forty-seven C-7’s? No, not di- 
rectly, but it caused so much 
comment among other station 
owners that I was able to sell 
thirty odd’ G@-7 sand °C-// sin 
the sixty days following the 
changing of these lease equip- 
ment stations. In the above 
case, I had to sell some seventy- 
five or eighty C-7’s to get an 
order for forty per cent of the 
total sales, but at that I was 
well paid for my extra work, 
and I believe in selling every 
prospect C-7’s or C-77’s, re- 
gardless of whether I get direct 
benefit of the sale or not; favor- 
able comment about the equip- 
ment he sells pays any sales- 
man, so it is good policy to see 
that all users of your equip- 
ment are satisfied, even though 
you did not get any credit for 
the sales of the equipment. 


While sitting at my desk 
writing this article, Bill Ince, 
our Dallas Sales Manager, came 
into the show room. with the 
Purchasing agent for one of the 
prominent independent oil com- 
panies of Oklahoma. I was 
asked to demonstrate the C-77, 
which I did, and when the dem- 


onstration was finished, he 


Leaver lL ey 


‘calling on them. 


| 


turned to Bilvandssade  @ 
you ship me C-77’s today! 
He was assured that we coul’ 
He then. saidj-aliateeis t) 
pump I have had in mind, ar’ 


if I had fully realized the meri) 


of it.. ninety days .ago, yeu 
would already have received 
bunch of orders from me.’’ 
The above shows that v 
general line men pass up bus 
ness, just because we see son 
cheap equipment on the terr! 


tory put out by some of our ir, 
dependent oil dealers, and say 1 
ourselves, ‘Well, there is no ui) 
They wi! 
not pay. the price]. Lista 
fellows, the difference in price 
in the C-77, and you can shor 
it if you will sell yourself o 
the €-77; then, youwcan ‘sa 
your prospect. | | 

Make yourself “‘fully realiz 
the merits of the C-77” | 


| 


is good. 


ers will follow Bowser’s leai| 
and put a mechanical measurin 


visible on the market, becaus|} 
the men that are investing thei) 
money in new stations will de): 
mand some means: of protectin:|] 


themselves from the loss o 
over-measurements 


spill type of visibles. Salesmer! 
have an opportunity at this tim) 
with Bowser % Company tha! 
may never present itself again. 


| 


an}. 
get the grapes while the pickin) }, 
It will not be man|} 
months until other manufactur} } 


caused bij 
the eye-gauging on the fill anc] 
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The Management has re- 


Ment of E. W. Cline and J. J. 


(Mack, who will assume the Su- 


Vand Harrisburg respectively. 


E. W. Cline has been with 
Bowser since 1916. His terr- 
ory at that time was in Wil- 
diamsport, Pa., and his major 
loperations consisted of selling 
"factory equipment. Some time 


‘suished himself on an order to 
he Hamilton Watch Company. 
rom Lancaster to Baltimore, 
iMd., where he remained until 


B923—at which time he came 


lperintendency in Washington. 


B. W. CLINE and J. J. MACK 
appointed Superintendents 


he remained until his new ap- 
pointment now in effect. 

J. J. Mack, who becomes su- 
perintendent of the Harrisburg 
District, a newly created terri- 
tory, came to Bowser’s in 1917 
and was assigned territory in 
Pennsylvania. They tell of him 
that in securing practically his 
firsteorder, J. Je hadi the shoes 
burned off his feet. It seems 
that in crossing a mountain, or 
some other insignificant obstacle 
in his path, a forest fire con- 
trived to nip him as he went by. 
Anyway.) J. bass beens bot 
footing it ever since. 


Mr. Mack, after this incident, 
Was. transterred™ to. lancaster, 
where he has remained until his 


present appointment, and those 
who are familiar with the man 
say that J. J. has always been 
one of our consistent producers 
—a man with a fine business 
sense and a pleasing personality. 


PEGE Lait Cent 
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High Spots in 

Company 

and \ndividual 
Affairs 

In the Past Thirty Days 


“Here's a couple of nice look- 
ine records, ysatd ("2 W or- 
den Assistant toulesl.-t-orter, 
this afternoon. And he tossed 
some cards on my desk. 

They sure are what Charlie 
saide. But, in’ calling your<at- 
tention to them, I want to 
make it plain that there are 
others just as worthy of men- 
tion—only C. J. just happened 
to have these before him. 

G. A: Smith, Washington 
District, sold $8,598.37 worth 
of Bowser equipment during 
the month of November. 
About $1,900 of that repre- 
senteds ta Gari OANOT epart 
Go Ws Oris Fem alsomsplituhis 


business as follows: Gasoline, 


$69 Oyo See absacea tel Teo? 
$890, 04, Ya nid Keer "o;s ene; 
$834.05. 

H. F. Peeples, New York 


District, sold’ $6,150) 14 worth 
of Bowser equipment during 
the same period—practically all 
but a couple hundred of which 
was Gasoline. 
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As I said before, these tw! 
men aren't the only salesme 
in the organization who hav§i 
been, and still are, securing | 
splendid business. Not by ar}! 
means! Just goes to show, to 
that business is anything bi 


dead. It is there to get if ye 
go after it. 
As this is being  writtey 


Jack Kropp, of the’ Sales Dj 
partment, comes in with a 
order from G. A. Smith tota 
ing $989.30) 2 ACR WeO a 
calls for 6 Figure C-55’s com 
plete and 3 Figure 101’s. 
this order G. A. Smith alf§ 
sends in a companion callin 
for a Figure C-11 and two mo; 


C55 sa Wows 


Everyone who knew Irvin L 
Bone, until several months ag¢ 
connected with our Minneapol 
Office, will regret to hear thi 
he is confined to the Thom#é 
Hospital, of Minneapolis, ur! 
dergoing treatment for lun 
trouble contracted while in tk 
service, of U. So during, th 


ee oo _ on ao, (a + 
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vents 


W World War. R. G. Conklin 
_ writes in to say that Irv is get- 
) ting along fine and that he 
_would be mighty glad to hear 
| from his friends in the Bowser 
| organization. 


General letter 984 announces 

that the Figure C-157 Recorder 
|} can be sold for installation on 
4] any visible pump—of whatever 
make—where the gasoline flows 
4 by gravity from the cylinder 
4) into the car. 
Installation instructions are 
"| being revised so that they will 
| cover pumps of foreign manu- 
aefacture as well as Bowser 
| pumps. 


The next time any of you 
men are in Fort Wayne and find 
your enthusiasm urging you to 
sell the equipment right out of 
our Show Room you'll have to 
see R. H. Mauk, of the Exec- 
miciveesWepartment, Hes (in 
charge now and will appreciate 
any suggestions you may have 
for its improvement, 


I hope, and fully intend at 
this time, that the December 
issue of THE BOWSER MAN 
will reach you at least three or 
four days before Christmas. Of 
course, my expectations may 
not be realized; printers, en- 
gravers, and other tradesmen 
necessary to the issuing of this 
publication, including the 
editor, sometimes don’t live up 
to their promises. 


Anyway, I want to call your 
attention to the $15.00 reduc- 
tion in the price of the 2-barrel 
Figure 64. Price sheets are now 
being revised. ‘This reduction 
puts you in a position to offer 
a good substantial Christmas 
present to your prospects. 


If; as?sLisaidssabove,- price 
sheets and BOWSER MAN fail to 
appear before December 25th, 
you may tell your customers 
that the reduction is a New 
Year's gift—anything, just so 
you let them know that now is 
their chance to save money. 


And by the way, I was talk- 
iN tow, eR wiViatiacksootuthe 
Executive Department, about 
this reduction and he said the 
Company would like to sell 
about a thousand of these Fig- 
ure, 64:s -pronto, . If yous sell 
your share at an Index of 15— 
oh boy! DatitameG laustenall 
around, what? 
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needs no further effort to sustain it.” 


says H. J. BRADSHAW---and in this article on 


SINCERITY 


sale of ordinary com- 
modities, the sale of 
awspecialtyaline, suck 
= as the Bowser Com- 
pany is offering to the buying 
public, necessitates a large 
PaAmiount. ct -conwersaulonss sult 
requires not only a running line 
of talk, such as indicated in 
various ‘‘efficiency’’ methods, in 
which the predominating idea is 
to distract the attention of the 
purchaser from the thought that 
he does not want to buy, in 
order that the salesman may 
impress him with ‘‘you want to 
buy’; not such “‘house on the 
sand’ ideas which mislead, but 
rather a sane, constructive con- 
versation, which must have as 
TiS basis sincenmtiy.. 


Sincerity, if based upon right, 
is‘ a téal asset; for,~ like “any 
truthful statement, it needs no 
further effort to sustain it. For 
examples cemxeeowate a4 ei alebat 
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tells how 
that virtue 
brings him 
business--- 


needs nothing to make it true. fi 
It is true! It is demonstrable! fi 
It has been aptly said that “‘afj!! 
liar must have a good ae | 
ory; in selling there is no ex- 
ception. | 
The ability to look a pros- | 
pect straight in the eye, fear-| 
lessly and confidently, depends’ 
entirely upon the salesman’s 
honesty, integrity of purpose] 
and honesty of action. In the} 
following the reader will please) ‘ 
observe that this principle is| 
firmly adhered to. | 
When the writer was called} 
upon a year or so ago to change 
his selling methods to meet in-}. 


Heie. eS O1W Sete van 


“Sincerity is like traveling on a plain, 
beaten road, which commonly brings a 
man sooner to his journey’s end.” 


—TILLOTSON, 
Archbishop of Canterbury. 


against OUrmiitie e fOr) toils. 1S suingeevacuuin «cleaners ind Ly 
Bp euigible) because of a change goods stores. In stores catering 
in market conditions, he cast to parallel classes of customers 
bebout for a way to meet the the sales efforts vary widely in 
‘aew conditions. It seemed nec- results. He was an alert sales 
lessary to take a line of our busi- manager and he called his girls 
iness which we had neglected into his of- 
jand make it the leading effort— ffice and care- 
j\ubricating outfits—63 and 64. fully ques- 


Just where the following tioned each 
idea came from, or whether the of them to 
\facts are exactly as follows, find how 
‘makes little or no difference. each was do- 
si\The idea involved is good, ing her work 
egardless of its 


Jnource, and if every When I first asked 
H. J. Bradshaw, of 
alesman s h ou I d the New York Dis- 
‘arnestly apply the trict, to write this 
f Boa ne his product eA the Bow- 
’ ser an e was 
‘ e could immediate- rather reluctant. 
) : : ; Too busy! Coulimtiexpress Himeclt=tinacine? 
y increase his busi- Hadn’t anything to write about! And other 
: poor excus-cs like that. But, selfishly, I re- 
1ess. , minded him of the time—years ago—when he 
Here is the idea: was editor of The Bowser Boomer! I asked him 
h if he remembered how difficult it was to secure 
Somew here the material for an issue—how hard it was to get 
writer read of a sales the men to write of their selling experiences. 
ie did! 
nanager S efforts to “Brad” says, however, that “it sounds like 
I’m tooting my own horn. I don’t want the 
econcile the promis- fellows or the management to get that im- 
pression.” 
uous results which Far from it, old top! We know that you, 
Vere being obtained or anyone else, cannot write about experiences 


in selling—successful selling—without using the 


yy a corps of sales- personal pronoun a great many times. 


ywomen, demonstrat- 
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and how she was accomplishing 
results (or rather not accom- 
plishing results in some cases). 


After carefully analyzing the 
idea which each one presented, 
he found what appeared to be 
eight selling features, which in- 
terested prospects and resulted 
in sales. He therefore taught 
all his saleswomen these eight 
points and built around them a 
sales story and gave each one 
instructions to confine their 
“conversations to these eight 
POtmtsajeMosoversthem, andait 
prospect did not purchase, go 
over them again. 


‘The result was surprising, for 
immediately, the story goes, all 
the women began to sell and 
their records were nearly unt- 
form! Simple, isn’t it? Well, 
thes writers nought = that sua 
good idea,’ so I sat down and 
looked over a 63 and 64, and 
found several points which 
seemed to be sales features (rea- 
sons why these outfits should be 
purchased) we hen, ebuiltaa 
story around these points and 
started out. Well, it was sur- 
prising how it took. Further- 
more, it was so firmly predicated 
of truth about the customer's 
side that the orders began to roll 
in; and the fact that I led the 
organization in sales on lubri- 
cating wouthits:, thateyear, tuuly 
justifies the assertion that the 
Ideaerwas stidht sel Dismulastuals 
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said very reluctantly, but inas- | 
much as an idea is being pre- | 
sented for the consideration of | 
every Bowser man to the end | 
that he may increase his earning | 
capacity, the personal allusion | 
—well, I am sure I will be par- |} 
doned. | 

A very interesting side-light | 
on this whole matter is the re- | 
ception which this idea received | 
at the hands of each person in- | 
terviewed. Whether they pur- 
chased or not, they invariably | 
said, “Well, all: youssayuis! ac-a 
tually true.” Geel @iltsewon-al 
derful to solicit business with | 
the light of truth in your eye | 
and the ring of sincerity in your | 
voice. Never doubt that your | 
customer ‘“‘feels’’ your sincerity, | 
just as he more often, uncon- 
sciously, ‘‘feels’’ a dishonest ap- | 
proach. ! 

‘The Bowser line is a great 
line; everybody so considers it | 
to’. be, . There aremsomemany, 
many persons who would be 
immeasurably benefited by hav- 
ing in use equpiment which 
Bowser has to offer that we 
need have no hesitancy to offer 
it; and, if we are hesitant, we | 
need only interview some user 


_ and see how enthusiastic he is, 


that we may ‘‘absorb’”’ some of 
his confidence, and then go and 
SEIe*. 

Simple, isn’t it, when it’s 
rolled right out in a straight 
line? 


The Bowser Man 


I 
i 
i 
i 


WAG jnethe. fall. of 
Oper les trade. my 
first call on the Treat 
Hardware Company, 
of Lawrence, Mass. 


— 
Y, 
\ 


cor 


I tried to sell them some equip- 


| 
| 


‘iment. ‘They had a nice store 
‘jand did the best business in the 
town. Their oils were stored 
‘fin a vault-like room in the base- 
‘Iment, as shown by the drawing 
accompanying this article. 


I couldn't sell them! They 
Were interested and would lis- 
ten, but they were satisfied with 
\their way of handling oils. 
|The first cost of our outfits was 
a real deterrant to quick action. 
[ called again, however,—and 


tjoften. Every three or four 
weeks, in fact. We got pretty 
yiwell acquainted. They got 


In eight years a lot of things 
tan happen. It gave time for a 
ot of my calls! Treat’s folks 
n the meanwhile consolidated 
|with their biggest competitor, 
‘the Robinson Hardware Com- 
foany; they took in some of 


GUTS! 


a word of many 
meanings, but 
applied in this 
case, to men 
who grab on 
with a strangle 
hold---and 
stick---and 


WIN! 


Robinson’s men; they leased 
the whole four-story building; 
they incorporated; their man- 
ager died and a new one was 
elected; they refitted, put in par- 
titions here, took them out 
there; put in modern fixtures 
and cases; added new lines and 
departments. I was still call- 
ing neculariiy... | hen thes 
bought the building. At that 
time I felt sure | would do busi- 
ness with them—but I didn't. 
These events take in the story 
up to the day after Uhanksgiv- 
ing last; yearn! On thatyday 
they burned down flat, com- 
plete loss (the fire started in the 
store and not in the oil room.) 
In a few weeks they had hired a 
store temporarily and were do- 
ing business, as usual, though 
much cramped for space. ‘Their 
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If you read the November issue of The Bowser Man you’il 
remember, perhaps, that Jack Lyons, of the Boston Office, was 
one of the many Bowser salesmen who were thankful—and said so. 


When Jack’s letter came in, 
I noted that he was thankful, 
among other things, for selling 
a prospect whom he had been 
calling on eight years. Now 
that’s the only tip I needed 
to scent a good story, so I 
prompily ran it down. In this 
article Jack tells us how he sold 
his prospect after eight long 
years. I’ve called his story 
‘“‘Guts,’’ which is but a homely 
name for “stick-to-itiveness.”’ 


warehouses were remote from 
their store building and were 
safe and stocked. Then fol- 
lowed weeks and weeks of in- 
decision, Lawrence being, with 
the country, in a very quiet 
state of business conditions. On 
My epatt,; morercalls aeAlons 
with these weeks and conditions 
came insurance adjustments, 
clearing of titles and bank loans, 
talk of rebuilding, meetings of 
the corporate body, clearing up 
the lot, plans and specifications, 
getting bids, planning on fit- 
tings and equipment, letting the 
job. Here's where I came in. 
I got a chance to get bulletins 
and ‘sizes; ete:, to: the architect. 
So I called on him as well as 
Treat. 


Well, 10th 


on November 
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J=J. LYONS 
Boston Office 


last, I got an order. After sill 
years! Sold them twenty Fig 
ure 109’s and trimmings 
They will have a tank for Lin] 
seed oil, raw and boiled, Tur] 
pentine, Dryer, Kerosene, whit} 
Shellac, orange Shellac, De 
natured Alcohol, Machine OL. 
Spindle Oil, Cylinder Oil, Lar! 
Oul, Neatsfoot Oil, Mobiloi}’ 
“arctic, Mobiola 
biloil “E,” Mobiloil- “Bag, 


Phenoline. 


These will be in a room i] 
the basement specially planne 


debe 


Bowser 


TindsHeo First Floor Bee 


a : 
| 


|vrite this there is a possibility 
|f a concrete pier and iron base- 
\ilate being moved some three 


| ‘The Eastern Division is now 
fo the midst of a Lubricating 
j-ontest on Figures 65, 68 and 
‘9. The contest began on No- 
hember 20th and will end De- 
ember 31st. 


| Every customer sold one of 
jhese outfits counts 20 points; 


—{ = = ee Brrak. 


=-Removeble J 
rp Favcets—7 7th 


OPEN -* RUNWAY 
Sawdust 


- No- 
ind placed for them. They 
ake up the whole room. As | 


Walls et See Be peer 


Drum: 


Cement-Finish 


a 

Ea Consrete, 
ia etter an 
ere Lie ae 


a 5 ae 


* DECTION: THROUGH: DASEMENT - 
ScA Le - 


feet. If it is decided to move 
them, I will sell two more two- 
barrel outfits, for whale oil and 
for sperm oil. 

I am still calling! 


each outfit counts 5 points; 
Be Oe Wer @ counts a points 
and accessories run about 2 
points each. 


Prizes—ten in all—vary 
from $50.00 for first to $5.00 
for seventh, eighth, ninth and 
tenth places. 
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XS LAUINGE Sees ee ee Vai 


Poor Santa Claus! ‘The only time he sees a silk stocking i}, 
when it is empty!* | 
The Old Fellow must cuss to beat the cars when he hits _ 
chimney which feeds on Indiana coal. | 


About this time of year he has more dears then he know) 
what to do with. | 


——$ ——___________ | 
Why doesn’t Santa take advantage of the radio to answer th! 
countless letters the kids write him? 


*Mrs. Claus wears cotton! 
‘There's something wonderful about a child —a tenemen| 


child—who continues to believe in St. Nick even though he fail| 
to appear year after year. 


arta 


I’ve always said that a man ought to be allowed to hang u 
both socks—to a woman’s one. | 


Does holly come from holly wood? 


One of the greatest factors in selling is merely asking more pei 
sons to buy. It isn’t important that you ask with more eloquenc | 
or cleverness, than your competitor, as it is that you ask more peche 
ple in the same period of time. 
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oumpers. 


iz 


The day after Christmas the 
jaccent is on the last syllable. 


The way Christmas tree 
ornaments break I’m pretty sure 
chey must be nothing but 
rozen soap bubbles. 


\ THE BOWSER MAN wishes 


its every reader a Merry Christ- 
nas and a New Year which sees 
jhe launching of your ship. | 


What man ever built a home 
m a contractor's estimate who 
Hlidn’t discover later that it was 
} guesstimate? 
| 
: When they eliminate the oh- 
Meo -H-H-H-h-b-h in radio 
ve’ ll be in the market for one. 


A man should be allowed ex- 
yimption on his income tax on 
fioney expended for Christmas 

mts. All in’ favor 


i Only a few more days, Mr. 
niiveather Man, in which to do 
our Christmas snowing. 


A man went into Cohen’s 
Book Store and asked: 

‘Have you a copy of ‘Who’s 
Who and What’s What,’ by 
Jerome K. Jerome?’’ 

Cohen replied: ‘‘No, sir, but 


. ve got ‘Who’s He and Vat’s He 


Got,’ by Bradstreet.’’ 


Its father’s name was Ferdinand, 
Its mother’s name, Eliza 

To square a dreadful argument, 
‘The kid’s name’s Fertilizer. 


_As Queen Elizabeth said to 
Sir Raleigh, “Keep your shirt 
on!” 


‘The neighbors have new twin 
babies. When their small son 
was dsked what he thought 
about them, he said, “Some 
collision!’’ Of course further 
questioning brought out the fact 
that he had learned from his 
teacher that a collision was 
“when two things come to- 
gether unexpectedly.”’ 


A newspaper dictionary: Ace 
of Spades—what the thing was 
black as; Aged Recluse—any 
man over 60 who lives by him- 
self; Firetrap—what the girls 
escaped from; Heiress—any 


daughter of the 400 when she 


becomes engaged; Pool of Blood 
—what the body was found in; 
Well Known Southern Family 
—what the bridegroom is a 
member of. 
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MEXICO CITY STATION 
MOST BEAUTIFUL IN WORLD*) 


This station is located just beyond 
Bosque de Chapultepec, one of the 
prettiest natural parks known, and at 
the foot of Chapultepec Heights—an 
exclusive residential colony. Lee ts 
owned by the Petroleum 
Company, Mexico City. 


Huasteca 


Built on the main thoroughfare that 
leads from the heart of Mexico City to 
the colony, and occupying two corner 
properties, this station has four street 


entrances. 


The station itself is constructed of 
hand-carved stone and adorned with 
panels of genuine Spanish tile. The 
roof is made of art glass panes sup- 
ported by five steel frames. Air and 
water towers protrude from the walls 
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in the form of eight solid brass lion} 
heads, the faces of which serve as con-| 


nections for free air or water. 


Naturally, Bowser & Company furs) 


nished the dispensing apparatus for this) 


unique station. It consists of twe 


1,000-gallon tanks, two electric powell 
pumps and eight visible attachment} 


complete with hose draining valves 
hose, etc. 
side the walls; thus the visible cylin: 
ders, with their wall brackets and orna-} 
mental trimmings, give the impressior 
of Spanish lanterns used in the medic | 
val days. One manager and eight at| 
tendants man the station. 


*They admit it, 


themselves. 


The discharge pipes are in| 


Ber 


fo 


The Bowser Man 


EAST IS EAST AND WEST IS 
/ WEST—Kipling Said—AND NEVER 
| 


| THE TWAIN SHALL MEET” 


| 


But here we see the lie given to that statement. Witness E. M. 
vercool, Western Manager, and IT. D. Kingsley, Eastern Man- 
yer, doing nothing else but. 
E. M., representing balmy breezes, orange blossoms and the 
nd of sunshine; TI. D., representing icy blasts, icicles and frozen 
}diators and the land of artificial heat. 

Both, however, represent big business to S. F. Bowser 
ompany and have been recent visitors at the Home Office on 
iportant matters pertaining to 1925 activities. 
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said, “Sales- 
manship is 
i} one-fenth (er 
| tifory and nine- |] 
| tenths man” |] 


Bowser 


Man 


By SPECIAL PERMISSION 


from NELSON DOUBLEDAY INc. 
THE BOWSER MAN prints 
BENJAMIN FRANKLIN’S 


RULES OF CONDUCT” 


1—-Temperance 


“Eat not to dullness; 
not to elevation. 


drink 


2—Silence 
“Speak not but what may 
benefit others or yourself; avoid 
trifling conversation. 


3—Order 
“Let all” your things -have 
their places; let each part of 
your business have its time. 


4—_Resolution 
“Resolve to perform what 
you ought; perform without 

fail what you resolve. 


5—Frugality 
“Make no expense but you 
do good to others or yourself; 
i.e., Waste nothing. 


6—Industry 
“Lose no time; be always 
employ’d in something useful; 
cut off all unnecessary actions. 


7—Sincerity 
‘Use no hurtful deceit; think 
innocently and justly; and, if 
you speak, speak accordingly. 


Faee Lew 6 


8—J ustice 

“Wrong none by doing in- 
juries, or omitting the benefit? 
that are your duty. | 
9—Moderation | 
“Avoid extremes; forbear re+ 
senting injuries so much as yot. 
think they deserve. | 
10—Cleanliness | 
“Tolerate no uncleanliness ir} 
body, clothes or habitation. | 
11—Tranquility 

“Be not disturbed at trifles} 

or at accidents common or un-} 
avoidable. | 


1 2—Chastity | 

‘Rarely use venery but foil 
health or offspring, never tcf 
dullness, weakness, or the in- 
jury of your own or another’? 
peace or reputation. 
13—Humility 
‘‘Imitate Jesus and Socrates. | 


*This month, the month of Janu 
ary, sees us off to a new start; the yeaj 
1925 looms ahead and what we mak’ 
out of it depends upon ourselves. Beffi 
cause resolutions are in order at the be 
ginning of a new year, and in a simpl} 
observance of Franklin’s Birthday, WwW 
are granted special permission to prin} 
an exceprt from his Autobiography. 


The Bowser Man 


ARLY in December, of 
1924, I sent out a letter 
to some of the men in 
: our organization whom 

i felt were in a position to make 

) rather accurate forecast of bus- 

ness possibilities in 1925——as 

jponcerned Bowser products, of 
ourse. 

imo. B. Bechtel, President; 

@e E. Porter, Sales Manager; 
W.. D. Kingsley, Eastern Man- 

ger; E. M. Savercool, Western 


eee Bromicy,.1:. 
ind F. Manager; H. Christie, 
Weanadian Manager; R. G. 
|hulze, European Managing 
Mirector and M. D. Richards, 
Australian Manager, received 
nvitation to write something 
jor THE BOWSER MAN on this 
pubject. 

mM With three exceptions — 
yjAr. Savercool, who has been 
aighty busy out on the Pacific 
j-oast, getting some _ special 
;quipment launched and, who, 
itherefore, found himself unable 
jo comply with my request and, 


NINETEEN HUNDRED 
: and TWENTY-FIVE 


A forecast for the NEW YEAR— 
what it will bring to BOWSER 6 
COMPANY and to those connected 
with the ORGANIZATION—by 


PER POR TER 

i eDekKINGSEES 
R. R. SAFFORD 
HARRY CHRISTIE 
M. D. RICHARDS 
C. H. BROMLEY 


also, Mr. Shulze, who has al- 
ready given me an article for the 
February issue, and Mr. Bech- 
tel, who also has promised to 
say something in an early issue, 
these men mentioned in the pre- 
ceding paragraph have given 
their impressions of the outlook 


for 1925, 


I feel sure that you men in 
the field will be interested in, 
and benefited by, these articles; 
you are, of course, familiar with 
conditions in your immediate 
territory and, with this addi- 
tional information, covering 
practically the whole world, 
you should be better fitted to 
talk to your prospects when 
they offer ‘“‘hard times’’ argu- 
ments as a reason for not 
buying. 
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Never has the BOWSER line 
offered better OPPORTUNI- 
TIES to Bowser salesmen who 
will work hard and meet the 
market conditions of today— 


Tee ES PORMEREY 
Sales Manager 


A BIGGER 


and BETTER BUSINESS 


A NYONE taking but a 
A! superficial glance at 
trade conditions for 

1925 readily sees a gen- 
eral increase in confidence among 
business men. This is especially 
true in the industrial field, but 
the farmer, too, is coming rap- 
idly into prosperity and will 
undoubtedly be in a far better 
buying position in 1925 than 
ino 2 4: 

Increased industrial activity 
means a large volume of indus- 
trial business available direct to 
Bowser. At the same time it 
helps the oil business which in- 
directly stimulates Bowser bus- 
_ 1ness, 


An increased industrial activ- 
ity guarantees general prosper- 
ity to the individual workman 
and= tothe. variousmanercantile 
‘businesses which supply him 
with the necessities and luxuries 


of life. 
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in 1925! 


General prosperity mean: 
more automobiles to burn uf 
more gas and oil and add to th 


more filling stations — mor ( 
Bowser tanks and pumps foi 
oils and gasoline. 


Taking advantage of thesif, 
fundamental business facts wil 
guarantee prosperity to Bowsei 
salesmen and to the Company} 


Never has the Bowser lini, 
offered better opportunities t¢ 
Bowser salesmen who will work}, 
hard and meet the market con} 
ditions of today. Every terri}, 


—if the potential Bowser bus} 
iness- in it is closed@ sit can bil, 
done! We have shining ex 
amples in all parts of the coun} 
try showing that salesmen wha}, 
have their territories properly} 


wirganized, through co-operative 
ork with the oil companies, 
tite handsomely rewarded by 
we large numbers of kerosene, 
ubricating and gasoline equip- 
uents placed in their territories. 
ther territories are equally 
rtile. 

| In every territory (metropol- 
‘jan cities excepted) at least 100 
l2rosene outfits can be placed in 
W-ocery stores (especially chain 
pores) by intelligent co-opera- 
on with oil companies. Many 
lich outfits can be sold direct to 
pnsumers at full list price. 

In every territory 200 lubri- 
Mting tanks can be _ placed 
wough the same methods— 
ls is, indeed, a conservative 
inount, but to make good the 
i) lesman has to get the oil man 


he Bbowsenm Man 
ul mieilet 
nate WHERES THAT 
Hoe! BOWSER MAN? Jy 


CRYING FOR BOWSER EQUIPMENT—TO STOP THE 
SHAMEFUL WASTE 


to take hold of the crank of a 
68, 69,.or 65 and admit, as he 
must, if a proper demonstration 
is made, that these outfits give 
superior dollar value to any- 
thing else on the market. 


In every territory there are 
paint oil rooms in stores and 
factories crying for Bowser 
equipment to stop the shameful 
waste of quantity and quality, 
which is always attendant upon 
barrel storage, and measure and 
funnel service. It takes high- 
grade salesmanship to convince 
the prospect, but he remains a 
life-long friend of Bowser after 
suchy an installations 4 a. tew 
such installations add greatly to 
the income of a Bowser sales- 
man. 

In every territory new filling 
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stations will call for Bowser 
gasoline service. 
Bowser gasoline pumps won't 
be sold by a comparison of 


DP Ti CES eed 
Dia tener Oso 5.8 
about as well 
on One pump as 
another, but on 
a- Borw sietraat 
stands up long- 
er because it is 
of higher qual- 
ity in materials 
and application. 


at eaekecase: 
thorough dem- 
onstration of all 
points to show 
the greater dol- 
lar value that is 
built into every 
Bowser pump 


But those 


as compared with all 


makes. 


In every district there are Dry 
Cleaners badly in need of Bow- 
ser Clarifilter Systems and Puri- 


“T see nothing but work---WORK it 


capital letters---needed for a big future.’ 


Says T. D. KINGSLEY 
Eastern Manager 


PAD ENCES 1h 


|WAS JUST A 
CHEAP PUMP, 1 KNEW 
1COULDNT STAND 
THE GAFF. | WISH A 
BOWSER SALESMAN 
WOULO COME ALONG 
AND REPLACE Met 


AGW PA Kass Or 
other 


fiers to enable them to do bette 
work and get the maximun 
profit from their business 
Those salesmen who have th 


study their line to know al 
points on each outfit and whi 
assiduously demonstrate tha. 
knowledge to every prospect o 
every kind in their territories. 


Read his article on the next page. 


Dry Cleanin: 
line have an ex! 
cellent founda) 
tion of achieve 
ment by t& 
Bowser System: 
now in use, o1 
which to get , 
better and big’ 
ger business it 
[O2>ethan tm 
good _ busines! 
we have receiver 


rere OS) aes 


I predict rea| 
prosperity tf, 
those Bowse| 
salesmen whiff, 
continually 


ya 


Sn — ca = eS 
alll — — a gle 


nes 


It is calle 


The Bowser Man. 


} T is probably needless to 
{ aly point out to Bowser 
{EG salesmen the opportun- 
ity before them _ for 
1925, particularly for the first 
half of the year. During my 
‘recent trips to different offices 
our managers and men talk of 
the big business ahead. 


| The market for oil storage 
‘equipment will be much greater 


it is estimated by authorities 
\that the figures will be in the 


' General business conditions 
are sound—all classes of indus- 
|try are speeding up with plans 
| for improvements and enlarge- 
jments to their plants, which 
} will enable them to meet heavy 
} production programs. 
a number of splendid contracts 
have been placed with us by 
manufacturers of national 
|prominence, and each day there 
iis a noticeable increase of in- 
‘quiries from this class of trade. 


Notwithstanding the unfa- 
| vorable conditions that have ex- 
isted in the petroleum industry 
'during the past year a large 
percentage of the oil companies, 
} both large and small, are clos- 


Recently © 


1S 


DOOMED in 1925! 


‘Pe Ds KINGSERY 
‘Eastern Manager 


ingvl924 “with subs tamtral 
profits and are looking ahead 
with confidence. Budgets for 
expansion in 1925 are being 
prepared and will soon be 
passed, and orders for equip- 
ment and material to carry out 
such programs will soon be 
placed. One large, independent 
oil company is now erecting 
tank stations in one section of 
the country to provide facilities 
for storage and distribution of 
twenty-five million more gal- 
lons of gasoline. Innumerable 
other companies are preparing 
to expand. 


In November, last year, the 
semi-annual meeting of the Na- 
tional Petroleum Marketers’ As- 
sociation was held tn Cleveland. 
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There were more than five hun- 
dred independent oil dealers in 
attendance. Our exhibit was 
busy every second. Contracts 
were closed for much larger 
amounts than ever before. 
However, the most pleasing to 
us was the praise given Bowser 
products and service. hey 
also complimented highly our 
visible line and Figure 68's and 
69’s. “This, by the way, to me, 
represents excellence in pump 
design and construction. 


In the East, state officials of 
the Bureaus of Standards have 
approved our C-7 without hes- 
itation and have also certified 
the;:G-7.7/o-and, Gal) 0 sin states 
where a ten-gallon container is 
permitted. 


It would be possible to con- 
tinue for pages with optimistic 
comment, all based upon true 
facts and conditions with which 
you are all familiar. With this 
promising outlook it would be 
easy to relax in our efforts, ex- 
pecting ‘‘easy pickings’’ and an 
abundance of prosperity—un- 
fortunately, this feeling does 
exist somewhat, and if it is 
not corrected will bring keen 
disappointment. Any individ- 
ual who sits by and waits for 
business in 1925 is doomed to 
failure. Our company is ex- 
pecting big things for the com- 
ing year—and rightfully so, as 
we are in a most favorable posi- 
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tion) to ss mia.sdieae previous] 
records. It is not going to be} 
an easy task to do this, for any- } 
thing worth while means hard} 
work. It will be necessary to} 
complete plans at once for a] 
thorough, systematic and ener- } 
getic campaign, and particular} 
thought should be given to the} 
question of securing a large | 
January and February business, } 
Some of the best records ever} 
made by Bowser salesmen have. 
been during these months, and] 
with the conditions at this time | 
more favorable than they have 
been for some time past, the op- 
portunity is before you to make} 
the early months of this year! 
excellent ones. [he weather] 
may be a little tough at times | 
but it cannot prevent any man) 
who 1 is out for business in earn- | 


the coming season is 
swing. 

Our line of equipment today is |e 
more complete than ever before. Weim 
are able to offer a selection to meet any) 
condition. In other words, we have} 
kept abreast of the times and our out-} 
fits fulfill the requirements of the trade; }} 
and the name BOWSER on a pump} 
inspires the public's confidence. The’ 
future of the Bowser Clarifilter and} 
Purifier is tremendous—the success thus |i 


and everything else is favorable, so If 
see nothing but work needed for a big | 
future. 


The 


Bowser Man 


year is 


R. R. SAFFORD 
Manager Dallas District 


UNDAMENTAL con- 
ditions in our territory 
are very good — good 
crops, good _ prices — 

‘itood production, good market 

|—good spirit, good progress— 

) 11 indicating a good business 

jor the New Year. ‘That is the 

}\undamental outlook existing, 

vhich will be reflected in the 

30wser outlook in direct pro- 
ortion to the ability of Bowser 
© put it there. 


Bowser business, and the 


Roger BABSON and Bob SAF- 
FORD agree that the outlook 
in the SOUTHWEST for this 


ENCOURAGING 


pump business in general, has 
problems, obstacles and oppor- 


tunities peculiar to its own in- 
dustry and so-called “good 


times’ in itself does not neces- 
sarily insure “good pump 
times’’—it is merely a good be- 
ginning—the rest is up to us. 


Mr. Babson and I agree that 
the general outlook in the 
Southwest for 1925 is encour- 
aging, and although my con- 
temporary has so far been silent 
on the Bowser outlook, I am 
sincere in an optimistic view- 
point. A sound, healthy condi- 
tion of the territory—the best 
and most complete line we have 
ever had to offer—plenty of 
money behind it, intelligent 
understanding and co-operation 
from headquarters, and brains, 
brawn and guts in the field, en- 
ables me to draw a safe conclu- 
sion, as well as a very encourag- 
ing one. 
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Gide k BROMLEY, manager of the 
L. & F. DIVISION, says 


“What are the business pros- 


pects of 1925?” asks the Bow- 
SER MAN. 


Good! say I, because— 


There’s unusual public con- 
fidence in our governmental ad- 
ministration. 


Crops everywhere but in the 
U.S. A. were poor. Ours were 
exceptional and prices favorable 
to the farmer. He will buy 
goods. 


Railroads are now spending 
part of their contemplated large 
capital outlay. [hey are pre- 
paring to move unusually large 
freight tonnage in 1925. 


The automotive indjustry 
doesn't expect to expand as fast 
hereafter as heretofore. [hough 
they see the fallacy of over- 
production they confidently 
look for as big a year in ’25 as 
in '24—'23 was the biggest 
year. You can tell by the ap- 
pearance of streets and shops in 
Detroit that the industry has its 
eye on the caution signal. 


The Dawes Plan has been 
adopted, the nations have ap- 
plied it. Our present balance 


of trade is stupendous. Europe 
cannot cut in on it materially in 
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Secretary Mellon says credit 
was never more sound the coun- 
try over. Exes business. 
has it avail- 
able. 

Manufac- 
{Use tSeaeas 
never before, 
have been 
Ss. thud syuine 
costs, meth- 
ods, € COM G2 
mies——= tive 
fundamentals 
—during the last few years. 
They'll make fewer “bulls.” | 
The consumer: will have fewer 
to pay for, and it'll all help 
make executives see that no mat-§ 
ter what their business, its con- 
duct must be in accord with the’ 
best use of the physical prin-| 
ciples upon which it is pred- 
icated. 


Bowser, as all others, cannot help) 
but be favored by such happy circum- 
stances as general business finds itself §) 
in. Bowser is in a better position to} 
use these circumstances than ever before! 
in its history. Bowser is alert. There's 
a firm confidence in ourselves, by our- 
selves and by those who know us well. | 
According to all financial and business) 
standards, our ratio of assets to liabili- | 
ties is high. Our credit is good. With] 
such conditions, who shall say the out- } 
look for all Divisions of Bowser 6] 
Company in 1925 is not the most 
favorable in our history? | 


T he 


Bowser Man 


HARRY CHRISTIE 


Manager S. F. Bowser Co., 
Ltd. 


TORONTO 


PE WE waSepara5. itl ton Of 
r optimism prevailing 
Za throughout Canada at 
‘ the advent of a New 
#Year. Careful study of reports 
irom most reliable sources 
would indicate that at the pres- 
ent time Canada stands upon 
‘he threshold of an era of splen- 
“iid prosperity. Personally, I 
weeel convinced that we are turn- 
‘ng the corner and that the fu- 
Vure lies bright before us. We 
“are not expecting any immedi- 
wate boom, but rather a steady 
improvement in business condi- 
“ions generally, which will be 
itable and permanent. 
Conditions have 


not been 


“Canada will not be found 
- wanting in 1925” 


That is HARRY CHRISTIE’S 
pledge and his organization is 


BACKING him to the limit. 


good in Canada for the last two 
or three years and the industries 
of the country generally have 
suffered from trade depression. 


‘The dark cloud that has been 
hanging over our agricultural 
community is lifting. Crops 
from coast to coast have been 
fairly good this fall and prices 
considerably higher than they 
have been for some years. A 
large portion of the western 
crops has yet to be sold at high 
prices and the money will come 
in just at the right time to create 
a revival in trade conditions. 
Prices of farm products have 
been very low considering the 
cost of production and there has 
been a long period of discour- 
agement for farmers. ‘his has 
affected our business particu- 
larly in the Prairie Province of 
Western Canada, where condi- 
tions have been especially bad. 
With the high prices at present 
prevailing there is real reason for 
optimism in the west this year 
and we have good hopes of get- 
ting a profitable business from 
that section of the Dominion. 


VE ANT EME CD OG) 


The Bowser Man 


Agriculture is the basic indus- 
try of Canada and as agriculture 
prospers so will the whole na- 
tion prosper. Mining develop- 
ments will bring much money 
into Canada during the next 
twelve months. Building pros- 
pects are brighter. Conditions 
are more settled in Europe and 
all these factors are tending to 
restore confidence and create a 
more cheerful and healthy at- 
mosphere in the industrial life 
of the country. 


In Canada we are always in- 
fluenced to a large extent by 
conditions in United States and 
Great 'Britain. We draw our 
capital from these great indus- 
trial countries and it is natural 
that conditions prevailing there 
should have a direct influence on 
us. This is particularly true of 
the (United. States, -ourn- next 
door neighbor, whose industrial 
life is so closely linked with our 
own. We are glad, indeed, to 
read the optimistic reports from 


the. States. Wall® Street 1s--a 
barometer of industrial condi- 
tions and it is evident that the 
Captains of Industry have faith 
in the success of the Coolidge 
administration. We hope that 
there is a long era of great pros- 
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perity ahead for your country 
which will be reflected in @ 
large measure in Canada. | 


“Great. britainuenas alway: 
been an unfailing source of cap: 


of British capital to a very largy 
extent and this has had its effeci}’ 
in crippling our industrial lifr 
and slowing up the developmen: 
of our natural resources. Al 
last, there seems to be a silver 
lining shining through the dark} 
clouds in Great Britain. [im 
country seems assured of gooc} 
stablie government, for som 
years to come and already ther} 
are unmistakable signs of im/ 
proved conditions. Prosperity 
in Great Britain is bound tc} 
have a favorable influence her 
and we hope that conditions| 
there will continue to improve} 


Summing up the whole situ: 
ation, I feel very hopeful of thd 
Bowser outlook in Canada foi 


assuring you that when thei 
records are closed for the yeai 


increase over 1924. Our Salesfi: 
Organization generally is irhi 
good shape, ready and anxious 
to start out bright and early ir 
the New Year full of renewec 
energy and determination foi 
success. Canada will not bé 
found wanting in 1925. 


Bowser 


Man 


| T he 


FTER quite the largest 
year that we have ever 
had in the history of 
‘ the Australian Branch, 
| look forward in -1925 with 


‘}eelings of confidence and en- 


| There is no doubt but that 
ifae material manufactured by 
|. F. Bowser & Company stands 
hapreme throughout the contin- 
ot of Australia and the Domin- 
fon of New Zealand. ‘This is 
ot to say but that we have very 
vere competition, but the dis- 
\ciminating buyer and prac- 
(}cally the whole of the class of 
\jaarage Proprietors and Garage 
Jsers, outside the hand to 
10uth man, realizes and appre- 
lliates the superiority of Bowser 
oods. 


On the other hand, compet- 
‘ors, in order to reduce prices 
nd undersell us, provide ma- 
prial that cannot in any way 
ompare in finish, workmanship 
ir intrinsic value with the pro- 
fhuct put on the market by our 
rm. 


Our salesmen are each and 
i)veryone satisfied that 1925 will 
\)roduce a large number of fill- 
ag stations. While in Amer- 
‘a every city has its numberless 


ENTHUSIASM in Australia 


M. D. RICHARDS 
Manager Australian Branch 


filling stations, in Australia the 
subject is entirely new and 
while we have one filling station 
finished in Sydney, and two fill- 
ing stations in Perth, and one, 
for which we have just received 
the order, in Brisbane, that is, 
with the necessary drive in and 
drive out facilities, 1925 prom- 
ises to result in a very large 
number of these filling stations 
being erected in Sydney, Bris- 
bane, Adelaide, Melbourne and 
Crt Ly 


There have been rumors of 
hard times and hard money, 
but the Commonwealth Gov- 
ernment is negotiating with the 

(Continued on Page 16) 
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CURRENT 


for remembering THE BOWSER MAN} 


Jesse Rhoads, Superintendent of the 
Albany Warehouse and Manager of the 
Albany Distric Service organization,. is 
walking around on air these days; all 
because shipments from Albany in 
1924 exceeded those of any previous 
year. We understand they totaled bet- 
ter than $800,000. Jesse has his mind 
made up a ship a million dollars in 
1925" and", the. Eastern = gang) “have 
pledged themselves to give him the 
orders to make such a record possi- 
ble % % %* Speaking of a million dol- 
lars reminds me of the Salesmen’s Con- 
vention » programy of 1906. 9127 D, 
Kingsley, Eastern Manager, sent me a 


copy: some ‘time ago; “in big, ~bold 
type, and at the top of one page, were 
the words) ese viiOn nL o.06 


Don’t forget that included the whole 
world-wide business #%" J. H. Moore 
and W. E. Grooms, of the St. Louis 
Office, attended the Illinois State Fire- 
men’s Convention, held in Murphys- 
boro alli Athem week ™ Of mdan. 12th: 
Bowser & Co. had a Figure 97 on dis- 
play and plenty of literature available 
for free’distribution. W. E.*Grooms 
says that the Convention was attended 
by the largest crowd in the history of 
the annual gathering—and very favor- 
able mention was made of our pumps 
sores S. K. Yarman, Ohio-Kentucky 
territory, registers in the January Club 
with an order calling for six Figure 
C-66’s, three Figure 710’s and seven 
Figure 157’s. Yeh, about $1,800 % + 
Paul Krider, Chicago Manager, writes 
in to call my attention to A. E. Dar- 
ling’s forders 10195 3b 1 2 Omand 121s 
These three orders call for sixteen out- 
fits and on order 1120 he secured 
hoCuw7O.s and) fon ol I Qhone-fourth 
CWO. @ The total’ $'s?——better) than 
2500 #4 R. W. Gripp has taken 
his model case and hied himself to the 
Atlanta Office. He was formerly con- 
nected with the Pittsburgh crowd “4% 
My! There’s a lot of news from the 
Albany Office this month. Good old 
Tom Kingsley certainly has my thanks 
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and the rest of you Managers ought tc. 
keep me Bone about your over-| 
modest men % %* %* Those mascots ir 
the Boston Ohi: haven't sent me any- 
thing for a long time. 


Eastern Division’s Lubricating Outfit 
Contest closed December 31st, 19249 
and their general sales letter of January 
7th announces the winners. J. G) 
Weiss copped the first prize of $50.00: 
F. S. Schuster took second and C. W! 
Maddox, third. Other prize winners 
were W. C. Savage, G. A. Smith (that 
guy is always winning something) | 
E. Knoblock, C. R. Eggleston, C. B. 
Merrill, J. S. Farrell and F. C. Colby 
et An interesting sidelight on the 
contest was the fact that every outfit 
Je: Weiss sold was equipped with: 
a meter % % % I think it’s only fair te 
tell you the beginning with the Feb- 
ruary issue of THE BOWSER MAN (if 
there is one) the Forty High Men 
Standing will be reinstated. 
many of the men in the 
written in, at one time or another} 
asking that this Famous List be printec 
again and what you men want in the 
printed line THE BOWSER MAWN tries 
to give you. Remember, now—you ve] 
got a few more weeks to get on thé 
first list—if you aren’t pretty sure you) 
are already safe enough. For the bene-| 
fit of any new men in the field who dc) 
not know what the Forty High is—} 
it’s the list of the forty men whos] 
volume of business is the greatest al) 
the time the dap is made up— 
once a month % %¢ Naturally, its 
some honor to i included on that 
list % % %* R. G. Shulze, our Europear| 
Managing Director, has been home or| 
a visit and business trip. This is Mr| 
Shulze’s first visit to the United States} 
in two years. Mr. Shulze’s wife ac+ 
companied him on the trip, 


. nH! 
new old acquaintances #%*%R. RJ 


Dooley, Manager of the Foreign Saleij, 


How about it} 
Miss Breen and accomplice? % % The} 


oe 


= 


a ee 


SS 


= << = 


Sioct 


i 
> Ss 


== 


taking)», 
advantage of the opportunity to re-j( 


( 


| Department, has recently returned home 
)from a business trip to Cuba, where 
whe established a new agency for Bow- 
iser goods % “* %* Until April Ist, men! 
i That’s the dead line for paint oil 
‘equipment at 20% discount. In about 
ja week or ten days the advertising de- 
}partment will be releasing a new paint 
oil folder which, we hope, will loosen 
up a lot of fine business for you. Keep 
Jat ‘em, however, until our artillery 
pmakes its appearance—and then go 
vafter ‘em, harder than ever % % % A. 
JE. Darling, Chicago; Edw. Knoblock, 
'New York; J. W. Welch, Milwaukee; 
IL. W. Cheney, New York: C. E. Phil- 
)brook, Boston, and J. C. Juthey, Bos- 
iton, have won a fine pair of driving 
igloves in the paint oil sales campaign. 
| There remain nine more pairs to be 
given away and you might as well have 
\them as any one else * % % L. E. Por- 
ter, Sales Manager, reports a very fine 
meeting of the Eastern Division Man- 
agers recently held in Albany. Those 
\who attended were E. W. Cline,, W. F. 
‘Eastman, G. S. Bacon, J. L. Rhoads, 
P. W. Sperry, F. L. Paulson, T. D. 
‘Kingsley, C. A. Wilson, J. J. Mack, 
‘H. E. Anderson, F. A. Keller, H. W. 
Luhmann, B. N. D. Milliron and L. 
E. Porter  % %* B. N. D. Milliron, by 
the way, has just recently been ap- 
pointed Manager of our Pittsburgh Dis- 
itrict. B—you know, I always want to 
write that B. V. D.—B.N. D. is well 
known to most of you. He is one of 
the “‘old. timers’? and has handled im- 
portant work in both the U. S. and 
Europe. As some one said about him, 
“he knows where business is and how 
ito get it’’—-and that is another way 
of saying he’s a salesman—in every 
sense of the word. Headquarters of the 
}Pittsburgh Office are in the Oliver 
Building, Room 502 % %% Two old 
l/timers, known to most everyone in the 
Hhorganization, are back with Bowser © 
Company after having been gone for 
Iisome time. A. W. Dorsch will be- 
come Manager of the Fort Wayne Dis- 


trict, East, and H. W. Brown, Man- 
ager of the Fort Wayne District, 
West % % “Welcome home, old timers 
“ee % Priends of Charlie Archer, 
Manager of the Printing Department, 
will be interested to know that he and 
Mrs. Archer have gone to Los Angeles 
for three months in hopes of improv- 
ing Mrs. Archer’s health  % % By this 
time most all of you have voted on 
whether or not THE BOWSER MAN is 
worth the time and money put on it. 
As this is being written answers are 
beginning to come in and, of those I 
have seen, there are very few but what 
haven't a dozen lines or so of com- 
ment on the back side of the letter. 
Next month THE BOWSER MAN hopes 
to give you a summary of this vote— 
providing, of course, there are enough 
men in favor of its continuance to 
warrant going ahead. I think you will 
be interested in knowing what you fel- 
low salesman thinks of THE BOWSER 
MAN—whether you voted Yes or No 
—and comparing his comments with 
yours—no names mentioned of course 
“Don Price, L. © F._ sales- 
man, at Detroit recently closed, with 
the able assistance of Ned Rennick, 
Filtration Engineer, an unusually large 
order with the Ford Motor Company. 
The equipment is oiling and filtering 
systems for a 14-inch bar mill and a 
32x42-inch Merchant mill. These 
systems represent the latest practice in 
steel mill bearing, pinion and reduc- 
tion gear lubrication and were origin- 
ated by Bowser engineers; they are now 
approved by all leaders in the steel 
mill. gear and oil industries % % “ E. 
L. Milliron, of the Pittsburgh District, 
has just closed two most excellent 
filtration orders with the Bethlehem 
Steel Company and the Carnegie Steel 
Company *% % % The L. @ F. Division 
Management wishes to comment upon 
the aggressiveness of Miss Mildred 
Bayer, of the St. Louis Office. Miss 
Bayer has been instrumental in turning 
(Continued on Next Page) 
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(Continued from Page 15) 
inquiries into orders on the strength 
of her knowledge of the line % % **It’s 
been a long, hard pull to convince 
everybody concerned, but it’s mighty 
gratifying now to say that we're at last 
knocking out compounded oils in re- 
duction gear lubricating; thereby elimi- 
nating trouble for buyer, operator, oil 
man and ourselves. Our new systems 
use a straight run oil only—a big for- 
ward step % % % H. E. Bergman, L. © 
F. salesman at Milwaukee, has had 
some splendid business of late. One 
example is a sale of a 100-gallon re- 
claimer to Cudahy Brothers. They'll 
sure find it a big paying investment, 
too % % % Bill Svec, Oklahoma Office, 
is making splendid progress in clarify- 
ing Diesel engine oil by a simple con- 
tinuous and batch filtration process. 
Go to it, Bill! %* + F. M. Kennedy, 
of the San Francisco District, closed the 
month of December with a $11,000 
business) Wow! J. C. Harding, 


W. F. MacAuley, D. Moore, J. Q. 
Tabor, W. J. Burgess and L. Spencer, 
all of San Francisco, average better than 
$4,000 each during that month % % % 
San Francisco placed 1,326 lubricating 
outfits in 1924—-R. B. McFadden 
leading the list of salesmen in this re- 
spect with 130 % % # G. W. Allen, up 
in the northern woods, shakes a fast 
ankle. We received an inquiry from 
a man in Park Falls, Wisconsin, on 
December 2nd. We wired Allen on 
December 4th (I don’t know why the 
delay. “of two .days)-== “He ‘saw “the 
prospect on the 7th and closed an 
order on December 10th for four Fig- 
ure 97’s, four two-barrel Figure 64’s, 
with accessories, and one Figure 65 


2, 


“ % “* And that’s that. 
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IN AUSTRALIA 


(Continued from Page 13) 


Commonwealth Bank of Issue - 
and has recently appointed a 
Board of Directors to adminis- | 
ter the bank and this new board | 
has immediately arranged for | 
an issue of $75,000,000 (15,-} 
000,000 Ibs.) for the moving | 
of wheat and wool. This has | 
eased matters up materially and 
money is flowing quite freely. 
The Dominion of New Zea- | 
land has gone through very | 
difficult times in the last four 
years, but during 1924 sham 
picked up very materially and_ 
1925 promises a most decided |} 
improvement. 
The season in Australia and 
New Zealand has been one that |) 
has rarely been equalled. Just | 


a sufficient amount of rain has }) 


fallen in the wheat districts and 
wool clip has been remarkable | 
for its size. This all means 
more plentiful money and more | 
business and more real money | 
for the country garages, so that } 
from every point of view we }; 
hope to see the Australian office 
produce $750,000 (150,000 } 


Ibs.) worth of business in } 


19254 


= Gnmtoma Prospect fora 


) same experience. 
hingham District Manager of the 
}Lubrication and Filtration Di- 
Wvision and he went through 
|four years and four months of 
ithe uphillest, 
)fight for an order that Division 
jhas ever known. 


thing.” 
}while a filtration system is a 
livery good thing, 
\believe it necessary to spend the 
money.” 
jinterested in the filtration of our 
(turbine oil.”’ 
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“Hard pounding, gentlemen; but we'll 


see who can pound the longest.” 
—Wellington, at Waterloo.. 


N the December issue of 
THE BOWSER MAN, 
eee yons told,-at my: 
request, how he had 


number of years and finally sold 
them a nice order. 


James D. Scruggs has the 
He’s the Birm- 


heart-breakingest 


To begin with, his prospect 


pneeded a $500.00 order of L. & 
\F. goods, but they kept writing 
hScruggs in this vein. 
}think you'll have much success 
|right now.” 


“Dont 
“Just at present 
we are buying very little of any- 
elibey. advise me, 
they do not 


“We would not be 


‘Those discouraging remarks, 


peach made in a separate letter, 


coupled with the fact that a 


man who could have put in a 


good word refused to so; forty 
sales letters, follow-ups, per- 
sonal calls, and four years, and 
better, elapsed time—well, nine 
out of ten salesmen, considering 
the amount of the order and 
his commission, would have 
thumbed their noses. 


Butenotd = eocruccs meine 
kept hammering at this prospect 
continually; something in his 
makeup whispered, “Hold on!”’ 
And, after nearly five years, the 
great thing happened. 


The General Manager took 
Scruggs into his office and said, 
“Well, Scruggs, here is where 
you have met defeat for more 
than four years, and after the 
greatest exhibition of tenacity 
perseverance I have had occasion 
to know, the reward is yours. 
Luck to you! Make shipment 
just cas early sing LO7oease you 
want and we will put it to 
work.” 


I regret that our files do not 
contain a photo of this sales- 
man; I'd like to reproduce his 
picture so that you could see for 
yourself just what such dogged 
persistence looks like on a hu- 
man face. 
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The Bowser Man 


We have another BENJAMIN with us | 
this month—his last name’s SHANK} 


As a comparatively new 
man, under the WASH- 
INGTON OFFICE, Mr. 
Shank certainly puts a 
crimp in any talk con- 
trary to the statement 
that the business can be 
had if you go get it! 


| ‘M sorry we haven't Mr. 
He Shank’s photograph in 

3 the files. How about 
cxe3 it, Cline? Maybe you'd 
better see that we get out for 
future use. Frankly, I’m just 
as curious to see a picture of this 
salesman as; any of you. are. 
I'd like to look at the size of a 
man’s chin—and the shape of 
it, too—who, as a new man, 
can go out and knock down an 
order calling for a total of 181 
outfits. 


Halestormecalledsame into snis 
office the other day and started 
reading the stuff off to me— 
and believe me, Hal and the 
rest of ‘em around here were 
mighty pleased with Mr. 
Shank’s work. ‘They predict a 
brilliant future for him if he 
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goes all the way through 19254 
as he’s started out. 


One of the orders calls for [ 


C-77’s —immediate shipment }, 
and 20% cash accompanied the } 
order. | 


With this Mr. Shank in- 
closed two blanket orders. One} 
called for 50 Figure C-11’s and | 
the other 100 Figure 69's. The} 
Eldorado Oil Company, of@ 
Lewes, Delaware, are the lucky) 
customers. 


I’m sure that Mr. Shank has | 
some kind of a story to tell the}, 
readers of the BOWSER MAN hy 
and I’m writing him, making } 
such a request. Look for it in| 
an early issue. 


h 
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‘And speaking of ADVERTISING 


iT HE theory of our pub- 
| lication advertising, as 
gra I see it, is that we are 


BB doing it to maintain 
1 nd increase Bowser prestige 
ynd good will. 

MB? is’ like this: 


Che publication ad- 
Jertising is the ar- 
illery barrage laid 
own to prepare. 
Ihe way for attack Sitar 
by the sharp-shoot- 
drs, who concentrate 
Mm individuals 
j—and our direct 
jaail, each piece aimed at some 
me prospective buyer, may 
Very fairly be called our sharp- 
hooting. In turn, this sharp- 
hooting opens the way for the 
nal advance, with man-to-man 
ighting—yjust as Bowser sales- 
wiaen go over the top and engage 
wjhe prospect man-to-man. 


words. 


hr ofl 


—_ — 


i Our publication advertising 
jor 1925 is; to my mind, better 
lanned and more intensively 
oncentrated than anya year. | 
jan recall. So too will be our 
Wlirect mail—each piece concen- 
Wirating all its efforts in convinc- 
Wjag the prospect that Bowser is 
@pest. With all this ammunition 
tiheing shot so forcefully into the 
anks of our prospective buy- 


The adverising 
program, for 
1925-26 has now 
been set and you 
will be interested 
to know its scope, 


forth in 
Mr. Bechtel’s own 


ers, it will surprise me mightily 
if our salesmen don't find their 
prospects less slow to sign up. 
I feel a sense of utmost encour- 
agement, after reviewing our 
advertising plans 
for 1925—for I see 
more vital advertis- 
ing, more intense 
concentration on 
real prospects and 
a much better fol- 
low-up than ever 
before in our his- 
tory. 


These seem like 
big promises, but I seriously in- 
vite you to take them at par, 
and then at the year’s end, to 
check accomplishment against 
promise. 


Andeae le alsogsnavem thiswan 
mind: whenever you hear a 
Bowser story that you think 
would look well in print, send 
it to Mr. Heaton. Fancy writ- 
ing isn’t necessary. Just send 
us the story—and pictures, and 
well finish the job for you. 
More than that, Mr. Heaton 
says he'll print the name of the 
salesman who supplies the facts 
in every advertisement built 
around data you supply. Who's 
first? 
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KNOW 
5 ANE | 
LINE! 


NE of the main reasons 

of the meager success I 
enya} have enjoyed in selling 
oy the: G-7'7 is,"leam “sure; 
the pleasure that I derive from 
seeing this equipment installed 
in the territory. 

The territory in which I 
work down here in North Caro- 
lina is absolutely sold on the 
idea of visible equipment — 
both the garage and filling sta- 
tion operators and the public 
generally. ‘Therefore, I do not 
consider it good judgment in 
most cases to stress other than 
the visible line. 

The Oil Companies have 
shown a determination to pur- 
chase mostly the cheapest equip- 
ment obtainable. “Though the 
most of this equipment has been 
on the market for only a few 
years, I believe the Oil Com- 
panies are already finding this to 
be false economy, and are begin- 
ning to show a desire to pur- 
chase a better product. 

Insthe:@-7 /ais toundeallatnat 
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W. C. SAVAGE 
Washington District 


I see one could wish for in @ 
hand-operated visible pump. I} 
is sturdy, attractive, gracefully} 
designed and accurate. Last but 
not least, it has the sliding dis- 
charge tube which provides 
mechanical measurement. J] 
consider this the biggest asset of} 
this pump. I find in every in-| 
stance that this appeals very} 
forcibly to the prospective pur-}; 
chaser. I am convinced thath 


closing some orders. In all olf 
my sales efforts I lay great stres: 
on the sliding discharge tube. 


tory. All of the four Major 
Companies are well established 
and have paid agents in everyj 
town of any consequence. “This 
condition, of course, necessitates 
our resorting to the individua) 


The Bowser 


Man 


or the volume of our business. 
“rankly, I have not found any 
‘reat amount of sales resistance 
bo be overcome with the C-77, 
yspecially with. the individual 
ourchaser. 


When I am interviewing a 
»rospect and he questions any 
veature of this pump, [ am sure 
»o arrange for him to interview 
‘ome one who has purchased 
nd is using this style of equip- 
aent. I find this very effective, 
Ss any customer to whom I have 
hold these pumps (I do not 
now of an exception) is 
ilways glad to speak a word of 
itaise for them and for the 
‘House of Bowser.”’ 


Right here I want to say you 
jan't beat the co-operation we 
2ceive from the office at Fort 
Vayne and the district office at 
Vashington. It has always 
een my desire to keep on the 
est of terms with my compet- 
jors, and I believe I have ac- 
omplished this. I have been 
}iccessful on several occasions in 
rriting up prospects who had 
een referred to me by a com- 
etitive salesman after he had 
led. 


It is not my purpose to con- 
2y the idea that this is the re- 
ult of any high pressure meth- 
wilds of salesmanship. ‘The big 
th Ivantage is to know your 
ijjuipment, its features and ad- 
antages thoroughly. Sell your 


prospect on the idea of these, 
and the big job 1s over. 


Ofecourse, therevis) 0 thier 
equipment with the so-called 
mechanical measurement fea- 
tures, but I'm thankful I don't 
have to make my living selling 
the stuff. “The idea in the meas- 
uring features are all wrong. It 
is a backward working devise. 
It has a tendency to, and will 
actually limit the sale of gaso- 
line, whereas the Bowser C-77 
works forward and will ma- 
tetiallvaiincrease (salesa Our 
method serves the customer first. 
The other serves the tank first. 


“Gentlemen, would you be in- 
terested in United States Govern- 
ment Bonds at 80c on the dollar?’ 
asked the salesman. 

“Eighty cents on the dollar? I 
should say so! Where can we—’’ 

“Well, that’s what I’m offering 
you today. Bowser paint-oil equip- 
ment—which is just as good, pays 
as big a dividend, and is as con- 


stant in its par value, as a Govern- 


ment Bond. Bowser equipment 
for your paint-oil department at 
20% discount—80c on the dollar."’ 


That’s the way one of our suc- 
cessful paint-oil salesmen introduces 
himself and our sales on paint-oil 
equipment. It curiosity 
and gains favorable attention—and 
that’s half of any sale. 


arouses 
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READ this for 
WHAT IT’S WORTH 


LE TEER = “canvass - or 
twenty-five major oil 
companies—a letter di- 
rectedss.Ot7 CO Use, tO 
their executives—indicates some 
things for 1925 which may be 
of interest to some BOWSER 
MAN readers. 


Four questions were asked: 


Q. 1. For 1925, will your pol- 
icy be to establish more retail 
outlets for gasoline and lub- 
bricating oil, or, will your 
policy be to restrict the num- 
ber? 


Apo aleaOuteol tenerepies nine 
companies will seek more re- 
tail outlets; one will stand 
still. 


Onan nolo 7 ois it Vourecesire 
to buy such pumps and lube 
outfits, as you do buy, more 
on a quality basis and less on 
a mere price basis? 


A. 2. Ten companies report 
thatetheyaewilla birysoneea 
quality basis; four of those 
reporting stated that price- 
governed purchases have been 
unsatisfactory. 
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Q. 3. In 1925; dotyou expam 
that the replacements of 
pumps already in your filling 
stations and garages will re- 
quire a larger number of re- 
placements than ever before: 


A. 3. Two companies report 
an expectation of more re. 


placements. yy 


Q. 4. Would you say, as am 
estimate’ and individually 
that the pump and lube out 
fit market will be larger if] 
1925 than) 103924) ee 


will it be smaller? } 


A. 4. Six companies say thai 
they will buy more lube out} 
fits in 1925 than in 1924@ 


four say less. 


‘There are hundreds and hun}, 
dreds of oil companies; th 
smaller ones will endeavor td, 
follow the lead of the largeft 
ones—and the larger ones ar} 
going to expand—and buy! 


Thre 


Bowser 


Man 


E. C. MARSH 
Assistant Manager 
San Francisco District 


HE records are closed and like 
regular fellows we shall now 
| proceed to present our alibis 

GCA for having failed to make our 
| Quota. They date back to 

ihomewhere about the middle of Sep- 

ember and go something like this: 


Everything was sailing lovely. The 
organization was even with its Quota 
lind the ‘‘Goose Hung High.’ All of 
| sudden the Wall Street Magnates 
“gypped” the Northwest farmers on 
he price of wheat ’n everything. Then 
-oolidge and the rest of the Repub- 
licans had to have a Convention and 
W2lection. ‘That naturally upset things 
Jonsiderably. . Men’s minds were un- 
}ble to function properly and of course 
‘he Ku Klux Klan scrap in New York 
Bee a lot to do with things on the 


With the price of wheat alibi all 
lhot and the election alibi killed, we 
hhaturally had to cast around for some 
sther reason why we couldn't get our 
}Quota for the year, and we found that 
Nhe sheep in Utah quit growing so 
nuch wool and the cattle in Montana 
ust couldn’t behave, and copper, which 


rox Sonn 


‘naturally controls everything, 


in NEW YORK 


had a lot to do with things on 
the Pacific Coast, too.”’ 


wasn't 
worth digging. 

Then, by that time, it was beginning 
to get’ cool- and Jack Frost took” a 
crack at the orange groves in the South 
and spoiled all the fruit. It has been 
a long time since we had any rain in 
the West and there wasn’t any snow 
on the mountains. We have been 
hoping all Summer that we might have 
a normal year, but here along about in 
November it starts in and floods every- 
thing. We got more rain in some sec- 
tions than we knew what to do with, 
and that gave us the alibi that crops 
would be ruined. 

To add to our misery some more 
Oil Companies entered the field and we 
had gasoline wars in some localities so 
that the trade was naturally skeptical 
and didn’t feel like spending its money. 

Taken all in all you will have to 
admit, Mr. President, that we have had 
a pretty tough year since the first of 
October, and we sincerely hope you 
will accept this alibi for the reason why 
we on the Pacific Coast, some twenty- 
five or thirty strong, have, as a whole, 
not put over the Quota program 
which we set for ourselves last Spring 
and which we just naturally fell down 
and went to sleeo on when Fall came 
around. 

You will appreciate, of course, that 
our failure to make the Quota was no 
fault of ours; it was simply these un- 
usual conditions with which we were 
confronted ,which any one would con- 
cede would make it rather awkward 
for us to finish the year with 100% 
of our Quota. 
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A-LINE’ AT A “EIME 


My contemporary, Spizzer Inktum, slings a mean pen. 


The January sales you are interested in, and those your wife 
are interested in are mighty different—what? 


Harry Snodgrass, whom radio and prison made famous, came | 
out of his year’s confinement with around $3,000 in cash and |} 
enough merchandise to open a 5 and 10c store. It’s getting so 
that it doesn’t pay a man to go to jail any more. | 


Most men—and all women—develop serious heart trouble | 
when about eighteen years old. 


Everything comes out all right—in fairy tales and movies. 
It might be a decent thing for Henry Ford to erect a statue to 
Frank Leavitt—the man who invented the first machine for ji 


making tin cans. 


; 
We all know the rules for getting ahead; but why ‘don’t we. 
observe them? 


‘The latest definition of a flapper is ‘‘an auto accessory.’ 


‘They say the Cross Word Puzzle Company has hired the man i 
who named the Pullman cars. 


Woman suffrage has enabled the women to obtain a seat in our | 
government affairs, but it hasn’t helped ‘em any in the street cars. | 
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IE jos aon bicierer I bin 


WHEN A CROSSWORD PUZZLE 
IS A SMOKE! 


The illustration above is Carl Hobrock’s idea of a crossword puzzle—Car] 
manager of the Milwaukee District and has solved some tough problems up 
ere that shame a mere crossword affair. 


Carl says “‘I’ll admit it’s pretty punk, but no so bad for a beginner.’’ What 
2 want to know is this: Can any of you men take what Carl has started and 
ake a real, genuine crossword puzzle out of it, or can you devise one of your 
yn, using Bowser terms? 


A box of good cigars will be awarded to the best puzzle submitted in time for 
e March issue of THE BOWSER MAN. ‘That gives you until about February 
th to get yours in. 


Make your squares and number them as they should be—accordingly as you've 
ured it out. Send a sheet with the horizontal figures and the vertical figures, 
swing what they represent, give the correct words so that the solution may be 
ted in the pril issue. A box of cigars will also be given to the first correct 
swer received following the printing of the puzzle. 


It’s good fun, fellows, when you've a little spare time hanging on your hands; 
3 also a brain jogger 


and it might result in a box of good smokes. Let’s go! 
ho'll be the first to send a puzzle in? 
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Man 


B. N. D. Milliron, 
who was recently 
appointed Man- 
ager of the Pitts- 
burgh District. 


Gus Dorsch, the 
old timer who 
“returned home” 
to manage. the 
Ba Sterns Hort 
Wayne District. 


Jesse Rhoads, Al- 
bany Warehouse 
Spi WihOs nas 
his eyes set on a 
million in ship- 
ments in 1925. 


The Golden State Limited which members of the Printing Department presented 
to Chas. Archer on the eve of his departure 
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Ga samt cebnern 
who has gone to 
California ~onia 
three months’ trip. 
Charlie runs our 
Printing Plant. 


another old timer, 
who has recently 
assumed the man-) 
agement of the 
Western Fort! 
Wayne District. 


Rat Gis bal ze. 
European Manag- 
ing Director, who 
recently spent sev- | 


eral weeks at the 
Home Office. 


The Bowser Man 


ALL ABOARD 


| Miss Inez Aspy, who has charge of the mimeographing work 
in the Printing Department, composed the following poem which 
iwas presented to Mr. Archer upon the eve of his departure for 
California. 


We're goin’ down ter de Golden State, 
Trunks am packed and we can hardly wait 
Til’ dat ere’ train comes and takes us away 
We're goin’ down thar, three months ter stay. 


Clean on ter a month we've been hustlin’ so, 
And we're gettin’ things nigh ready, ter go. 
All the new things you just orter see, 

Seems like an orful lot, ter me. 


But ma says things has just got ter be so, 

When ter the Golden State we're bound ter go. 
So we've filled dem trunks clean plum tight, 
And they'll soon be goin’ mit all their might. 


After all my worryin’ and fussin’ round, 
When I get down thar, to that ole’ town, 
I'll bet there'll be somethin’ left behind, 
Somethin’ ma won't be able ter find. 


When we get ter goin’ mit all dat stuff, 
And that ere’ ole’ train begins ter puff, 
I’ll drop down some whar and jest rest 
And let her puff and carry us west. 


One thing I’ve been thinkin’ of all der while 
And when I keep thinkin’, I have ter smile. 
A big can of Prince Albert and a good ole’ pipe 
I can keep smoke rollin’ from mornin’ till night. 


As I puff and puff and der smoke rolls away, 

I’ll be thinkin’ of der fellows every day, 
Whose keepin’ things goin’ as I’m flyin’ round, 
And I’m smokin’ in yonder Golden State town. 
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Ne . Champion, 
in a qouns — aed He § 


tonrld , 

"Your hath TER a Coun h 
place off The Counat , Sere 
a sprolate 

"Thats exactly urhue ct 
pie nOd he ‘ T oncoaod The 
shot, Magen Ohta oe 
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WHO GETS THE ORDER? 


TAe Filling Station abbendant 


(Sressed vpJ 


T yet the order! 
Ua my line (it’s the truth) 


Jim as good as Babe Ruth — 


J get the order?! 


The Trave hag Silesman 


I get the order! 

With time table and mileage, 
Zip, ‘*bull’> and smileage, . 
J get the order!! 


The Muertsug Agent 


1 get the order! 

With my copy and plan— 
Why say, Mr. Man, 

I get the order !! 


mith thanks te 
fomvone on 
PIM & foag formes 
aga. 


LAG ee) VASO 


She Furchasing Agent 


I get the order! 

It’s the stuff that I buy 
That makes profits high. 
I get the order!! 


The Sales Manager 


I get the order! 


With my wonderful ‘‘rep,”” 


My direction and pep, 
1 get the order!! 


The Mansfaduce - 


I get the order! 

I make things so well 
They can’t help but sell. 
I get the order!! 


@ 


The Oi! CompanyMan 


I get the order! 

1 say it’s ‘*dough™ 

‘That makes business grow. 
I get the order!! 


Phe AdverFising mgE 


I get the order! 

My direct stuff’s the berries ; 
]t brings home the cherries. 
I get the order!! 


AK Joge ther / 


He yet the order! 

When together we pull 
We're as strong as a bull, 
Hc get the order!! 


The Bowser Man 


Y an overwhelming ma- 
jority, THE BOWSER 
MAN lives—at least, it 

/ is given a new lease 


| response to General Let- 
cer No. 8 asking you frankly 
your opinion of THE BOWSER 
MAN has been almost unani- 
mous—that is, nearly every 
‘subscriber’ has voted one way 
Jor the other. The comments 
which were made freely and 


| Over 90% of the votes cast 
‘egistered in a positive and un- 
nistakable way an approval of 
THE BOWSER MAN and a plea 
er its continuation. Of the 
legative votes, which were less 
than 10% of the whole, over 
valf were so qualified directly 
ind indirectly as to render them 
less emphatic—they were not 
Nhat might be called downright 
lat ‘‘no’’ votes. 


One of the stumbling blocks 
n some of the ‘no’ votes was 
he cost of “THE BOWSER MAN. 
n General Letter No. 8 I said 
rou could assume that each issue 
ost 25c. Not every issue does 
ost 25c. It depends upon the 
1umber of cuts used and upon a 
umber of other things which 
mary from month to month. 
[he cost per book, it must be 
yorne in mind, is determined by 


URIBE AYES SHANE Tish 


the total number of books 1s- 
sued on each edition. [Each 1s- 
sue is not large and therefore 
each book bears a relatively high 
percentage of the total cost. If, 
for example, the number of each 
issue were doubled, the cost per 
book would drop to say 15 or 
Scan i hereforemit,, 1s) nots-be- 
cause the book is expensively 
edited that the cost is high but 
rather because the total cost is 
divided among a comparatively 
small number of books. 


My conclusion in a nut-shell 
is that; if less: than 10% of the 
people who receive THE BOw- 
SER MAN do not get 25c of 
value from it, it costs the Com- 
pany not exceeding 10 or 12 
dollars for waste circulation. 
The amount is not large and if 
I may judge by the enthusiasm 
and the definite statements of 
the 90% voting “‘yes,’”’ the aver- 
age value to them is so far in 
excess of 25c that the dollars 
and cents balance in favor of the 
magazine is many, many times 
the actual vote majority. 

Let me say, by the way, that 
if I could buy advertising space 
in trade magazines with the 
positive assurance that the so- 
called waste circulation was as 
low as 10%, I would be willing 
to guarantee that magazine a 
life contract. It would be a 
whale of a buy. 


Pig new) figee 
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The readers of a magazine 
never learn much about the 
Editor through the pages of the 
magazine itself. However, in- 
asmuch as I have gone into the 
subject as far as I have, I want 
to take this opportunity of tell- 
ing you something about the 
Editor so that you 
may know him 
better. 

net Dresher st 
place, editing THE 
BOWSER MAN 1s 
only one of the 


TODS my (Olea DIGL 
“Ken’’ Seibert is 
responsible. Nor 


is it by any means 
the principal job. 
Professionally, he 
is listed in the ad- 
vertising world as 
aM 1AY se OUt wai 


“Ken” 


says it isn’t ethical 
to run the editor's picture 
in his own magazine, but 
we all like to know how 


Company's art work, is respon- 
sible for the engravings and the} 
hundreds of photographs which) 
are a valuable part of the Com-} 
pany’s sales literature. 

Also, he edits ‘(THE BOWSER 
MAN. | 

“Ken” Seibert has been in}, 
Bowser _ publica- 
tion work going 
on eight years. He) 
is not exact l@ 
what you would}, 
call a novice there-}, 
fore. He used to 
edit the old Bow-: 
ser Booster, which} 
was the internal: 
house organ for. 


eral years ago, he 


i “the other fellow’ looks. : 0 
CORY. - man —— an Therefore, under “‘special edited s tinea oct dj, 
idea Te arn went, dispensation,” his likeness Bowser Boomer, }y 


you have liked the 
direct mail litera- 
ture which Bow- 
ser has issued in recent years 
— give the credit to “Ken” 
Seibert. If you or your custom- 
ers have ordered matches, cuts, 
special advertising features, ad- 
vertising ideas for advertising 
campaigns—it is Seibert who is 
on the working end of your 
order at the Home Office. He 
issues your bulletins and attends 
to the details of printing price 
sheets, specifications, direction 
sheets, etc. He directs all of the 
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is being shown. 


the salesman’s|. 
magazine, but} 
when the BOWSER}, 
MAN was started it was deemed]. 
advisable not to ‘ask him to}! 
take on the work in addition}' 
to his many other duties and 
a special full-time editor was 
employed. With the econ-| 
omies and retrenchments of} 
1924, the full-time editor was) 
dispensed with and ‘‘Ken”’ took’ 
on THE BOWSER MAN cheer-| 
fully on top of everything else’ 


which he had to do. 


Riel ert 


The Bowser Man 


work, he likes the direct sales 
‘ontact with Bowser’s field men 
‘ind he has been told by out- 
that he handles house 
organ work successfully. 

It may be of interest to you 
tco learn that we are frequently 


fave run in THE BOWSER 
IIAN. We are frequently called 


pon for statements and further 
information on subjects which 


‘laave been discussed in your 
This situation exists 


bere is no outside circulation of 
")THE BowsER MAN but copies 


terested people not connected 
jwith this Company. 

| The editor of Filling Station 
{Jpas asked me if there was not 
Isome way whereby he could get 
(THE BOWSER MAN regularly. 
tie regards it, he says, as one 
lof the best edited house organs 
in the country. But we have 
joreferred to eliminate all ‘‘out- 
Iside subscribers’ so that we can 


feel that what we write is being 


~ WHAT SOME 


“‘Personally, I get a lot of good tips 
and pointers as well as news out of 
THE BOWSER MAN. Rather than do 
without it, I would gladly pay the two 
ibits.’ 


s 
41 


lion to reprint articles which . 


directed to our own sales force 
without the sometimes disturb- 
ing knowledge that outsiders are 
viewing and analyzing critically 
our work. 

So much for ‘Ken’ Seibert: 
He is a strong arm in the Adver- 
tising Department; you would 
all like him if you knew him; 
and bear in mind that while he 
is working on your BOWSER 
MAN, there are perhaps a dozen 
or two other things that are 
crowding him for attention at 
the same time. 

For the time being, and until 
there is a much different senti- 
ment than now prevails, we will 
continue THE BOWSER MAN 
for the good which we know it 
does. - We hope that those who 
have been negatively inclined 
will find a little something in its 
pages which they can use to ad- 
vantage, which may help bind 
them closer to their fellow- 
salesmen and fellow-workers 
and which may add its mite to- 
ward making 1925 a big Bow- 
ser year. 


R. L. HEATON, Adv. Mgr. 
OESYLOUESALE 


_ It will be of interest to many of you to read excerpts from the 
comments which were offered by salesmen in answer to our ques- 
tion regarding the continuation of THE BOWSER MAN. 


Some of the ‘“‘Aye’’ Comments: 


““‘No one knows it all and the ideas 
of the other fellow are worth listen- 
ing to.” 

“T always read THE BOWSER MAN 
from cover to cover.” 
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“Tl read THE BOWSER MAN from a 
salesman’s viewpoint and get a lot of 
good out of it.” 


“T read THE BOWSER MAN from 
cover to cover mainly for selfish pur- 
poses, because I am always trying to 
see some better way to reach some 
fellow in my territory who may have 
a duplicate in some other fellow who 
has made a Bowser purchase. I have 
never found it feasible to follow ex- 
actly from the publication, but I have 
gotten yeast from it that would brew 
a thought in my own noodle that 
worked.” 


“T think THE BOWSER MAN is a 
fine monthly publication for there is 
a lot to learn out of it.”’ 

“T read every page of it, I like the 
comical part and the stuff pertaining 
to business.” 

“The fellow who cannot find time 
to read it must certainly be a busy 


guy. 

“Show me the Bowser salesman who 
cannot find time to read THE BOWSER 
MAN and you will show me a man 
who must be making plenty of money 
for himself and his company, and in 
that case the Company can afford to 
spend $3.00 per year and let the man 
look at the pictures.”’ 

“i taeisanwactial mtact) thaty al, ook 
forward to the arrival of the monthly 
BOWSER MAN with something more 
than a pleasant anticipation.” 

Yes; no *changes; niet it. comesas. 10 
is. 

“T get lots of useful information 
from it and have | on hand every one 
you have sent me.” 

“Yes, but give us cera ins instruc- 
tive, keep away from hot air.”’ 

“By all, means, don't’ stop) [HE 
BOWSER MAN.” 

“To be frank, part of THE BOWSER 
MAN at times bores me but I always 
find something in it worth my time 
and as a usual thing it stays on my 
desk a week or so and is pretty well 
read.” 

“T realize that you are using this 
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the whole organization with what is 
going on in various sections of the 
country. But it is a hard matter to} 
make the fellows appreciate this and) 
contribute to the upkeep of the maga-. 
zine in pictures, stories, etc.” 


“‘T am a new man and I have learned 
much about Bowser, the sales force 
and the product and policies through) 
the line of articles in THE BOWSER} 
MAN.” 


“The advertising I got from a recent) 
issue that had my picture in it was) 
worth all Bowser & Company has spent) 
on publishing the magazine in the last’ 
thirty-eight years.”’ 

““Tll bet ten to one that the sales-| 
man who can’t find time to read THE) 
BOWSER MAN reads the newspaper. 
every day or printed matter of greater’ 
volume but of less value than our pula 
lication.’ 


“Our BOWSER MAN compares very) 
favorably with house organs gotten up) 
by other companies for the same pur-! 
Dose Keep it going.’ 


all like to have it with me on the| 
roads. 


“I trust that you will find the con-| 
sensus of opinion favorable towards 
THE BOWSER MAN. It’s an essential) 
factor in our organization.” | 

“‘T enjoy every issue and read every 
word. My wife enjoys it as much as. 
I and also reads every word.’ 


‘THE BOWSER MAN is well worthy : 
of its existence.”’ ; 


“Keep it up.” 
“IT am for THE BOWSER MAN and) 
for it good and strong.” 


“Tt would broaden any salesman to 
read and study it each month. It has} 
helped to give in advance some point- | 
ers which I would have had to work] 
hard for otherwise and gotten through) 
experience.” | 

“By all means, keep on giving us| 
THE BOWSER MAN.” 

‘‘Most emphatically.”’ 


| 
| 
| 
! 
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“T know that I get more than 25c 
value out of each issue.”’ 


“Absolutely yes. 


— “To write and tell you how much 
} I appreciate THE BOWSER MAN would 
several pages. Briefly, I gain 
| valuable information in every issue and 
Mook forward to receiving it, just as 
much as I do my checks.”’ 

“It’s a-good thing.” 

“T think it is an interesting little 


| magazine and go through it from start 
“lM to end and then sometimes through it 
:In several instances, the ex- 
periences of a new beginner like my- 
iself has told of his difficulty in making 
la start and it has given me renewed 
hopes and sent me out again and again 
after more business.”’ 


‘Positively. I cannot think of one 


? 


i 


i 


‘publication discontinued.” 

| “Tf necessary, cut out a show but 
igive me THE BOWSER MAN.” 

| ‘‘A common remark at this office is, 


™ ‘Its worth two bits to me any 
‘time.’ 

| ‘‘By all means continue THE BOW- 
ISER MAN. The articles which it car- 
ries are wholesome and warrant its 
publication and on top of that, it is 
ithe only Bowser representative who 
Icalls on me in this isolated part of the 
world where the snow is 10 feet deep 
fon the level.’’ 

“Tf this salesman has too much to 


goes to a restaurant—select what he 
iwants. Don’t order everything on the 
ibill of fare, I say continue THE BOw- 
1 (HSER MAN.”’ 


Sirs Or kre 

‘“THE BOWSER MAN certainly serves 
, a good purpose.” 

“Absolutely yes.”’ 

“T always read it from cover to 


cover. Keep it coming.” 

“In my estimation, THE BOWSER 
MAN is worth 25c per copy and [| 
must say that to me in the year 1924 
it has been worth more.”’ 

“By all means continue THE BOW- 
SER MAN, I’m not such a shark of 
a salesman that the experience of the 
other fellow, as often told in this little 
House Organ, does not give me some 
new slant that helps my own methods. 

“As efor time. to, teade 105 ou teste 
doesn’t get read the same day as re- 
ceived always, but it goes into the 
pocket and is read some time during 
the following twenty-four hours, and 
I don’t mean maybe! 

““And when business has gone to 
the corner for a rest, and the whole 
darn show seems on the blink—why, 
it puts new pep into a fellow to read 
what some of the men higher up have 
to say, because we know they were 
once where we are now. 

“‘T’m no suggester of improvement 
and therefore am content to have THE 
BOWSER MAN come as it is. The 
main thing is to keep it coming! 

‘On the ©. “L,I sometimes use 
it on my prospects with good effect. 

“Keep it coming! The bird that is 
too busy to read it or the fellow that 
throws it into the discard will wake 
up some day right where he puts the 
‘book.’ 

“P. S.—Know what “Esprit de 
Corps’’ is? THE BOWSER MAN builds 
Lutes 

Some of the “Nay’’ Com- 
ments: 


“Tt’s all right but costs too much 
for the benefit derived.”’ 

“‘T am more interested in bigger dis- 
counts and larger commissions than I 
am in spending so much on anything 
that really does no good.”’ 

“T know from field experience that 
a salesman would rather spend one 
hour in conversation with his imme- 
diate superior than to read a fresh 


(Continued on Page 10) 
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Well, gang, how does the Forty 
High look to you again? It’s going to 
be a regular thing in THE BOWSER 
MAN from now on and if you aren't 
on this list now is the time to dig in 
and make yourself eligible for an early 
appearance “oy S. B. Bechtel, was a 
recent visitor at the Eastern ostieas in 
Albany, New York. On the day of 
his arrival February 14th, the gang 
presented him with a real Valentine 
in the form of orders totaling about 
$9,000 %%** Nothing comic about 
that, what? +H. L. Austin led the 
Albany gang in the amount of business 
turned in, having sold the General 
Electric Company a nice three thousand 
dollar order #*%%* H. G. Anderson was 
second and J. J. Shea placed third, four 
orders for Solvent Purifiers helping him 
to do so %# % %* Which reminds me that 
Shea is hitting the high spots in prep- 
aration of his coming marriage with 
one of Connecticut’s best; he'll sure 
have an inspiration now that will 
make the other Albany men sit up and 
take notice % % %* Speaking of Solvent 
Purifiers—what do you think of the 
new addition to the dry cleaning line? 
"The Junior System, Figure 266, is just 
what the small cleaner has been praying 
for and now that they can get Bowser 
quality in the bargain you men are 
going to be coaxed out of a lot of 
equipment © “9 9% San Francisco salesmen 
‘recently enjoyed a district convention 
and E. M. Savercool, Western Man- 
ager, is certainly enthusiastic regarding 
the results. He modestly admits that 
it was the best convention he ever 
attended “*%** After the convention, 
Mike Maggini hops a freight train— 
or something—and drives up in state 
on Saturday with a $1,000 order 9% 
And Ed Veirs, a Frisco man in Ari- 
zona, went out and painted the town 
of Yuma an alternate red and green, 
standard Bowser colors. Witness Ed’s 
three weeks’ sales: 5——10 barrel tanks; 
1—280 gallon tank; 3—-120 gallon 
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tanks; 6 Figure C-7/'s; 1 Figui 
C-110; and on February 17th he hac) 
the crust to wire in, ‘This morning’) 
business: 4 Figure 68's; 4 Figur 
C-77’s; 1 Figure 19; 2—120 gallor 
tanks and 1—550 gallon tank, cast 
with order $1,200 % % % We are in re’ 
ceipt of a letter from the superintenden’ 
of streets and public improvements ir 
the city of Lincoln, Nebr., asking wu: 
to ship him a Figure C- 110 pumy 
with meter. ‘‘In brief,’ he says, ¥ 
want the last word in pumps.’ #44 
And he adds that we may credit thr 
sale to E. O. Johnson, of Omaha. We 
do—and also credit Johnson with! 
selling his man so well that he send: 
in his own order % %**% Miss Mildrec 
Bayer, of the St. Louis office, enterec 
the cross word puzzle contest by sub: 
mitting a brain teaser for fair. Whether 
she wins the cigars or not I’m going 
to publish her effort in an early issue 
If you fellows can’t solve it || 
think it’s up to you to send her an Oh! 
Henry % % %* On February 23rd we re- 
ceived a form letter inquiry from a coa_ 
mine owner, We happen to know thai 
this inquiry was also sent to com, 
petitive pump and tank manufacturers. 
but that doesn’t change our story. The 
sales department wired E. L. Fletcher, 
Harrisburg, and a comparatively new) 
salesman, who hot-footed it to thé 
coal mine headquarters. Result: Ar 
order for 11 Figure 69’s to be installec 
in four different mines owned by this 
company. Pretty bituminous, what!) ” 
“9 9% Fred C. Schuster, of the Albany) 
district, recently sent in his order 1542 
which represents three calls per week} 
for the past three months. The day 

he actually secured the order—calling]| ~ 
for a 3 barrel Figure 109 for linseec 

oil—he wrote it up twice before his 
prospect, a paint and wall paper com- 
pany, would sign. On that morning 
however, when they opened their storé 
they found about 35 gallons of oil or 
the floor, a leaky gate faucet having) « 


oi 


The Bowser Man 


‘been flowing since Saturday night + 
. Clarence Carpenter, Albany district, 
‘celebrated his return to the firing line 
after a few weeks’ illness by shooting 
in an order for three paint oil outfits 
1% % Incidentally, the whole Eastern 
Division has sure gotten behind the 
paint oil sale and T. D. Kingsley, 
"}while at the Home Office several days 
ago, said that he’s proud of his crew 
Ji He also asked me to let you all 
in on the secret that S. B. Bechtel 1s 
4a pool hound, having, during his visit 
East, walked the legs off H. E. Dobson 
yw wee J. S. Farrell, of the Buffalo 
| district, recently had the novel experi- 
| ence of meeting up with some of Cap- 
‘tain Kidd's followers. It seems, ac- 
Jicording to W. F. Eastman, manager 
of that district, that Farrel was driving 
wifrom Avon to Caledonia, New York. 
He was caught in a flood and ice jam 
jand had to be taken from his car in 
ja row boat. At the same time, he con- 
\tracted for the removal of his car— 
mvhich took two days. It cost him 
$5.00 for his boat ride, $50.00 for 
}} removing the’car and $5.00 for labor. 
| All of which goes to prove that not 
jall the pirates have been put off the 
|| high seas #*%*%*N. A. Phillips, of the 
| Washington District, received a comic 
} valentine picturing a salesman in the 
jact of studying his weekly report. 
Beginning on Monday and continuing 
to Friday, his orders amounted to 
i ‘‘nothing.’’ On Saturday he received 
| his first order and that was from his 
+) wife—‘' ‘Come Home!’’ The chap who 
wi} sent that valentine to N. A. didn't 
| know his stuff; his orders for that 
| week actually totaled $1,858 w+ 
| L. K. Davis, Fort Wayne Western dis- 
| trict, sold three Solvent Purifiers and 
a complete Aux. outfit for clarifilter 
| system—and his first week out, too! 
“9 Last month I announced the 
| names of those salesmen who had 
| qualified, at the time of going to press, 
| for a pair of driving gloves in the paint 
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oil sales campaign. The others who 
have since came across the line and who 
make up the list of 15 men are: Phil 
Carleton, New York; J. G. Weiss, 
Albany; T. C. Potts, Cleveland; J. H. 
Quinn, Fort Wayne Eastern; J. J. 
Lyons, Boston; H. O. Corson, Bos- 
ton, and W. M. Hayes, Detroit % + % 
H. W. Luhmann, Manager Boston 
District, announces H. O. Corson, J. J. 
Lyons and C. E. Philbrook as leaders 
in that territory for the month of 
January %%**% Paul Stouffer, of the 
Foreign Sales Department, is leaving 
Bowser % Company the first of March 
to take up work in the electrical field. 
Paul’s new home will be in New York 
“9 “ % Bill Svec, Oklahoma, was a re- 
cent visitor at the Home Office and 
appears to be about the same as usual, 
We looked around for the new Mrs. 
Svec, but evidently Bill made the trip 
alone * % % Another old timer, L. P. 
Murray, has come back to assume the 
managership of the Minneapolis Dis- 
trict #4 R. M. Whiting, R. G. 
Conklin and W. A. Garske are Mur- 
rays three high men in their spring 
hat contest “On the 27th day of 
January we wired T. D. Irwin, of St. 
Louis District, to follow an inquiry; 
on February 2nd Irwin shoots back 
the order for 1—10 a Figure 
CAlLO; F.C. Wa Ons  SuGe eR: 
Turner, Washington, ran roe an in- 
quiry which read: ‘“‘We want to buy 
at once 2—-10,000 gallon tanks and 
2 pumps for same.’ Turner sold the 
prospect the two tanks and two Figure 
C-11’s, 2—550 gallon tanks and 
2—2 barrel 64's %%%* Geo. Allen, 
Wisconsin, got on the warm end of 
a wire regarding kerosene equipment 
and stwoudaysa later sold-.a 95" barrel 
kerosene outfit F. C. W. O. ##E. 
O. Johnson, Kansas City District, 
walked into a grocery store on a Sat- 
urday morning and came out with an 
order fort a 2 ‘barrel Figure 19>. Fe °C. 
NW C)s ao fo afo 
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(Continued from Page 7) 
edition of THE BOWSER MAN every 
hour.”’ 

“The selling cost of most articles is 


far too high now. Why add to our 
price the cost of THE BOWSER MAN? 
Most of us read some article in it and 
say to ourselves, ‘Well, that may work 
in that territory. Another point, why 
send a clarifilter salesman all the gen- 
eral line stuff?’’ 

“T think that it is a waste of good 
money.’ 

“Personally, I haven’t had a quar- 
ter's worth of kick out of THE BOW- 
SER MAN and I have plenty of time to 
read it. In my opinion, in its present 


form, it isn’t worth to the organiza 
tion what it costs.”’ . 

“Frankly, I do not think I get th 
kick out of THE BOWSER MAN tha’ 
I would get from a like amount ex. 
pended for good follow-up stuff. A 
[ see it, the present day salesman i 
more interested in what he himself car 
do than in what someone else ha: 
sold.”’ 

“‘T believe the sales force as a wholi 
would not miss the magazine. Per: 
sonally, I don’t believe it warrants thi 
money it costs and believe the money 
can be spent in some other way to bet- 
ter advantage,” 

“Have found nothing beneficial ir 
the magazine.” 


FIVE HIGH SALESMEN IN VOLUME 
OF BUSINESS 


1924 


1 


EK, M. MAY 
L. and F. Division 


4 
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Cleveland Dist. 
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H. G. ANDERSON 
Albany Dist. 


Q 
oO 


EB. L. MILLIRON 


5 
GAS SMITH 


L. and F. Division ] 


Washington Dist. | 
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| A Straight Line is not 


the SHORTEST Distance 
Between Two Points! 


J. H. TOWNSEND 
Memphis District 


Oia VAg SPI yietor 
THE BOWSER Man, 
there are a few individ- 

uals around the Home 

| Office who are sold on the idea 
of keeping their eyes peeled for 
| items of interest to its readers. 

This story has its beginning 

}in an inquiry which we received 

/under the date of November 24, 

11924; it reads like this: “‘Male 

ime cattlelog and price liz on 

‘} your pomps and tanks.’’ It was 

signed by O. L. Reed, of Jack- 

ison, Miss. 

| In due time our representative 

lin that territory, J. H. Town- 

isend, received the original in- 
|quiry, as is the method of pro- 

} cedure in our Sales Department. 

) And here’s what happened: 

| One glance at the handwrit- 

}ing and spelling on that inquiry 


as J. H. Townsend 
had proved to him 
when two bettin’ col- 
oted men called upon 
him to settle their dis- 
pute. 


card convinced Mr. Townsend 
that our prospect was a negro. 
But not wishing to take a chance 
on losing an order through wil- 
ful neglect or carelessness, 
‘Townsend cranks up the “‘tin 
wagon, as he calls his car, and 
beat it one hundred and forty 
miles down the state. 

On his arrival in Jackson he 
sought the address given on the 
card@eands finally locatedmacne 
man’s home—a two-room 
house set back in an alley. As 
‘Townsend approached the place 
a very dark-skinned, kinky- 
hatre day giflestuck whet beag 
through the door. 

“Is this where O. L. Reed 
lives?’’” “Townsend inquired of 
the girl. 

WENO 

“Well, will you tell him that 
I would like to see him!”’ 

“He don’t be home none in 
de day time,’ replied the girl. 
“He done wok up to Mister 
Wright's laundry.” 
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Townsend set out for the 
laundry; he found his man—an 
employee in the dry cleaning de- 
partment—and, introducing 
himself, explained his mission. 

“Yassah!’’ ‘Townsend's pros- 
pect grinned, showing two rows 
of the whitest teeth that ever bit 
into a chicken. ‘‘Yassah, ah sho 
did write dat letter and it sho 
was nice of Mister Bawsah to 
sen yo heah to gib me dem 
prizes.’ 

Townsend then inquired as 
to what particular equipment he 
was interested in. 

“‘Boss,”’ frowned the colored 
gentleman, ‘yo see dat yaller 
nigger standin’ ovah dere?’’ He 
pointed a chocolate finger. 

7 Wellcsabs. ohe--wention, 
‘dat nigger tinks he am smartah 
dan ah is so he bets me $5.00 
dat it didn’ coss Mister Wright 
moren five hundred dollahs to 
‘stall dis tinious flow system he 
got heah.”’ 


“Boss, ah means dese heah 
two pomps and two:tanks an’ 
all dis heah pipe an’ everything. 
Yassah, ah:tuk that bet an’ writ 
to Mister Bowsah to fine out 
who win dat five dollahs.”’ 


“Now, Boss,’’ asked the cun- 
ning man eagerly, ‘“‘who do 
win? Wich one of us niggers 
git de money?”’ 

“Oscar,” laughed Townsend, 
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“you win. And when you start 
your own laundry and want. 
some more information write’ 
Mr. Bowser. We will be glad 
to help you.’ , 

“Boss, ah sho is thankful fo: 
yo’ an’ ah sho is gonner make 
dat smart nigger pay me dat 
$5.00 dis incomin’ Sat’ aday 
nite. An’ say! Ah bin thinking 
right sharply o’ startin’ a bus- 
iness mahself. I’se gittin’ $9.00) 
a week now. Jess as soon as ah 
kin save up de money I’se gon- 
ner rite you pussonally, sho 
nuff, cause ah like yo’ looks and 
de way you treats a nigger. | 
Boss, ah sho kin tell a good} 
white man when ah sees him.” | 

Townsend bought the old 
man a bottle of pop and the in- 
terview was closed. | 


bf 


reads quickly. 
representative who had traveled 


unknowingly, 
ored men’s bets, walked into 
Mr. Wright’s office and came) 
out with an order for a Solvent! 


Purifier. 


He made two other calls in’ 
Jackson and, when he finally 
headed the “‘tin wagon’’ toward 
home once more, he had two 
more orders under the hood— = 
one for two Figure C-11’s and’ 
one for a Figure C-77. 

As the colored man would 
say, “Boss, yo sho ‘wins dé 
marbles!”’ 
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STANDING OF FORTY HIGH MEN 


Volume of Business 


March 7th, 1925 


Salesman’s Name Office 
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Pe ape NAT TOT aeh eee gsr. Pies coe oe. a ee ee ERS oo L. 6 F. Division 
Lecomte. jel bdsvehang pete) (Co Neen iin Gers Wt Aan re Ee BREA ©. Rune, | UBL cas L. 6 F. Division 
Rear Vin Vc CVE teat Me ae oes be i eee Ee Re ak tA Ala ase Dallas 
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UST as ‘THE BOWSER 
MAN goes to press 
comes the announcement 
of certain organization 

changes which are of special in- 

terest. The regular meeting of 
the Directors of the Company 
was held at the Home Office 

yesterday afternoon, March 10; 
their action on changes in per- 

sonnel are as follows: 
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H. J. Grosvenor until now 
Secretary- Treasurer) was named 
First Vice-President. He will 
have executive charge of manu- 
facturing, effective at once. For 
this assignment, no reasons need 
be given to our organization, 


H. J. GROSVENOR 


because all are familiar with 
Bert Grosvenor’s rise through 
the factory branch of the busi- 
ness, his capable management 
of the factory until his health 
compelled him to accept duties 


Pa@ee Fourtecx 


ORGANIZATION: 


which, though not less impor- 
tant, were less arduous. His 
total term of service with Bow- 
ser is 26 years. 


D, A. CORE 


At the time Mr. Grosvenor }) 
relinquished his factory work in | 
1918, D. A. Corey was drafted | 
into the manufacturing division. |: 
At the time, it was announced | 
that this appointment of Mr. 
Corey was temporary—‘‘until — 
the war, with its stress, has | 
passed.’ 
since the war, we have had our | 


full share of labor and financial }, 


problems which have crowded |}; 
the management for attention | 
and until now 
unwise to disturb the factory 
organization which prospered }; 
under Mr. Corey’s direction. 


The old call of engineering — 
problems, pressing in their na- 
ture, has been heard by him, 


It is well known that, | 


it has seemed J], 
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CHANGES | 


however, and he, at once, will, 
as Vice-President, assume full 
control of all company engineer- 
ing, including designs, inven- 


E. D. EGGIMANN 


tions, sales engineering, draft- 
ing, patents, service, under- 
writers laboratory contact, laws, 
ordinances, etc. His years of 
service with Bowser number 21. 


The Secretaryship, left vacant 
by Mr. Grosvenor’s elevation, 
was filled by the election of E. 
D. Eggimann to that position. 
This handsome _ promotion 
comes as a culmination of 27 
years of continuous service under 
the Bowser banner. Mr. Eggi- 
mann has “‘run the gauntlet’ of 
the office departments, having 
received a broad and basic train- 
ing in his varied work. For the 
last three years he has been As- 
sistant to Secretary Grosvenor. 


L. E. Porter was elected to 


succeed Mr. Grosvenor as ‘I reas- 
urer. [he sales organization is 
too well acquainted with Mr. 
Porter's steady rise to need more 
than mere mention here. He 
has, during the 16 years of his 
connection with Bowser, worked 
up through clerkships in the 
Sales Department to manager- 
ships of several district offices. 
He served for several years as 
Advertising Manager and dur- 
ing the last three years as Assist- 
ant General Manager. By the 
action of the Board yesterday, 
he now becomes a part of the 
Sonicial tamilys- 


la. Hy PORTER 


Other officers remain un- 
changed. The executive direc- 
tion of sales work, which has 
beer a -part of Mr. Porter's 
recent responsibilities, will be 
taken over, for the time being, 
by President Bechtel. 
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LINING UP the CHAIN 


T. D. Kingsley, 
Eastern Manager, 
Albany, N. Y. 


Dear Tom:— 


An atticle by F. A. 
Keller, the man who 
started the ball roll- 
ing and who now, as 
Eastern Division Spe- 
cial Representative, is 
busily enqgaqed in 
showing other Bow- 
ser salesmen how it’s 
done. 


Have gotten five more stores to equip——by phone— 
so far tonight and it’s only ten oclock. 


IXTY-FIVE years ago, 
the largest grocery house 
in the world was but an 
idea in the mind of its 

es the late Mr. George 

» Huntington Hartford. The 

acorn was then but an ideal of 

Service, coupled with Quality 

and Economy. The mighty oak 

of today is but the natural 

erowth Totm that stin ys. acorn, 

planted so many years ago. 
The home offices- of ‘The 

Great Atlantic 6 Pacific lea Go. 

are located at Jersey City. “The 

company operates twenty-four 
immense warehouses in the fol- 
lowing cities: Jersey City, Bos- 

ton, Pittsburgh, Newark, N. J., 

Atlanta, Chicago... Providence; 
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Yours, 


F. A. KELLER. 


Brooklyn, Cincinnati, Cleve- 
land, Scranton? seouiswiile 
Jacksonville, Fla., Indianapolis, 
Springfield, Mass., Richmond, 
Va., Washington, Albany, Buf- 
falo, Philadelphia, Baltimore, 
Milwaukee, Detroit and the 
Bronxs, N.vY. 

Every warehouse is organized 
separately with a general super- 
intendent at the head. Under 
him are several superintendents, 
each of whom has about one 
hundred stores for which he is 
responsible. Every superinten- | 
dent has several assistants, each | 
of whom has from eighteen to 
twenty stores in his charge. 
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STORES BUSINESS 


KELLER 


tae 


In 1918, after having mas- 
tered farming, glass working 
and the lumber business, F. A. 
Keller began his new career as 
a salesman for Bowser & Com- 
pany. He told me, some time 
ago, that on the occasion of 
his first sale he was so excited 
that he was unable to write up 
the order; he had to wait until 
he reached the quietness and 
privacy of his home. 


Mr. Keller is married—has a 
fine eight year old daughter— 
lives in Clyde, Y .—and 
drives a Chevrolet Sedan. He 
confesses to one weakness; he 
doesn’t know 


says that he 
when he has done a day’s work 
—and vou can call that a 
weakness if you like. 

Mr. Keller's success, in a 
great measure, is due to his 
so-called weakness. That much 


is evident from the short note 
which he wrote Tom Kingsley 
several days ago and which is 
reproduced at the beginning of 
this article. 


i «lhe Great Atlantic © Pacific 
felea Co. is now operating 
§10,500 stores in the United 
States. They have over 30,000 
employees to carry on their bus- 
/iness. Ihe word gigantic is in- 
i deed a fit adjective to describe 


the sales volume which they 
reached last year —nearly a 
third of a billion dollars, the 
total figure being $302,888,- 
369.00. 

In order to visualize the vast 
Aj G-Resalesttor last; yearetne 
following figures will serve to 
show the immense tonnage that 
passed through their stores to 
the public. Coffee—6,7,000,000 
pounds! ‘[ea—sufficient: to 
make) 225,000; 000necallons! 
Butter — 75,000,000 pounds! 
Thirty-nine million dozens of 
eggs! . Flour— 225,000,000 
pounds! ~“Sugar—-385,000,000 
pounds! Milk—90,000,000 
cans! “Two hundred millions 
loaves of bread. Quantities such 
as these are really astounding. 

Fight years ago The Atlantic 
© Pacific Tea Co. opened a store 
in Clyde, my home town, 
which is a village of about 
3,000" inhabitants... eniseey 4s 
followed by the National 
Economy Store and, still later, 
by the Market Basket. These 
chain grocery stores have stayed, 
and this is typical of what has 
taken place all over the country. 

Seeing the rapid strides which 
the chain grocery stores were 
making in my territory, it oc- 
curred to me that these new 
stores should be handling kero- 


sene oil. To this end, I began 
(Continued on Page 20) 
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‘The skipper’s he who's on the bridge’’ 


HIIZIULN AFV 


SKIPPER 


Oh, blow, you gale, and tempest, rage: 
And pound and surge, oh, sea! 

The good ship BOWSER plows ahead 
Without a fear in me. 


Then shine, oh sun, and sparkle, wave! 
While cleaves the prow straight thru; 

For staunch the Skipper stands, intent 
On ship and course and crew. 


"Mid doldrums calm, or hurricane, 
In fog, or heat, or snow, 

The Skipper’s he who’s on the bridge, 
And brings us thru—yo, ho! 


-—(@Oonicrputed: 
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(Continued from Page 17) 
calling on the store managers, 
explaining the advantages of 
handling oil, and demonstrating 
with my model how neatly and 
easily it could be done. But 
while some of the managers 
were in favor of handling kero- 
sene, they had no authority to 
arrange for equipment to be in- 
stalled: l-appreciated this*iact. 
but at the same time I could see 
the advantage of having the 
store manager thoroughly sold 
on the propos.tion. For, in the 
last analysis, the store manager 
is the one to handle and to push 
the kerosene sales. I was also 
reasonably sure that if a success- 
ful store manager favored the 
handling of kerosene, he could 
do much toward getting it in 
his store. 


Next I called on the assistant 
superintendent, and finally on 
the superintendent, and con- 
vinced them that the “A. 6 (PR, 
Stores should handle kerosene 
Olly, SAS anresult, athcwsupermn- 
tendent gave me written author- 
ity to equip a number of his 
stores, ~ In’ some. cases, found 
it necessary to call on the gen- 
eral superintendent for this per- 
mission. 


With this written authority 
from the superintendent of the 
APS Deitewas not diiculteto 
convince the oil man that he 
should take on this business. So 
the Bowser Figure 1’s and Fig- 
ure 19’s for equipping the chain 


VEG ke I INTO bay 


stores were purchased by the oil 


man and leased by him to the 
Teg ae) dey 1Cyey. 


In working the chain store 
business, I have found it very 
essential to keep in close touch 
with the store managers, assist- 
ant superintendent, and superin- 
tendents. [his has enabled me 
to be thoroughly informed as to 
their activities and the opening 
of new stores. [his applied to 
all chain grocery stores, irrespec- | 


tive of whether they belonged to | 
the A. % P. or to. some othes | 


chain of groceries. 
The selling of kerosene oil in 


these stores has proved to be a |} 
paying proposition, as well as a } 
The gallonage | 
has been sufficient to justify the | 
investment made by the oil com- | 
Since | 
{ placed the first Bowser Figure | 


business getter. 


pany for the equipment. 


1 -in’an A. 6 P.sStores back am 


1921, we have equipped several | 
thousand of their stores in the 


eastern division, together with 


a great many competitive chain | 
‘This is but a begin-— 
fact that] 
there are already in the United 
States over 24,000 chain gro- | 


groceries. 
ning. Consider the 


The Great Atlantié 


cery stores. 


© Pacific Tea Company im 
quoted as saying that they will 
have 15,000 stores operating at 
the close of 1925. Other chainsm 


are increasing just as rapidly. 
A short time ago The Great 


Atlantic % Pacific Tea Co. heldil 


(Continued on Page 23) 
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THESE, LESBGERS 3 GE lee hls 
WHOLE STORY 


THE GREAT -ATCAN TIG@i6 PACIPIGI i ase 


Syracuse,.N. W., Marcheline 
Mire Am Gatlag her 


Scranton, Pa. 
Dear Ed:— 
This will introduce Mr. F. A. Keller, of the Bowser Pump Co., 


who is interested in installing Bowser kerosene outfits in our stores,}i! 


are working out very well. Some of Shea have been in for over aj” 
year and have averaged a hundred gallons of kerosene per week/ 
Personally, I think this is a good proposition. | 


Yours truly, 
W. H. GALLAGHER. 


THE “GREAT ATLANTIC GAPACIFPICs iE ema 


Clydes Nee 
Mr. -F.As Keller, 
Clyde, Name 


Wear sit.—— 


It has just been fifteen months since your kerosene outfit was), 
installed and I have sold 7,745 gallons of oil, making an average, 
of 127 gallons per week from the day I started. 

I sold 170 gallons last week and have pumped as much as 100) 
gallons © ona Saturday. 


store it is getting new business for me in the aah line. 


Very truly yours, 
R. R. CAywoop, Mgr. 
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(Continued from Page 20) 

| manager's contest in a certain 
‘istrict. Prizes were offered to 
/e assistant superintendent, and 
') the managers under him, for 
|) btaining the largest volume of 
jusiness within a given time. 

| While talking to the assistant 
japerintendent who won the 
pontest, he said, “I am fully 
jonvinced that the sales of kero- 


| have the largest proportion of 
| |tores equipped of any district 
| juperintendent in the division. 
)ifteen of my eighteen stores 
»ave Bowser outfits.”’ 
| Isn't this a wonderful mes- 
jage to pass on to the chain store 
haan, when negotiating for his 
}usiness? 
|} Any salesman who is author- 
ized by Bowser % Co. to work 
the chain store business, and is 
jieglecting to do so, is overlook- 
}ng a golden opportunity to in- 
}rease his commissions. We have 
feveral salesmen in the eastern 
jlivision working the chain store 
pusiness who are getting splen- 
lid results and sending in orders 
}very week for kerosene equip- 
nent. Other salesmen can do 
;qually well. 

Just pick out a section where 
‘erosene is being sold. Drop 
nto the chain store and get 
icquainted with the manager. 
[ell him your story, and learn 
}rom him the names of the as- 
‘istant superintendent and the 
huperintendent. Call on the 


assistant superintendent and, if 
necessary, the superintendent. 
Line up a friendly oil man and 
get his order for the equipment. 


GIVEV EEE PEOREE 
WHAT THEY LIKE 


“Give the people what they like!’’ that’s 
the clever salesman’s cry, 

“Get the goods they want to strike, and 
the crowds will rush to buy!” 

True it is of all the stuff merchants 
stack upon a shelf, 

But that isn’t quite enough, also do it 
with yourself! 

*Tis yourself that’s up for sale! As you 
live from day to day 

You shall either win or fail; 
your chance away! 

Heed the clever salesman’s cry, keep 
your courage though you tire, 

You can do it if you’ll try—be the man 
that all admire. 


EDGAR A. GUEST. 


. Looking Ahead 


A negro, who was the father of 
twelve children, all of whom had been 
rocked in the same cradle, was putting 
the latest arrival to sleep. 

“‘Rastus,”’ said his wife, 
am just bout worn out.”’ 

“Tis "bout gone,’ replied Rastus. 
“You all bettah get ‘nother, and get a 
good one—one dat’l last.” 


keep or toss 


““dat cradle 


His Choice 
Mr. Suburb: ‘‘Which do you advise 


me to plant—onion seed or turnip?’’ 

Mr. Nextdoor: ‘‘Well, truth com- 
pels me to say that my chickens prefer 
turnip.” 


Thoughtful Husband 


““John,’’ called his wife from the 
bedroom, “‘I heard that clock strike 
two as you came in.” 

“Yes, dear. It was beginning to 
strike 10, but I stopped it for fear it 
should wake you up.” 
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Our EUROPEAN 


AM pleased to have the 
opportunity of intro- 
CED ducing the European 

Organization, its terri- 
tory and personnel—factors in 
our oversea business. 

The territory covered by the 
European branch of S. F. Bow- 
ser ( Company will appear in 
miniature if compared to the 
vast territory covered by the 
sales organization of the United 
States. In giving descriptions of 
the territories covered by each of 
the branch offices of the Euro- 
pean organizations, I am mak- 
ing comparisons to territory of 
a corresponding size in the 
United States. 

Our executive offices are lo- 
cated in London; the branch 
offices in the cities of London, 
Paris, 2h otterdamenCbtistiana 
and Stockholm. Each of these 
branch offices have jurisdiction 
over territory in the country in 
which the office is located and, 
in some cases, countries contigu- 
ous thereto, salesmen working 
under each branch office as under 


the branches in the United 
States. 
Page Twenty-four 


| By 
Ra GesnuleZe 


European Managing Director 


BUSINESS} 


Our London branch is under}! 
the management of James W.}) 
Morton, with Colonel W. B,J! 
Franklin as sales manager. Ter-|}, 
ritory covered consists of Eng-}) 
land, Ireland, Scotland and}, 
Wales. The entire territory}| 
covered is 88,745 square miles}, 
—or about one-third the size of}) 
the State of Texas. | 

Our Paris office, with Gf 
Granger as manager and R. L.}) 
Granger as sales manager, with}, 
the territory of France, Bel-¥} 
gium, Italy and Spain, covers}} 
415,000 square miles and may} 
be compared with Indiana,}) 
Georgia, Florida, Tennessee, | 
California, Kentucky and South| 
Dakota. 

Our Rotterdam office with! 
J. H. DeGroot, Manager, as= 
sisted by I. A. Philipps amg 
C. A. W. Bowdeker, handle the 
country of Holland. The terri- 
tory covered is practically 120,- 
000 square miles and only 
slightly larger than the State of 
Maryland. 

Christiania, under the man- 
agement of P. Winther, handles 
our business in Norway, cover-— 


, LONDON | 


NORTON 


MGR. 
LON DON 


CARLLARSSON (> mee JH. DEGROOT 
MR, MGR, 
STOCKHOLM ROTTERDAM 
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ing“a terr1Gorvrole ia 00 
square miles, or about the size 
of New Mexico. 

Stockholm, under the able 
management of Carl I. Larsson, 
with two able assistants, covers 
Sweden—a territory of 172,000 
square miles—its equivalent be- 
ing Indiana, Illinois and Idaho. 
All the territory covered by the 
European branch of S. F. Bow- 
ser ™% Company amounts to 
812,362 square miles, which 
may be favorably compared 
with the territory in the United 
States consisting of the States of 
‘Texas, Illinois, Vermont, Utah 
Oklahoma, California, Idaho, 
and North Dakota. However, 
the population of this small ter- 
ritory is equal to that of the 
whole United States. 

With the view of bringing 
you nearer to the European or- 
ganization I am asking the 
editor of THE BOwsER MAN 
to make use of a number of 
character photographs of the 
men who are directly responsible 
for the advancement of the 
Bowser business in Europe and 
who desire to be known as an 
inseparable part of the House of 
Bowser. As to our business— 
we are proud of the showing 
that has been made, as there is 
not a road leading from one 
country to another, or a thor- 
oughfare from city to city that 
is not studded with Bowser 
products. Neither is there a 
city, village or hamlet without 
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its quota of Bowser pumps.) 
‘The name ‘‘Bowser’’ is as welll) 
known in Europe as in_ the) 
United States and stands for the!) 
last word in e-f-f-i-c-i-e-n-c-y}}) 
in gasoline and oil distribution.|)) 

In the January issue of THE) 
BOWSER MAN, Messrs. Porter,|) 
Kingsley, Safford, Christie, 
Bromley and Richards told us 
of the Bowser outlook for 1925) 
and, on behalf of the European) 
organization I am pleased to} 
add the outlook in Europe was!) 
never brighter; we expect the) 
biggest business in the history 
of this branch of the Company. | 

In conclusion, permit me to’ 
add that we are proud of our) 
Company, its officers, salesmen} 
and products and are very anx-|. 
ious to do our part in making/ 
the year 1925 the biggest and} 
best in the history of the House} 
of Bowser. 


Boy: ‘‘Come on out for an auto} 
ride.” | 
Girl: “I haven’t a.thing to wear.@ i 
Boy: ‘‘Never mind; we'll take af 


closed car.’’ 


“Are you sure these field-glasses are | 
high power?’’ asked the lady potential } 
customer. q 

‘‘Madam,’’ replied the ambitious |} 
salesman, ‘‘when you use these glasses |} 
anything less than ten miles away looks | 
like it’s behind you.” | 


John: “I just bought a new suit 
with two pairs of pants.”’ 
Jim: ‘Well, how do you like it?” 

John: ‘Fine, only it’s too hot 
Wearing two pairs.” 


SS 


ss se 


ATYPICAL ENGLISH INSTALLATION 


COL. W. Vu FRANKLIN 


SALES MANAGER 
LON DOM 
R.L.GRANGER C.AW, BODEKER 
SALE SMANAGER  § : : : : ase A. F. PHILLIBE 


BRATS Tey vt opine. 
ROT TE AKA 


MR. THORMARK , MR, NYBERG 
ASST. TOMGR. : ASST TOMGR. 
STOCKHOLM : STQCKHOLM 
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What H. L. AUSTIN 
Thinks of CHAIN STORE | 


Mr. Austin 1s an 
Albany District sales- 
man and one of F. A. 
Keller’s apt students 
in the chain store 
kerosene line. 


EiBe securing mot -Cnaig 

Store Kerosene Business 
y] seems to be simply the 
“seizing of an opportun- 
ity which is practically thrust 
upon us and is the easiest way 
I know of making money dur- 
ing the winter season. 

If I have been unusually suc- 
cessful along this line, it is only 
because Mr. Keller and the Dis- 
trict Office were successful in 1m- 
pressing upon me the following 
facts—vI1z: 

1. If once started, it prac- 
tically takes care of itself— 
works like an endless chain. 

2. It is an ideal way of in- 
creasing the company’s business 
and incidentally my own in- 
come, particularly during an 
otherwise quiet season. 

3. It gives an opportunity 
not otherwise to be had, of 
“getting in good’ with the 
Minor Oil Companies. 

4; Andelast butemnotmieast, 
nearly all the work can be done 
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4¢ ++ . jer 
on the way’ to other business), 


and actually consumes very lit+},, 
tle time. ip 

Itis but a: mattertotea shoml 
and intensive argument with» 
most of the Chain Store Man- 
agers in any locality where there 
should be a demand for it, to}, 
convince them that kerosene will), 
increase their business, not only}, 
in re-sale but by bringing in 
customers who buy their gro- 
ceries where they can get their 
oil can filled. All managers are 
anxious to increase their sales as 
that increases their income. | 

A simple request by them, to 
their Assistant Superintendent), 
usually brings action, as the As), 
sistant Superintendent also 1s}; 
anxious to increase the business 4 
in his District. Vth 

After a few such requests by|p; 
managers and a call upon him 


at 


The 


Bowset Man 


yy the ““Bowserman,’’ the As- 
‘istant Superintendent begins to 
)it up and take notice and com- 


| ’ sell kerosene. It is al- 
pways in favor of the one which 
'‘does’’ and he soon begins to 
work for you in the ones which 
\‘don’t’’ and somehow he sort 
of ‘“‘gets the habit’’— (Kerosene 
}dabit) and wants it in nearly 
‘ill his old stores as well as the 
‘aew ones as he opens them up. 

| Another. nice habit for the 
Assistant Superintendent to get 
into, is, that of ‘thinking Bow- 
}ser when he thinks Kerosene’’— 
yiand when he wants a store 
equipped, either notify the 
) ‘Bowserman’’ direct or tell the 
Superintendent he wants a 
Bowser Outfit.”’ 

1) Why should he “‘turn it over 
to Bowser’ instead of arranging 
"with an Oil Company direct ?— 
tbecause it relieves him of all fur- 
ther work and worry and he 1s 
2 very busy man— ‘Bowser’ 
‘knows which Oil Company has 
‘the best grade of oil and will 
}give the best service, also he is 
‘jassured of having the best Oil 
|Handling System on the market. 
| Just recently I called upon an 
Assistant Superintendent and he 
‘}said he had Kerosene in nine of 
his stores and wanted it in eight 
more. I received the list from 
the Sales Manager through our 
District Office three days later 
jand during the next two days I 


Acti senitigl 


arranged to equip them all, be- 
sides doing some other work. 
In other words, I drove nearly 
200 miles, “‘sold’’ eight Mana- 
gers, measured eight stores, se- 
cured orders for eight two-barrel 
19’s and made seven other calls 
in two days, which shows that 
it does not require very much 
time. 

One of the most important 
items is the deal with the Oil 
Company, as, after all, it is that 
dotted line business that really 
counts. 

‘The attitude of the Oil Com- 
pany toward Chain Store Kero- 
sene Business is, I think, best 
summed up and illustrated by 
the remark of the Vice-President 
of a large Minor Oil Company 
to which I| have given probably 
twenty-five chain stores in the 
last few months and was made 
upon occasion of my presenting 
him with orders for five two- 
barrel 19's for his signature and 
he never even looked at the ad- 
dress. He said, “There is more 
or less trouble connected with 
the securing of new Kerosene 
business, but it is well worth 
the trouble when you get it’’— 
and as he signed on the dotted 
line—‘‘of course, when you do 
all the work for us—well—that 
is a very advantageous arrange- 
ment all around.’ 

In the December number of 
Grocers’ Magazine the follow- 
ing article appears on page 3: 

‘The stage is being set for an 
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active campaign to popularize 
the use of kerosene oil. A big 
advertising campaign is to be 
conducted, although at first it 
will not cover all sections of the 
country. 

“The large oil companies 
have recently put much money 
into research work regarding 
kerosene lamps, and it has been 
found that a straight type chim- 
ney eight inches high gives very 
satisfactory service, while one of 
the same height, the top of 
which was crimped and flared, 
did not give good service. “The 
lamp manufacturers are now 
making a lamp far superior to 
any used heretofore, as a result 
of this investigation, and in the 
middle west, where a campaign 
to boost kerosene has been put 
on, the housewife who only had 
one or two lamps going at once 


The old gentleman was a 
trifle bewildered at the elaborate 
wedding. 

“Are you the groom?’ he 
asked a melancholy looking 
man. 

“No, sir,’ the young man re- 
plied. “‘I was eliminated in the 
preliminary try-outs.”’ 


“T tell you that I won’t have 
this room,’ protested the old 
lady to the bell boy who was 
conducting her. ‘‘I ain’t goin’ 
to pay my good money for a 


Thirty 


Page 


now lights lamps for severe! 
rooms. | 

“Aside from lighting an) |, 
heating, kerosene has varioul) 
uses. Kerosene soaked cloths ar | 
excellent for cleaning whit!) 
enamel bath tubs and a littl 
kerosene placed in water is ay 
aid in washing windows an 
painted walls. It is used as ai 
insecticide, as a preventive fo 
mosquitoes, for spraying chickei) 
coops, to remove gear grease, fo) 
overhauling motors and for get \ 
ting paint off the hands. It 17 
excellent to keep aluminuny 
bright, although it is desirabli 
to rinse the aluminum in ho? 
water after using it. Zinc anc 
tin are washed with soapyf# 
water, then polished with kero] 
sene-soaked flannels. Keroseni) 
is also excellent to take rust of! 
metals.”’ 


pig-sty with a measley littl 
foldin’ bed init. If you think® 
that jest because I’m from thf 
country—”’ | 

Profoundly disgusted, t h«j 
boy cut her short.~ “Get 1mm 
mum. Getin. ‘This ain’t yourg 


room. ‘This is the elevator.”’ 


the saloons to save our boys 
and since they cannot close thef 
garages to save our girls, | 
might at least close the side) 
roads. | 


The Bowser Man 


=. B. Shuford, Washington District, 
‘ecently sent in his order calling for 7 
Meisure C-11’s, 2 Figure C-110’s, 10 
Meigure 69's and 2 Figure C-157's 
" % % If the oil companies don’t grab 
off those new 79 and 379 outfits I'll 
niss my guess. We're getting out a new 
nulletin on these outfits and your sup- 
sly will be available within a short time 
* “ % If any dry cleaners in your terri- 
cory haven't had our book on the pre- 
yention of Static Electricity, a new 
edition is available for free distribution 
‘¢ % “ H. W. Luhmann, Boston Man- 
ager, said something when he remarked: 
“Don't quote prices on paint oil equip- 
ment until you have secured the names 
of the different grades of oil handled, 
Nhe cost price of each and the selling 
srice and number of gallons sold per 
year’ %* % %* L. D. Dwyer, Kansas City 
Salesman, followed up a wire inquiry 
yn the 16th of February and one day 
ater came home with the bacon in the 
orm of an $850 Clarifilter System 
It’s going to be an interesting 
‘ace between A. W. Dorsch and H. 
W. Brown, Managers respectively of 
Ihe Fort Wayne District, East and 
West You see their 1925 quotas are 
Ihe same In November, 1923, 
Roy Lounsbury, who was then in the 
Idome Office Sales Department, wrote 
ihe Motor Inn, Powers hake No-D:, 
Fegarding our [5'6-Bameter for’ a 41 
sump. In January, 1924, Roy fol- 
lowed his first letter with another ask- 
ing if he could be of service to them 
lon the matter and quoting a price. 
Wloday, February 27, 1925, a year and 
fa month, to a day, Roy’s letter comes 
loack and on the back side Motor Inn 
Wsays: ‘‘Here is our check for your 
Imeter’’ % % % The five high men in the 
af paint oil sales contest, in which a gold 
iilwatch will be awarded as first prize, 
land a traveling bag or robe will be 
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awarded as second prize, are L. W. 
Cheney, New York; tied for second, 
P. Carlton and A. E. Darling, New 
York and Chicago; A. C. German, 
Harrisburg; P. E. Philbrook, Boston, 
and A. W. McCaugna, Milwaukee 
“9% The date of computing that 
standing was February llth *##% 
Christie, up in Toronto, what’s the 
gang doing up there? Why don't you 
drop us a line once in a while and let 
us in on some of your men’s good 
sales? %*%%* And that goes for you, 
too, Lawther—down in Memphis; 
and Doyle, ‘way out in Denver, a 
mile high; come on in, Safford, the 
ink’s fine! Whaja say about those 
Dallas Rangers? #%%I heard yester- 
day that Paul Krider was still in Chi- 
cago, but you couldn't prove it by me 
sees Elsewhere in this issue I have 
shown the pictures of the five high 
men in’ volume of business for the year 
1924. The list given me originally 
contained ten names; sixth to tenth 
places are held by F. A. Schuster, 
Albany; R. J. Goodman, Detroit; 
D. C. Price, L. 6 F.; H. E. Thomp- 
son, L. 6 F., and H. E. Dobson, New 


York %%%* Bob Maxey, of the Dallas 


District, sure pulled a nice piece of 
salesmanship when he landed that or- 
der for 50 Figure C-11’s #%* Carl 
Hobrock, Manager of the Milwaukee 
District, writes in to ask if there are 
any more of those little Oil Record 
Booklets, Adv. 1, available. I’m sorry 
to say that the Home Office is unable 
to fill Carl’s order, but if any of the 
District offices have 25 or 30 of these 
on hand we'd appreciate it very much 
if you'd send them to us %#%* The 
Filmore Paint Store, of Chicago, 1s 
just opening their new home and we've 
learned that their Bowser equipment— 
most of it sold by A. E. Darling— 
consists of 6 Figure 109’s, 2—-280- 
gallon tanks and 1 Figure 115. 
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ribution during a recent illness. 


| 
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Horizontal 


1—Devoured. 

3—AMass of hair. 

-6—Boy’s name. 

_7—Belonging to. 

-9—To knock. 

i. 1—A border of lace on inner front 
edge of a bonnet. 

2—A verb. 

13—A vehicle. 

l Occupation. 

|7—-Yes (Spanish). 

{8——Printer’s measure. 

20—Southern State (abv.). 

\2 1—Therefore. 

22—-Counsel. 

)24—Gains. 

'26—A weed. 

128—Male offspring. 

j>1—A Japanese sauce. 

132—To steer in sailing. 

133—A college dance. 

}36—To plot. 

139A helmet. 

4 2—-Statements. 

144—A Greek letter. 

145—A State (abv.). 

}46—A call. . 

14 7—Equal value. 

148—Prefix (a form of in). 

'49—Before. 

|51—Prefix meaning upon, over, after. 

152—-A book in the Bible. 

/53—Railroad (abv.). 

'54——What the American forces were 

) called in France (abv.). 

155—That is. 

56—A preposition. 

57—Initials of a prominent President. 


\- 
; 


folving it as he had in making it up it should prove to be very interesting. 
folution will be published in the April BOWSER MAN. 


HERE IT IS—GO TOIT! 


On the opposite page we publish F. E. Crossen’s winning cross word puzzle. 
“Ar. Crossen is a salesman under the Phiiadelphia Office and worked out his con- 
He says if you have as much trouble in 


The 


60—One for whom another has been 
sponsor. 

61—A volatile fluid used in autos. 

62—Name of the originator of the 
measuring pump. 


Vertical 


1—Kind of numbers we use. 
2—-To forbid use of (colloquial). 
4—A globe (pl.). 

5—Hesitates. 

6—A pronoun. 

7——A Japanese sash. 

8—-Low marshy land. 
10—Postscript (abv.). 
15——What your auto does when icy. 


16—To expel. 
17—Crystallized water (pl.). 
1 9—Coins. 


22—A girl’s name. 

23—A direction. 

25—Electrical unit. 

27—Fish eggs. 

33—A parent. 

34——To happen. 

35—Son of a Scot. 

36—A play on words. 

37—The river of forgetfulness. 

38—A negative. 

40—To beseech, to beg. 

41—One of four equal parts. 

42—A metrical foot of two short and 
one long syllables. 

43—Woes. 

47—A vegetable. 

50—To make mistakes. 

5 8—Therefore. 

59—To perform. 
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ele lN ETA CAS WME 


_ Here’s one of the best lines we've ever published in this depart- 
ent of THE BOWSER MAN. For the benefit of the new men in 
ur selling organization the “‘objects de art,’’ reading from left to 
ight, are: Edwinious Eggeman, Secretary; Hal Storious, Assistant 
vales Manager: Roscoe Heatonious, Advertising Manager (I'll 
atch hellious for this) ; Skyperious Bechtel, President and General 
\Aanager; Lew Porterious, Treasurer, and William Berschious, 
tomptroller. The above picture represents the Valentine section 
if the combined February and March BOWSER MAN. 


Below is a table giving the value of kind words: 


Mec CRUSE DOVWGERSIVIAN coy hi? te Ree Cee yen, O's: 
ROU SUMcc UCR MCAS SINC. ec, 12, Ak s Mt ated Maar ae ee .05 
meceputecomiing——a good: book 4... Wie OA 503 
BTIASe NUN omy OUeAeSCOLY: Se ichoi Go we aaorteee as Bal 179.65 


ENCORE MEL HOUT Vt e 


Duck hunting in the South 
aint what it: used to be since 
they've been installing some 
competitive large storage oil 
tanks along the lakes in Louis- 
iana. ‘he idea is that the tanks 
will leak their contents all over 
the lake and the ducks get the 
stuff in their wings, which 
rather cramps their style. All 
the duck hunters have to do then 
is to row out and pick ‘em off. 
Pretty crude, oil right! 

skligek 3k 


Every time someone is 
thoughtful enough to send an 
item in for the BOWSER MAN 
here’s what happens: “The name 
of the author is written on a 
golden card; this is placed upon 
a blue velvet-covered pedestal; 
then, ten of our best looking 
girls march around the pedestal, 
one of them sprinkling crushed 
rose petals on the card. This 
continues until the roses are all 
gone. 

* ok Ok 


you no dis ar a free country. 
you can get free air at de Garage. 
de stores shee have free deliverie 
service. jus buy ten c garlic an 
you get can bakin poudre free. 
free Free FREE. damn! some 
1 hees got 2 pay 4 someting 
somtim or de mint shees going 
2 closeup. butt whyinhell hav 
monie enyway if everything 
shees going to bee free—lak 
poomps an tenks? 


Page Thirty-siz 


The Bowser Man 


Someone recently offered < 
prize for the best definition of 
HOME. Among the five thou- 
sand replies, many of whick 
were mighty fine, there was this 
one by a humorist and man a 
no little experience. 


HOME: The best place for a 


man after business hours! 


A great many people, includ- 
ing advertising men, salesmen, 
clerks, stenographers and those 
in every other line of business 
occupation, do not fully appre- 
ciate the importance of stead- 
fastness of effort. 


Here's a little sermon I’ve 
been preaching to myself and I 
thought perhaps you'd like to 
listen in. It’s taken from Chris 
Columbus’ log: | 

Sept. 22, 1492—-Today, we 
sailed due westward. | 


Sept. 23, 1492—-Today, We 
sailed due westward. | 
Sept. 24, 1492—-Today, we 
sailed due westward.: 


Oct. 8, 1492——Today, gam 


sailed due westward. | 
Oct. 9, 1492—-Today, we! 


sailed due westward. 


Oct. 10, 1492—Today, we 
sailed due westward. | 
Oct. 11, 1492—Today, we 


sailed due westward. 


Oct. 12, 1492—Land. 
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Spaz rates Say 
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